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Out in front when there's work to be done... 


BEAVER’S Ve 
Quadra-Type Die Head 


helps you sell more pipe and bolt machines! 


A simple, accurate, newly conceived die head built 
for dependable, rugged service. Combined with 
Beaver’s New Power Grip Wrenchless Chuck on any 
Beaver Pipe and Bolt Machine, the new Beaver Quadra- 
Type Die Head gives you an unbeatable, triple-threat 
selling package. Threads 1”, 1%,” 1%” and 2” with 
same set of dies. Also cuts over or under standard 
threads. New setting and locking device holds setting 
thread after thread without variation. Deep-cut size 
graduations in line of vision are easily read under oil 
film, or in dim light. Write today for full information! 


NVESTIGATE BEAVER’S NEW 
TIVE DISTRIBUTOR PLAN 


WRITE T 


BEFAVER 
PIPE TOOLS 


216-300 DANA AVENUE « WARREN, OHIO, U.S.A. 


Bulletin No. PG-12-54 
tells all about 


BEAVER’S Slew 


POWER GRIP 
WRENCHLESS CHUCK 


Send for it Today! 
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That's the result when 
this Cedar Rapids sales 
manager travels with his 
salesmen. To sce how it 
has paid off in increased 
sales for the company, 


turn to pag 82 





IT’S A TEAM JOB 





Insick and tsid vad It 


men Wortk : 
the same accounts his 
teamwork has proved su 

esstul for a New York 
distributor firm Page 88 
tells how ti ten 
work 


MEMORIZE BY CAMERA 





Denver salesman lets his 
meta memorize installa 
tion details. He uses the 
pictures to sell new and 
repeat customer You'll 
read some of his experi 
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ONE INVOICE 
THE SAME DAY 


WE GET THE ORDER 


ON AMERICA’S TOP-QUALITY SOCKET SCREWS Jiistudtethlilthsetethtehs 


THE HOLO-KROME SCREW CORP. @© HARTFORD 10, CONN., U.S. A. 


2 INDUSTRIAL DISTRIBUTION © AUGUST, 1955 

















unc @oets 1 HIBULUR NEW 








LINK-BELT ANNOUNCES DEVELOPMENT OF 





Why Link-Belt 
Roller Chains 
Won't Stiffen 





LOCK-TYPE BUSHINGS — that's 
Link-Belt'’s answer to the prob- 
lem of stiff roller chain. This 
development assures free articu- 
lation. By a special manufactur 
ing process, inside sidebars are 
locked onto the bushing more 


securely than by conventional 
methods. There's no partial 
bearing 


Also remember that there are 
other important extras built into 
Link-Belt Precision Steel Roller 
Chain: closer heat-treat control, 
shot-peening of rollers, and pre- 
stressing of multiple width chains 

















Car Spotters Make 
Positioning Easy 


Every railroad siding represents 
a potential sale for a Link-Belt 
Car Spotter, which enables a sin- 
gle worker to move up to six 
loaded freight cars with little 
effort 

Throughout industry you'll 
find other applications: moving 
barges or ships, shifting loads in 
and out of ovens and furnaces 
pulling heavy shop trucks, drag 
ging heavy skids. Book 2092 
gives other suggestions, includes 
complete specifications and selec- 
tion data 











Dependable toggle design 
higher torque capacity these 
and other advantages most in 
demand for modern power 
transmission are offered 
by the new Link-Belt Fric 
tion Clutch. It's ideally 
suited to applications 
where speeds prohibit use 
of jaw clutches and where smooth, 
gradual pickup is essential 

Link-Belt Friction Clutches 
are available for a wide range of 
applications—with clutch sleeve 
Of gear ring mountings, or as a 
friction clutch coupling. Capa- 
cities up to 200 hp at typical in 
dustrial speeds 

Inclusion of the toggle mecha 
nism typifies the attention paid 








* Sales 
Meeting 
in Priat 
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to practical methods in engineer- 
ing this new clutch. Widely de- 
manded by experienced users of 
clutches, this feature as 
sures positive positioning 
minimizes possibility 
of accidental engagement 
or disengagement ... pro 
vides drag-tree idling 
Besides retaining the most de 
sirable features of the earlier 
dependable designs, Link-Belt 
has added many important im 
provements and innovations. The 
number of parts has been mini 
mized—adjustment is easy and 
accessible. What's split 
friction plates permit regular in 
spection without removing the 
clutch or coupling from the shaft 


more 





These Geared Couplings Have Greater Bore Capacity 


In offering compactness with no 
sacrihce of load capacity, Link 
Belt Geared Flexible Couplings 
utilize six features of improved 
design and better performance 


1. Minimum backlash with ca 
pacity for normal misalignment 
Extra wide face of internal gear 
teeth provides for reasonable end 
float while keeping full woth 
contact 


2. Crowned hub teeth will not 
bind in root of housing teeth 


3 Rigidity of the two piece 
housing is attained with special 
hardened steel cap 
lock washers firmly 
rabbet fitted mating surfaces 


screws and 
joining the 


A NEW AND IMPROVED FRICTION CLUTCH 

















Book 64 
tail the 
Link-Belts new triction 
clutch, and ofter 


explains in Ge 
lesign variations of 


mpicte 


selection data 


4 Positive lubricant retention 
with O-ring seals 
5 Long steel hubs assure good 
bearing on shaft 


6 Easier 
sembly 


assembly and disas 
an Allen wrench is the 
only tool required 

Folder 5 gives all the im 


portant facts 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago + Atlanta « Colmar 
Pa. « Houston « Minneapo 
lis « San Francisco - Los 
Angeles + Seartle ‘.— 
Office: om Principal Citic 

















The Cover 


Busy signal? Busy is an apt word when 
applied to a distributer organization. Us- 
ually there’s little time for reading at the 


office, even when that reading is bene- 
ficial to the job. So, why not settle down 

easy chair or hammock, take your 
choice—and you'll find the time you 
spend with an issue of LD. wili be both 


profitable and enjoyable. 
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NEW Model “F” 
Torquers Meet 
Military Specs. 


D 


esign 
variations from 
standard Torquers to 
meet U.S. Air Force Specifications 
are found in the New Model F 
Torquers. Capacities range from 
5 to 4800 in.-lbs., with %4” to 34” drives. 


Speed your sales and profits with the 
Torquer that speeds your customers’ jobs. 
Only one hand to torque properly! Your 
customers just set the micrometer-type 


handle. 


stantly. No troublesome gadgets to watch 
or listen for. 

The PROTO Torquer is fast, rugged and 
accurate.Comes in 27 models, ranging from 


Eastern Warehouse & Factory, Jamestown, N.Y 
Canadian Factory, London, Ont 


.. the wrench releases automati- 
cally at the torque desired, then resets in- 


FESSIONA 
PROS 


5 to 4800 in.-lbs. and from 5 to 500 ft.-lbs.., 
with plain or ratchet head. Let the Torquer 
“give a hand” to your customers’ jobs—and 
your sales! Send for catalog of entire line to 
PLOMB TOOL COMPANY 

2215M Santa Fe Ave 

Los Angeles 54, Calif. 
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MACHINERY FOR DODGE 
TRANSMISSIONEERS 














Mishawaka, Indiana 


FLEXIDYNE STIRS WIDE INTEREST 


DRY FLUID DRIVE 
OPENS NEW SALES 


FLEXIDYNE | OPPORTUNITIES 


ournes recent announcement of Flexidyne. 














oerwes ane © 
the dry fluid drive, employing an entirely 


new principle, has brought thousands of 
inquiries from industries of all types. Be- 
cause it provides a new and better way to 
handle many difficult drive problems, Flexi 
dyne has opened a broad market and an im 
portant new source of profit to Distributors. 
Major advantage of Flexidyne over any 
other fluid type drive are based on the fact 
that at normal operating speeds, Flexidyne 
does not slip. At the same time, in the case 
of an overload, it is slippage which pro- 
vides protec tion 
The “fluid” in Flexidyne is heat-treated 
stee! shot. A measured amount, called the 
“flow charge.” is contained in the housing 
ch is keyed to the motor shaft. Inside 
Two-Page Spread from Full Color Bulletin on Flexidyne. he housing is a rotor. free to turn con 
ntrically, but connected to the load. When 
DEMONSTRATOR GIVES DRAMATIC ne ee 
e flow charge to the perimeter of the 
PROOF OF FLEXIDYNE ADVANTAGES [0% “cisine i between the housing 
he rotor and thus transmitting power 
Dodge is providing Distributors with out initial rush of current is of brief duratio 2 ~~ oh a load speed, 100% efhici 
} y is achiever 


il to present the indicator drops back quickly to sl 


tional mater 


standing promo 
the new Flexidvne Drives and ¢ ouplings a low current draw 


und demonstrate their outstanding advant When a sudden overload is simulated Industrial Distributors because it is simple 


a tw page spre ad by ipplying the hand as a brake | ' to select “off the shelf.” Fac h size has a 


The Flexidyne is an ideal product for 


awzes. Pictured above 
from the hi lletin whict pro des comple te filvwheel the ammeter again 


w standard horsepower rating and yet it is 


informats n Flexidyne. Illustrations in irrent draw with the talled ad The only a matter of minutes to varv the flow 


full color and engineering drawings suppl demonstrator provides proof of smoot! harge to give tailor-made torque to suit 
ment the detailed explanati m and applica starting with heavy loads and efficient. eco ' e ; Fir del trl tvs 

thes “( ) On s "liveries 0 € “ly e 
tion data nomical operation once full-load is achieved AGRT, 2 her — 
; Drives are scheduled for September, and 
Dramatic press os Flexidyn naan wanna Fle xidyne la u lings will follow 
is provided by means of a portable demon _— as ; 





strator unit now being carried by all Dodge 


eg ee Br Re arp age adhe a TRANSMISSIONEERING 
6 go g . e | SCHOOL IN OCTOBER 


onstrator has a 1/1 horsep r motor 
connected with timing belt drives to a . -% Classes in the Dodge school of Trans- 
missioneering for the Fall term will 


fivwheel, simulating typu il heavy inertia 
open in October. Three successive class- 


load There are two timing belt drives one 


through the Flexidyne and one dit es will be held, beginning respectively 


n October 3, 10, and 17. Enrollments 
With the timing belt on the direct drive , 7 |} are now being received from Dodgi 


tr. 


pulley when the switch is turned the am < —— Distributors in all parts of the cour 


meter clearly shows a continued heavy ; é und. as has been the case sit 
current draw. Within a few seconds the ‘ sblishment of the school twe 
eurrent trips an overload rel «, breaking tu it 8 apparent all classes 
enrolled. Sti nts re Var 
tive circu ‘if . vele 4 : . 
fs 


When the timing belt is shifted to the a “Ss ‘ school at Dodge factor in Mishawa 
Flexidyne side the ammeter shows that the 7 


icates at the close of a full week of 
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Wanted: operation figures; French sales 


manager seeks information on American 


methods; distributor attacks Fair Trade issue 





Newport News, V4. 


Operation Data 


While we are a comparably small 
industrial supply firm, we have been 
expanding steadily and are looking 
forward to continually increasing 
business 

In this regard, we would like to 
know if you could furnish us with 
the following information: 


volume 


1. percentage of dollar 
spent by industrial distributors 
for advertising 


iverage turnover 


Ath 


average gross margin 


Matcoio J. Joserus 


Manager, Industrial Sales Dept. 
Rosenbaum Hardware Co., Inc 


* QOur last advertising and sales 
promotion survey (Dec. °53, p. 
94) showed that nationally — 
and this applies to Southern dis- 
tributors — the average distribu- 
tor spent .4% of total volume 
for this. 

Percentages on turnover and 
gross margin were reported as 
usual in our Annual Survey of 
Distributor Operations, March 
issue, p. 102. 


Locan, W. Va. 
Something New 


Congratulations to you for the 
outstanding report on the Triple In 
dustrial Supply Convention (May 
'55). I was particularly impressed 
with your new treatment of speakers’ 
members 


subjects by interviewing 


on their reactions or thoughts on 


the particular problems discussed 
Distr 


butor members who did not 
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attend the convention, for one rea 
son or another, certainly will benefit 
by your thorough and complete cov 


erage. They will also probably make 


a greater effort to be present next 

year because you have done such a 

good job of telling them what they 
missed. 

C. McD. ENGLANp, Jr 

Vice president 

Logan Hardware & Supply Co 


Paris, FRANcH 


Wanted: 
Sales Information 


I would appreciate it very much 
if you could give me your advice and 
help, in view of a United States 
survey trip I intend to take this 
September 

I am in charge—as manager—of 
the sales department of a French 
plant manufacturing electric equip 
ment (motors, transformers, etc 

During a previjus trip, of about 
ten weeks, in the States in 1944, | 
had the opportunity of studying 
American sales methods. This time, 
I would like to investigate the im 
portant changes which took place 
and would appreciate information 
on the following 

Organization of the sales manag 
ing department, part of the manager 
definition of functions; 

Promotion of sales department 
organization, scope of activity, plan 
ning for the sale of a new product 
choice of media, budgeting; 

Forecast of sales, long term and 
short term budget; 

Operations research, application 


to the sales problems, organization 


of a team for “operational research” 
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Industrial Distribution 


You Said It 


purposes in a medium range plant; 

I'raining of the sales engineers, 
training by the constructors of the 
wholesalers’ sellers; 

Sales tools for the sales engineers 
control of their activity 

It might be possible for you to 
indicate to me those who would be 
in a position to and willing to give 
me information on these subjects 
Could 
addresses and let me know whether 


like to 


give me particulars 


you also give me_ thei 


they would meet me and 
Looking forward to hearing from 


you, and thanking you in advanc« 


Y. Fournss 
Sales Manage 


Cie. Electro-Mecanique 


elf you can be of help and 
would like to contact Mr. Four 
nis, the address is: Cie Electro- 
Mecanique, 37 Rue du Rocher, 


Paris 8°, France. 


SourTH 
The Fair Trade Problem 


In this complex economy of ours, 


ATLANTK 


there seems to be no way, by law, 
in which to reconcile the problem 
of honestly maintaining fair prices 
I'he necessary sales, service and facil 
ities the industrial distributor must 
provide are legitimate, but always 
increasing, costs. He also has com 
petition, but indiscriminate compe 
tition leads to price cutting. Price 
lessens margins. The so 


cutting 
called discount house, in most cases, 
has a cheap building in a low rent 
district. It 


only salesmen are on the 


Continued on page 10 



















DISTRIBUTION 














No manufacturer 
has ever cham- 
pioned the cause of 
the Industrial Dis- 
tributor more con- 
sistently and more 


effectively than... | T bY F ONE 
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—through—_ 
DISTRIBUTORS 












We offer our own record of cooperative "hes Pe wala 
achievement as proof that the famous 40-90 years . . . . 17% 
Lunkenheimer policy of “Distribution ees oR son 
through Distributers’” makes ldsting 10-20 years . . . » 18% 
friends: 1-10 years 24 6% 









WE BELIEVE IN COOPERATING WITH OUR DISTRIB- 
UTORS, RATHER THAN COMPETING WITH THEM 




















Manufacturers who encourage distributors to accept business at their cost or lower on a 





“commission™ basis weaken the distributors’ position and break down the price structure 







in their local markets. It has always been our objective to channel sales through indus- 






trial distributors, because we believe such distribution gives customers efficient service. 






THAT’S WHY WE SUPPORT OUR DISTRIBUTORS WITH A LONG-TERM 
POLICY THAT MAKES LONG-TERM FRIENDS, LONG-TERM CUSTOMERS, 
AND LONG-TERM SELLING SENSE. 


The Lunkenheimer Co., Box 360, Cincinnati 14, Ohio 
















BRONZE © IRON © STEEL © PVC VALVES 


UNKENHEIMER 


HEIMER @ 


| 
NAME IN ili ae =y 


ounsitt 








* 
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Th 0 if . - another great 


toolmaker who puts Supreme Chucks 


to assure finer performance 


Thor Portable Power Tools are pro- 
duced with the sincere intention of 
giving America’s tool buyers the fin- 
est performance qualities possible. 
With this in mind, the management 
has elected to equip more and more 
of their output with Supreme Brand 
Chucks. 

Thor, like other power tool makers, 

ve found that they have a finer 


SUPREME PRODUCTS, INC. 


10 


2222 S$. CALUMET AVE., 


“up front” 


product to sell when there’s a Su- 
preme Chuck up front. Tool buyers 
everywhere will do weil to follow the 
leaders and specify Supreme on new 
tools—insist on them for all replace- 
ment use. 

An industrial distributor near you 
can give you the full story on extra 
quality Supreme Brand Chucks. 


} 
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You Said it 


Starts on page 7 








CHICAGO 16, ILL. 


ConrrisuTions to your “Letters to 
the Editor” department are wel 
ome from all readers. Write on any 
we'll publish it and, 
if you do not want to be identified 
you can rest assured that we know 


topic you like; 


hew to keep a secret 

Now’s the time to get that gripe 
ff your chest—now’s also the time 
you should speak up with your ideas 
Let’s have ‘em 

Just send your letter to the 
Eprror, INpustriat. Distrisv tion 
330 West 42nd St., New York 
N.Y 

The Editors 











salesroom floor. It gives no service, 
no credit, no exchanges, no refunds 
and no delivery. What supply house 
could operate if it discontinued any 
two of the above services? 

The National Grange, National 
Farmers Union, General Federation 
of Woman's Clubs, American Fed 
eration of Labor and Congress of 
Industrial Organizations are vocifet 
ous in their demands for abolishing 
Fair ‘Trade. Even organized labor, 
which by its active participation in 
manufacturing should know how 
necessary it 1s for any concern to 
make a profit, has joined the hue 
und cry for the repeal of this act 
Ironically enough, in some instances, 
labor has tried to set up stores of 
its own on a cut-rate basis but gave 
them up as impractical. 

This is a rather long preamble 
to my thoughts, but I felt some 
background matter was necessary to 
clarify a point I'd like to bring up 
l'o make any kind of profit margin 
scheme work, there must be, first 
a desire by the distributor to secure 
i fair margin of profit. The manu 
facturer must be willing to do his 
part by his selection of reputable 
outlets and a published selling policy 
to which he will adhere 

We, as a nation, are made up of 
individuals who hate to be told by 
iw what we have to do. Witness the 


on page |4 


Continued 









Metal Sawing ig of many types Engineered to your jobs by a MARVEL Sawing 


we Engineer, a MARVEL Saw is certain to lower your 
Requiring, for efficiency, sawing machines of varying characteristics, sawing costs (both blade cost and cost per piece); 
capacities, feed pressures, speeds . . . even different blade actions to cut-off more accurately (both in length and 
The complete MARVEL Line comprises various basic types of metal squareness) and to out-produce any other sawing 
sawing machines to meet the requirements of all shops. machine of comparable specifications 


PRODUCTION HACK SAWS 
TYPE | CAPACITY| MODEL GENERAL APPLICATION 


% - These machines embody all of the modern design features of 
HACK SAW 6" x6 No. 6 fine machine tools. They are recommended for constant 
heavy duty service, cutting all types of machinable metals 


gle Cut 10” x 10”| Ne. 9 They should be selected whenever the work demands speed, 

























Be 
‘ 





















accuracy, and stamina 


















- ‘ 6A These automatic MARVEL saws use the No. 6 and No. 9 
HACK SAW 6" x 6" |No. as a basic unit, but are modified to include an automatic 
Automatic mechanical bar feeding mechanism. Their purpose is to 
Bar Feed 10” x 10” pie 9A automatically ‘“‘cut-up"’ long bars into multiple short length 



















pieces without constant attention of an operator 









The No. 9A3 machine combines full automatic operation 







and manually controlled power bar feed, the latter for lengths 


HACK SAW ° | 
Dual Bor Feed 10” x 10” INe.9A3 


—___——_—_ 


beyond practicability of full automatic operation. 










These big saws are proof that the hack saw method is the most 
” ” 
= — 18 x 18 No. 18 practical for cutting off big pieces of the toughest steels. Low 
ydraulic 
Roll — 24” x 24"| Neo. 24 accuracy and cutting speed make these machines an ideal 
gie Cut ¥ tool for the steel mill, warehouse and forge shop. 














investment, economical operating and maintenance cost, 













HACK SAW The No. 18-B is a special structural saw, primarily designed 


Power Work |18” x 18”"|Ne.18B/ to obtain accuracy to such a degree in cutting structural 
Handling Type shapes that subsequent face milling is not required 


—— 
GENERAL PURPOSE HACK SAWS 
TYPE CAPACITY | MODEL | This saw is fast, accurate, yet moderately priced. For inter- 


mittent service, to cut off all types and shapes of machineable 


HACK SAW 6"x 6" |Ne. 4B metal. Recommended for use in the tool room, maintenance 




























































Single Cut department, and machine shop 
U HACK SAW 4°54" |Me.1 The most popular mec hanical saws on the market for occasion 
Single al cut-off work. Sturdily built, easy to operate, low in price, 
Dry Cut 6" x 6" Ne. 2 | they are ideal for the small shop where speed is not essential 
4 Ay TYPE CAPACITY | MODEL The MARVEL No. 8 Band Saw is designed primarily for 
universal work. It will trim, miter, notch and cut-off bar 











stock, pipe, structural sections, mouldings and tubing. No 


oe 18" x 18"| Ne. 8 | other saw of any type is capable of handling the wide range 






of unusual cutting jobs possible on this very versatile machine 





























The original composite blade with a fast-cutting, long-lasting high speed steel cutting 






COMPOSITE edge integrally welded to a tough, non-breakable alloy steel body. These superior 
blades improve the efficiency of ANY hack aaw machine because they will with 
UNBREAKABLE stand heavier feed pressure, higher tension, and faster speeds. A type and size for 






every hack saw, for every machineable material 


HOLE SAWS —High-Speed-Edge 



















Permit sawing-out of large holes (to 4'4 * dia.) in steel plate ‘to 14 * thickness) with 

EAVY DUTY FOR amall capacity machine tools and portable tools, Heavy duty arbors and | -piecs 
H floating, self-aligning, High-Speed-Edge saws. This new type hole saw, developed by 
MACHINE TOOLS MARVEL. provides a fast, low-cost method for making large holes, an operation 





previously requiring much machining or large equipment 


BAND SAW BLADES 


Through exhaustive testa MAKVEL has determined the type of set —raker or wavy 


















WELDED To SIZE best suited for all-around cutting on every etandard make and model metal band 
saw These exactly suited blades come welded to maze, ready for use, and individually 
INDIVIDUALLY PACKAGED caw, The 














Write for Catalog 


ARMSTRONG-BLUM MFG. CO. 


5700 West Bloomingdale Avenue « Chicago 39, U.S.A. 
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See your nearest distributor about new sales opportunities with PLIOBOND, today! 


Braun-Knecht-Heimann Co. Wilsolite Corp. 
1400 Véth Sr. 1827 Niegora St. 


San Francisco, Calif. Buffalo 7, N. ¥. 


YG 





A A AA _™ Co. 


537 Johnson Ave. 
Brooklyn 37, N. Y. 





Campbell Industries 
Box 275 
Malomet, Ill. 

& 
856 West 69th St. 
Chicago 21, tl. 


Polymer Southern, Inc. 
P.O. Box 2184 
Greenville, S. C. 


Acorn Adhesives Co., Inc. Industrial Chemical Specialties Co. W. J. Ruscoe Co. 
678 Clover St. Box 456 483 Kenmore Bivd. 
Los Angeles, Calif. Baytown, Texos Akron 1, Ohio 


10 ADDITIONAL POINTS OF HELP 


for you in selling 


Add PLIOBOND—the adhesive that “bonds anything to anything’’—to your 
line and you'll find all kinds of help in selling it. 

First is the versatility, simplicity of use and durability of PLIOBOND. Second 
is its excellent reputation — established in over ten years of successful 
industrial use. Third is the national television, magazine and trade journal 
advertising that makes PLIOBOND known to virtually every one you con- 
tact. Fourth is the many sales aids—booklets, bulletins, reprints, etc.—to 
help you sell. And last, but furthest from least, is the network of factory 
distributors to service your needs. 


These factory distributors are long experienced in the sale of PLIOBOND 

to industry. They can be of much help to you—can point up and help you 

capitalize on the many opportunities to sell PLIOBOND. 

And they can fill your orders promptly from ample 

stocks of PLIOBOND in half-pint to 50-gallon con- ilee:\ 

tainers. Why not contact the nearest one today? Or CHE CAL 

write to: Fy 
GOOD, YEAR 


Goodyear, Chemical Division, Akron 16, Ohio 
DIVISION 


Pitebens—T M. The Goodyear Tire @ Rubber Company, Atros. Ohio 
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MAINTENANCE-FREE OPERATION 





“CM-Alloy” FLEXIBLE LINK CHAIN 










DISTRIBUTORS: 
Look what Lodestar does for you! 










LIGHT WEIGHT 
% ton model weighs 
only 51 pounds. 











Fill a big variety of orders from a flexible stock of hoists 


j 









Interchangeable suspensions separately pockaged 


and simplified voltage conversion moke this possible 






All Lodestor suspensions (swivel or rigid hooks and lugs, 










and adapters) are interchangeable on all models and 






SELF-ADJUSTING HEAVY DUTY BRAKE they ore pockaged seporately. All 3 phase models 


ore factory wired for 220 and 440 volts. This advance 
plonning enables you to supply any combination <' 









OVERLOAD PROTECTION 












hoist, suspension and current your customer orders 






FULLY ENCLOSED COMPONENTS 










Suspensions ore installed and voltages converted, if nex 





essory, in minutes without special skills or knowledge 


SEALED-IN LIFETIME LUBRICATION 











ADJUSTABLE SAFETY LIMITS 





Look what Lodestar does for your customers / 


4. Operates without costly maintenance or interruptions in 
















LOWEST HEADROOM 


PUSH BUTTON 
CONTROL 









work schedules... 2. Brings your customer all the advantages 
of push button control and “CM-Alloy” flexible link choin 
in @ small rugged electric hoist 3. Has o self-odjusting 










heavy duty broke, overlood protection, seoled-in lifetime 






lubricetion, fully enclosed components, adjustable safety 
limits, lowest headroom and many other feotures 










CHISHOLM-MOORE HOIST DIVISION 
Columbus McKinnon Chain Corporetion 







CAPACITIES from % to 1 ton. 
Single and 3 phase. 


$149.50 and up 








Tonewonda, New York 
REGIONAL OFFICES: NEW YORK « CHICAGO « CLEVELAND 
In Conede MecKinnen Columbus Chein ltd. $1 Cotherines, Ont 


lodestor® 






WRITE FOR COMPLETE DETAILS HOISTS AND CHAIN 
ABOUT THE NEW AND UNUSUAL LODESTAR 
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The Little Professor says... 


KEEP CLOSE PERSONAL 
CONTACT FOR BEST RESULTS 


Every good industrial salesman seeks to know all there is to know about 
his customer’s needs. He looks for new features of the products he sells 
to know where his products fit his customer’s needs. 


These Little Professor quizzes appear regu- 
larly in leading industrial publications 


Ask us how the Little Professor and Dur- 
kee-Atwood “Super Service” can work 
for you ... Find out today how the Little Pro- 
fessor can supply you with new and important 
ways to increase your success with Durkee- 
Atwood products and Durkee-Atwood “Super 
Service."Write Dept. ID-8 
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The high quality of the D.A. 
V-belt construction is easily dem- 
onstrable by a good distributor— 
but the “‘Super Service”’ features 
of Durkee-Atwood offers closest 
cooperation between distributor 
and manufacturer. 


A NATURAL COMBINATION 


When a good distributor knows 
the technical wants of his cus- 
tomers and knows that answers 
can be supplied quickly and satis- 
factorily by a D.A. engineer, 
they get together and lasso the 
order. Durkee-Atwood “Super 
Service” has made technical men 
available to all D.A. distributors. 
There is much more to D.A. 
“Super Service,”’ too. 


Why not write us for 
the complete story? 





| 





You Said it 


Starts on page 7 





frantic efforts of some people to have 
a traffic ticket fixed or the constant 
comment, “I can get it wholesale,” 
or, in the national scene, the cheat- 
ing and lying to get out of paying 
a few paltry dollars to the Govern- 
ment. So the problem, as | see it, 
is not a better free trade law for 
our supply trade, but an educational 
program that will convince every 
body in it that if he, for one, allows 
his line or lines to become a football 
that is kicked around, it will cause 
all to lose interest in it. 

he industrial supply house must 
be made to see its ultimate end is 
in bankruptcy if it does not main 
tain its proper profit margin. Two 
things will contribute heavily to this 
downfall 


1. If the house continues to cut 
its profit, the manufacturer 
who is price conscious (compe 
titively, that is) at all times will 
see a chance to curtail his dis 

lower the resale 


counts and 


price himself 


If the figures of cost of doing 
business are right, then the 
distributor's cost will overcome 
his profit and he is doomed. 
Practically every article that has 
been written about Fair Trade duti 
fully gives the pros and cons as told 
to each writer. But, to the experi 
enced industrial supply man some 
of them sound “kinda” silly. They 
leave the reader to judge for himself 
and, in most cases, the thing that 
sways his thought, is that particular 
argument which sounds best to him 
be it either pro or con. On top of 
that he may be for it one day and 
against it the next 
If you are planning an article on 
Fair Trade, there are two things I'd 
suggest. First that you prepare a com 
plete definition of Fair Trade, be 
cause very few people know what 
kind of a law it is. Then have a con 
test for the letter giving the best 
solution to the problem of how to 
Continued on page 18 





haves wil We mean by a 
COMPLETE LINE 


Our new catalog of Standard Threaded Products 
lists over 4000 items carried in stock to be shipped 
out to you within 24 hours— often sooner! 


FOR ANY PURPOSE 


IN ANY SIZE oy | 
D £ wh if 
Im AMY QUANTITY Lolli 4 


Our maintaining such large stocks of all 4000 items 
means lower costs to you because no large inventories 
are needed, service is faster. Our better methods of 
manufacture produce a higher quality product. Good 
reasons why so many industrial users in the last 83 
years have come to specify “‘Chicago”’ Screws. 

Our merchandising policy is based on complete 
co-operation with the Industrial Supply Distributor. 
Our specially trained sales force operates in conjunc- 
tion with the distributor’s sales organization to 
develop more sales in your territory. Write for details. 


_ 
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The complete Chicago “Safety Pius" line includes in alloy steel: Socket Set Screws « 

Tre CH fae Vere Socket Head Cap Screws © Socket Stripper Bolts © Square Head Dog Point Set 
atte Screws ¢ Socket Pipe Plugs e Fiat Head Socket Cap Screws « Dowel Pins « Hexagon 
Keys and Key Kits . Also Socket Set Screws and Socket Head Cap Screws in 

SCREW COMPANY Keys end 

The complete “Chicago” line of Standard Products includes: Hexagon Head Cap 

Screws in steel---bright and Grade 5, heat treated, also in brass and steiniess ¢ Square 

Head and Headless Set Screws ¢ Taper Pins « Stee! Studs @ Fiat and Fillister Head 

Stee! Cap Screws ¢ Hexagon Nuts in steel, brass and stainless ¢ Castle Nuts, steel. 
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Now. 


for the first time ever... 
Aeroil Products Company is 


offering DISTRIBUTORSHIPS 
to qualified companies! 








j an 
Here's why this can me 


S 
Ve) *4- BUSINESS. 
MORE PROFIT 

to you! 


AEROIL IS AN ESTABLISHED NAME 


and since 1917 has continuously maintained the 
reputation of a “quality product” company. ae = a the 


AEROIL OFFERS PROVEN . . . STANDARDIZED PRODUCTS spade wor, k s 


which are in demand throughout the year by near! 
every phase of manufacturing and service weworied b een d One... 


Now get the facts on 


AEROIL BACKS YOU UP WITH POWER-PACKED PROMOTION how YOU can cash in 


.. write directly to 


that co-ordinates national advertising, ; 
“e TAYLOR CREIGHTON, 


direct-mail campaigns, publicity, catalogs, | : 
specification sheets and many other tested sales-builders. Director of Sales, 


for full information! 


AEROIL WORKS ON A DISTRIBUTOR-FIRST POLICY 


with personalized assistance to meet special local 
conditions including handling only those products 
that fit the customers’ needs in your area. 
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HANDY, PORTABLE. 
BENCH MODEL DIP TANKS 


SPECIAL LARGE 
EQUIPMENT CLEANING 
AND RINSING TANKS 


SMALL PARTS CLEANING 
AND RINSING TANKS 


Widely used by service shops, trans- 


portation companies, fleet 
tors and | industry hn 
ing and ng. 


COMPLETE LINE OF 
COMPOUND POTS 


E heat and 
mol sowes pipe and lec 
pee ms Be ie 
coatings. 


GIANT TANKS 
Built to meet the 
le 


Aeroil Products Company, inc. 


“Quality Guaranteed Products Since 1917” 


69 WESLEY STREET . SOUTH HACKENSACK, NEW JERSEY 
Branch Offices : LOS ANGELES AND CHICAGO 
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HEAVY DUTY AND UTILITY 


MELTING FURNACES 


. Used to melt a 


Complete choice of firing, mount- 
ing and capacities 

wide range of compounds in pipe- 
line construction and servicing. 


TOOL-MASTER ® 
TOOL TRAILERS 


Modern fast-selling ~~ and 
weather proof units that spo- 
cious storage and en Used 


Melting Kettles 

Melting Furnaces and Compound Pots 
Tool Trailers 

Torches and Burners 


Concrete, Tool, Space and Water 


Heaters 


Coating, Cleaning, Finishing Hot Dip 
Tanks 


Roofers and Pavers Accessories 





ron. * w. Wee — Mae. 2. 
For MORE SALES? 
- + +» Maybe you have been overlooking 
potential sales right in your own area. 
Have you checked the possibilities of 
FORT WORTH SCREW CONVEYOR? By 
stocking this profitable line you will 
be in a position to render an 


ADDED SERVICE to your cus- 
tomers... Be it just 


A REPLACEMENT 
PART OR 


A COMPLETE 
INSTALLATION 


The addition 

of FORT WORTH OTHER 
SCREW CONVEYOR to FORT WORTH 
your other products, will give PRODUCTS 
you a well-rounded line to QD SPROCKETS 
service all your customers. QO SHEAVES 
INDUSTRIAL 

Write for Catalog 200 today. FANS 


FORT WORTH ie. 


FORT WORTH, TEXAS 
FORT WORTH a+ CHICAGO + ST. LOUIS + KANSAS CITY + HOUSTON + MEMPHIS 
WAREHOUSES: 7+ ATLANTA + JERSEY CITY + LOS ANGELES + SAN FRANCISCO+ DENVER 
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You Said It 


Starts on page 7 





prevent the profit loss (or cut price, 
if you wish) on sales. 

By giving a positive approach to 
this problem you could do more 
real good than just writing a pro 
vocative article portraying both sides 
which would again result in a stale- 
mate. By asking for a solution rather 
than asking for a yes or no answer, 
I think you will reach the creative 


rather than negative thinker 


\ DisrripuTtor 


Rocuestrer, N.Y. 
Slip-up 

We were pleased to see the article 
on Bearings, Inc., systems (“This 
Distributors Office Talks Common 
Language,’ p. 108) in your June 
issue. 

One major correction — the ma 
chine that punches and reads tape is 
a Flexowriter (rather than “Flexo 
graph”). We're sure this wasn’t in 
tentional, however, it will caus« 


questions. 


HENRY | LINDSAY 
Advertising & Sales Promotion Me 
Commercial Controls Corporation 





Miss Simpson 
tind owt whot Dudley is up to 





‘Y1H1) WRIGHT Safeway Hand Hoists 


peereray Complete Line of 11 Sizes and Capacities to 25 Tons 


SPECIFICATIONS 
Ten Capecity 

Minimum Distence 
between hooks 


SPECIFICATIONS 


‘ — 





Ton Capacity 





Minimum Distence 


























SAFEWAY HOIST 
Ye TO 4 TONS 


SAFEWAY HOIST 
12 TO 16 TONS 





¥ SAFEWAY HOIST 
¥5 TO 10 TONS 





SAFEWAY HOIST 
20 TO 25 TONS 








SPECIFICATIONS 


SPECIFICATIONS Ton Capacity | 12 
—— - - ‘ —— - ; 


——_ 


Minimum Distonce 
between hooks 
Stenderd Lift 


Net Weight Lbs 





Ton Capacity 


Minimum Distance 


between hooks 23% 


17 








use in dusty atmospheres, as in 


e@ When you stock wricuTt All the vulnerable parts of WRIGHT 
cement mills and foundries; cold or 


Safeway Hand Hoists you are ready 
to meet every customer require- 
ment. These sturdy, easy-running 


Safeway Hoists are enclosed in high 
grade steel housings. This sealed 
construction makes them ideal for 


wet exposures, or high temperatures 
in heat treating rooms. 


hoists come in eleven sizes and ca- 
pacities to cover the widest possible 
range of lifting applications. 


WRIGHT Safeway Hoists, now 
completely redesigned, retain their 
simplicity of construction but the 
use of improved materials assures 
the user a hoist with a much longer, 
trouble-free life. 


No expense has been spared to make the 
WRIGHT Safeway Line the best hand hoists you can sell. 
Let us send you Catalog DH-164B. Write our York, Pa., 


office today 





Wright Hoist Division 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 














Confidence in DELTA QUALITY 
for WATERSTON’S, 








Display and demonstration are big factors in Woaterston's power tool soles. Here 
is view of Delta Power Tools which occupy over half of the big 20’x95’ display floor. 


Delto 17” Drill Press at work in Waterston'’s Repoir Service Department. William Chariton, Mochinery Department Manager (right), checks Delto 

Delta Tools used here also serve for customer demonstrotions and to Drill Press with John Weomer, machinery set-up mon. Vito! port of Woter 

educate sclesmen in power too! applications. ston's customer service is complete performonce-check of oll machines 
before delivery 














BUILDS BIG DELTA VOLUME 


“Home of Good Tools,” Detroit, Michigan 


Mr. Robert J. Hauswirth, Waterston’s General Manager, says: “Selling Delta Tools, quite frankly, 
‘ is made easy by the quality that the name Delta has stood for from its very beginning. It has been 
my experience that any item in which our salesmen really have confidence, actually sells itself. I 
think that is the main reason, above all others, for our success with Delta Tools for more than 
twenty-five years.” 
Waterston’s merchandising program is designed to capitalize on the confidence that both customers 
and salesmen have in Delta Quality. 
Mr. Hauswirth sums it up like this: 












vA Training thar selle: 


‘‘When a product is really good, the more you know 
about it, the more confidence you have in it. Our sales 
training program is designed to give our men an appre- 
ciation of the selling points Delta offers the customer 
over competitive brands . . . things like preloaded ball 
bearings, diamond bored seats, dynamically and stati- 
cally balanced pulleys, and many other exclusive Delta 
Power Tool features.” 


20Display that sells: 


Mr. Hauswirth says, “We display all Delta Tools and 
accessories for both the woodworking and metalworking 
industries on our 20 x 95 foot display sales floor. We 
have distinct divisions between metalworking and 
woodworking tools to make it easier for customers to 
see and sell themselves on the tools best for them.” 

















Robert J. Hauswirth, General Manoger, says thot the quolity for which the 
Delta nome stands is foundation of Waterston'’s outstanding sales success 
with Delta Tools. 








3 Cervice that sells: 


“In our service department we stock all parts for Delta 
machines, and maintain a complete service station for 
, repair of units that are beyond the normal ‘on the job’ 
service call. We use many Delta machines in our service 
shop and have them available for demonstrations under 
power. This has closed many of our sales. The service 
shop has also been valuable in training salesmen in the 









4 Proper Installation keeps them sole: 


“Lastly—and of very great importance,’ says Mr. 
Hauswirth, “is the service we give customers in the 
proper installation of the Delta Tools they buy. We 
completely set up and check all machines before they 
are delivered. We make sure that they are properly 
adjusted and ready to give the years of service that the 
customer has a right to expect from a Delta product.” 


countless uses for Delta Power Tools.” 










The sales policy that has built Waterston’s outstanding success is based on a very sound 
fundamental—Customer Service. Waterston’s—and many other successful Industrial Dis- 
tributors—have proved through the years that when Delta Quality is backed by customer 
service of equally high quality, the result is bound to be ever larger Delta sales. Delta Power 
Tool Division, Rockwell Mfg. Company, 634-H N. Lexington Ave., Pittsburgh 8, Pa. 


DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 
DELTA QUALITY MAKES THE DIFFERENCE 









Tiger Brand is the 


Architects 

Shaw Metz & Dolio 
General Contractor 

Herlihy Mid-Continent Company 
Sub contractor 

(Erection of cable assemblies) 


Rippel Architectural Metals, Inc 














beeeei 

















LAA. 


Peekaboo Wall. In Chicago's newest parking garage, the architects 


wanted a wall material that was both beautiful and functional, one that 
would stay that way for years without maintenance. They took off into the 
blue and designed themselves a unique wall of strand—Tiger Brand Stainless 
Steel Strand. This stainless steel strand makes a striking appearance, re 
sists torsion, and was easy to install. American Quality Springs provide 
the tension (1,000 pounds) to keep the strand taut and straight 
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RIGHT Rope , | 


_ for these jobs... 


Pre-fab Steeple. 


It would have been costly and time con- 
suming to erect this steeple piece by 
piece at the site. So it was pre-assembled, 
then lifted into place with a mobile crane. 
This was no easy lift—if you doubt it, try 
dangling a 5-ton church steeple on the 
end of a 100-ft. boom sometime and see 
how it acts. In this case, the operator 
made the lift quickly and with no trouble. 
He could count on the strength of a %” 
Tiger Brand Hoisting Rope for safety. 
The smooth spooling of this rope helped 
him maneuver the spire into position. 





A 

7 

; 
Ja ? 
uf 
; 

; 

‘ 
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Hundreds of combinations of strengths, 
sizes, constructions, lays, and steels are 
available in the complete line of Tiger 
Brand Wire Ropes. As a result, you can 
get a Tiger Brand Rope to suit every 
lifting job you will ever encounter. And 
you can depend on its performance 
Tiger Brand has proved in actual service 
that it lasts long. Get in touch with your 
local Tiger Brand Distributor next time 
you need dependable wire rope. 


AMERICAN STEEL & WIRE 
UeeeD STATES STEDL, GaNERAL OFFICES: CLEVELAND, OOO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & (ROW DIVISION, FAIRFIELD, ALA. SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
Facally Cefmad 
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“WE’VE EXPERIENCED 
V-BELT VOLUME SINCE 


}. S. Kiloh, Vice-Pres. and Gen. Mar,, and R. Posey, Vice-Pres. 

ind Treas., Power Transmission Equipment Company, hear 

Ken Harvey, Dayton Regional Sales Maer., explain the effec- . 

tiveness of the “Red Box” Sales Analyzer, which is one of PH QWER Transm: $s! 

the many ways Dayton helps distributors build sales. Besides BSION EQuIPmenT co 
njoying the advantages of selling the complete line of top- 

juality Dayton V-Belts, Cog-Belts* and Sheaves, they benefit 

by Dayton’s sales-building advertising and promotion support 

that are integrated with an aggressive Preventive Maintenance 


and Plant Survey Program 


From this modern building, Power Transmission Equipment Co 


fulfils the industrial needs of their customers promptly and 
epted Dayton V-Belrt line 


accu 


rately with the highly a 


sales 


Another big asset to distributor salesmen is the factory 
port that Dayton provides right down the line. Typica 
assistance is the discussion 
in background, with Pau! Smith, Order Dept. Mar 

blem for a customer. Miss Carmen Linn 


berween Dayton's Hall Tiner 


solve a technical V-Belt pre 
seated at the filing cabinet, rec 
V-Belets. Claude Dapra, Purchasing Agent, left, and Frank 
f Dayton V-Bele catalogs while filling cus 


rds the sale and delivery of Dayton 
Satchell, 


right, make good use 


tomers’ V-Belr ne s over the telephone 


AU 





TREMENDOUS GROWTH IN OUR 
SWITCHING TO DAYTON,”’ 


say Joseph (Joe) Kiloh and Ralph Posey, co-owners, 
Power Transmission Eqpt. Co., South Gate, California. 


It's phenomenal the way our V-drive business has grown 
since we took on the Dayton line 

“To begin with, it's a complete line that gives us a 
single source to meet all the needs of our customers. And 
the Dayton Cog-Belt there's a V-Belt! Over 50% of our 
V-drive business is now in the Dayton Cog. Our customers 
say there’s nothing like it and we're inclined to agree 

“As much as we like the Dayton line, we like the 
Dayron franchise equally well. We know that with Dayton’s 


Hall Tiner, Dayton, left, and H. J. McComb, P.T.E.’s P.TI 
such as sprockets, sheaves, etc. for emergency service to their « 
Tiner, Dayton, left center, discusses the advantages of the Dayton Cog-Belt 
with Claude Dapra. Operating the machines from left tw right are: E. J 
Darcy, A. Schaffner, L. Spann and C. Ulich 


Sales Mer., make a coordinated sales call at Ferro 
Corporation, Maywood, Calif. They are inspecting 
the new Dayton Coe-Belts which resulted in a more 


efhcient drive for this ball mill operation. 


policy of Selective Franchise we'll always be in good com- 
pany and never suffer from over-distribution. That's im- 
portant in any market and particularly so in ours 

“Then, too, Dayton gives us the kind of support that 
counts! Fast, accurate delivery, aggressive sales promotion 
and advertising, coordinated sales calls with our Sales Engi 
neers and help on business-building plant surveys. If it 
sounds like we're happy with the Dayton lin that’s 
absolutely right!” 


s machine shop manufactures special power transmission equipment 


sstome;rs Hall 





© OR. 1955 


GOLDEN JUBILEE 


Dayta 


Dayton Rubber Company, industrial Division, Dept 


YEARS OF PROGRESS 


776, Dayton 1, Ohio « World's Largest Manufacturer of V-Belts 
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Distributors... 


poe oe 3 


eoghama SE Seo wore 


Members of the Norton Distributor Advi- 
sory Council and Norton Executives who 
met at Worcester, May 18 and 19, 1955. 
In the accompanying photograph, members of 
the Norton Distributor Advisory Council are lo- 
cated as follows: (1) Stanley M. Woleben, 
Grinding Supplies & Service Co., Detroit, 
Mich., (2) Robert W. Crawford, Erie Manufac- 
turing & Supply Co., Erie, Pa., (3) William S. 
Roby, Sidney B. Roby Co., Rochester, N. Y., 
(4) Sam D. Conant, Sligo Incorporated, St. 
Louis, Mo., (5) Richard H. Barr, Reilly Bros. & 
Raub, Lancaster, Pa., (6) Ralph M. Johnson, 
Vice President in Charge of Sales, Norton Com- 
sary, (7) W. Harold Mooney, Watkins Inc., 
Vichita, Kansas, (8) 1 Derville, Sr., Gen- 
eral Tool Co., Portland, Oregon, (9) Russell C. 
Duncan, Duncan Co., Minneapolis, Minnesota, 
(10) James A. Vann, Jr., Young & Vann Sup- 
ly Co., Birmingham, Alabama, (11) Warner H. 
Kiefaber, jr , W. H. Kiefaber Co., Dayton, Ohio. 
(Absent when photograph was taken: é 
Donahue, Chandler & Farquhar Co., Inc., 
Boston, Mass; R. E. Kremp, Vonnegut 
Hardware Company, Indianapolis, Indiana.) 
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are important 
in the Norton 


policy - picture 








Distributors are members of the Norton family distributors’ opinions are given careful considera 


in true sense of the term. 

Through the Norton Distributor Advisory Coun- 
cil they aid in the composing of Norton distribu- 
tion policies, by contributing valuable counsel 
gained from their experience and intimate knowl- 
edge of their areas. 

This Council is composed of one top manage- 
ment representative from each of 12 Norton Dis- 
tributor organizations — with proportionate repre- 
sentation to large and small firms and to different 
geographical sections. Membership is rotating. 

At the meetings held regularly in Worcester, cur- 
rent and prospective policies are thoroughly dis- 
cussed and final decisions are made only after 


NORTON 


and its BEHR-MANNING division 


tion. 

Such information has been very helpful in writ 
ing the Norton Distributor Policy that provides 
distributors with every possible business building 
advantage all clearly stated in black and white 
and backed by Council opinion 

Moreover, out of this close cooperation with cis- 
tributors have come many advancements in sales 
methods typical of Norton's continuing program 
to make the world’s largest line of abrasives 
the easiest and most profitable to sell. Norton 
Company, Worcester 6, Mass. Export: Norton 
Behr-Manning Overseas Incorporated, Worcester 


6, Massachusetts. 


Mlaking better products... 
to make your products better 


NORTON COMPANY: Abrasives + Grinding Wheels + Grinding Meochines + Refroctories 


BEHR-MANNING DIVISION 


Cooted Abrosives « Sherpening Stones + Presev 
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ANOTHER PROFIT OPPORTUNITY is offered in Republic Flexible Plastic Pipe 
for lown-sprinkling systems. It is also ideal for farm irrigation, jet pumps, 
livestock watering, golf-course watering systems. Republic Semi-Rigid is 
vsed by utilities as inserts in existing metal service lines. Refiners and 
processors use it for oil-piping systems. Both Flexible and Semi-Rigid re- 
sist most corrosive elements, are non-toxic 


ONE-SOURCE BUTING SAVES MONEY ON CAP SCREWS. Republic's Bolt and 
Nut Division offers you the advontage of buying both heat-treated and 
fine-threaded cop screws in combination with other types of fasteners. 
Sevings are possible becouse you buy in combination carioad lots. One 
order, one shipment covers everything. Sizes up to 14-inch dia. ore avail- 
able from worehouse stocks in Cleveland, O.. Godsden, Alo. and two 
West Coast outlets. 


This factual case history may give you an idea on 
how Republic Cold Drawn Steels and Republic 
Field Service Specialists can be of help to one of 
your Customers. 

The power-takeoff shafts on the self-propelled 


Minneapolis-Moline Harvester carry a heavy load. 


Requirements called for a minimum yield strength 


of 100,000 p.s.i. It was necessary that these shafts 
consistently meet minimum requirements in order 


to eliminate or to minimize failure in service. 


In addition, material that had to be stress re- 


REDUCE YOUR HANDLING COSTS, SAVE SPACE with Republic's complete line 
of Materials Hondling Equipment. It fits in with whatever type of system 
you use. Boxes, Skids and Pallets keep materials moving, stack readily, 
save floor space. Pallet Rocks permit palletizing of bulky, odd-lot, fragile 
materials. You load or unload from either side without restocking. Wedge 
Lock Stee! Shelving supports tremendous loads with no sway, sog or 
buckling. 
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lieved, straightened and precision ground was 
expensive. 

Republic's Field Service Specialists were invited 
to work on this problem with Minneapolis-Moline 
Engineers. The solution was a switch to Republic 
C-1050 Cold Drawn Steel. 

Now, the company is getting the proper physicals 
needed to do the job. And, costs have been reduced 
approximately 35 to 40% since the switch to Repub- 
lic C-1050 Cold Drawn. They buy the shafting in 
four-foot lengths. The only finishing operations 
necessary are threading the ends, key seating the 
shaft and centerless grinding the bearing areas to 


close tolerances. 


REPUBLIC 
STEEL 
Urls Wee Range 
of Stiwelard, Stools andl, Stool Procleist 
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This cutaway view of the 
Minneapolis- Moline Harvester 
shows the power-takeoff 
shafts made from Republic 
Cold Drown Steel 





Naturally, not all cold finished steel requirements 
are the same. To help you meet the varied require- 
ments of all your customers, Republic produces cold 
finished bars in all standard and special carbon, 


alloy and stainless analyses. 


Republic also provides a full-time field service 
staffed by expert metallurgists and machining spe- 
cialists. These men are available to visit your cus- 
tomers’ plants, work with their staffs on solving 
cost and production problems. There is no charge 


to you or your customers for this service. 


Mail the coupon for more facts on Republic Cold 
Drawn Steels and the other profitable Republic 


products described on these pages. 


REPUBLIC STEEL CORPORATION 
3156 East 45th Street 

Cleveland 27, Ohic 

Please send more information on 


0 Cold Drawn Steels 


DC Plastic Pipe C Cap Screws 


2 Materials Handling Equipment (© Boxes, Skids © Shelving 
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P&H Zip-Lift 
Pushbutton Contro/ 





Preteen advanced, competitive, 

4 — that’s the description of the P&H 
Hoist line. Now, with the new P&H Zip- 
Lift Special you can sell on a price basis 
— and give your customers P&H quality, 





too. 


Just think of the job you can do with 
the price structure on the opposite page! 
You can actually sell these electric, wire 
rope, fully-automatic hoists at less than 
electric chain hoist prices! 





Every rope control Zip-Lift Special has 
two disc brakes. Every one is equipped 


HARNISCHFEGER 


Pe, ae 
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P&H Hand P&H Jid Cranes 


Chain Housts 





“Ga 





Leeres Newel Now you can sell the new 


phi Zip-Lift Special wire rope hoist 
at electric chain hoist prices! 


with ten feet of lift. Lifts of 14, 18, and 
20° supplied at slightly higher cost. 

Be the first to get on the hall with 
this new money-maker. Get your first 
order in stock by using the coupon 
below. P&H Hoist Division, Harnisch- 
feger Corporation, 4683 West National 
Avenue, Milwaukee 46, Wisconsin. 


P&H Hoist Division 


Harnischfeger Corporation 
466) West Notional Avenue, Milwovkee 46. Wisconsin 


Gentlemen: The new P&H Zip-Lift Special sounds 
like a hot seller. Serpd me my first order, as follows: 


Capacity Number Ordered 
2Ohe.i: A wMerS'ii 3S we ; 
1000 Ibs. nae 
2000 Ibs. 
Name mane . eS 
Company 
City 








eneaneneenee TEAR OUT COUPON AND MAIL TODAY! eaeeeeeee 





































CUSHMAN chucks 


give -api i” 


CHUCK-ABILITY: The ability to SPEED your work 
. . . EUMINATE fatigue . . . IMPROVE your products 
..- and REDUCE your costs . . .through design 
and selection of the right work-holding devices. 


Ven, 


ideal for precision bar work. 


Quick, simple, minute adjustment. 


Repeats within .0005” or better T.1.R. 


Because of extreme accuracy and 
jaw capacity, one Accra-Set* Chuck 
can replace even the most accurate 
collet chuck and its range of collets. 


* Patent applied fer. 


Available with 3 or 6 jaws in 6”, 72” and 9” sizes. 
Adapter plates required for mounting. 


THE CUSHMAN CHUCK COMPANY 


Hartford 2, Connecticut 
a wortd standard for precision 


CUSHMAN 


CHUCKMAN 
se ee ee eee SEE YOUR INDUSTRIAL DISTRIBUTOR 
Visit vs of 
BOOTH NO. 419 
Production Engineering Show 
Navy Pier, Chicego—Sept. 6-17 





long 4° taper on the 3%” chisel end of 
Warren Tool’s ALL NEW 46-H.Q. Ripping 
Bar get better leverage in hard-to-reach 
places where other bars have trouble. This 
modern design takes the strain off the user 
and puts it where it belongs—on a rugged 
tool made to take a beating. 

The clean, smooth forging defies com 
parison. Careful buyers stock Warren-Teed 


tools with confidence, sell them with ease. 


WAR EED 


trade mark 


WARREN TOOL CORPORATION 


Manufacturers of Werven Teed and Devil reiiwey track tools 
General Offices Warren, Obie 


Expert Divisios . 20 Cherch St., New York 7, N. Y. 


REASONS WHY BUYERS CHOOSE THE ALL NEW 
WARREN-TEED RIPPING BAR 


The 90° angle on the claw end and a 


( 
46-H. a. RIPPING BAR Superior Forging (no rough 
edges)—end-to-end uniformity and balance—accurately 
ground, heat-treated edges—tough, enameled, eye-catching 
Balboa Blue 


Order the 46-H. Q. 
in this Popular Size: 
™%” x 18°—DECIMAL PACKAGING ... 5 to an attractive, 


easy-to-stock Flanders Blue carton. 


45-H.Q. 
WRECKING BAR 


LENGTH “1 16” | 24” | 30” | 36” | 36” 
STOCK SIZE ~ me” 1%" | %" 1 Hh” 


Write for New Catalog 
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The “WU. S.” V-Belt 
line is 


* Nationwide chain of warehouses provides com- 
plete stocks 


* Engineering service from field and factory engineers 
* Catalogs, mail pieces and other sales aids 
* Nationally advertised 


U. S. Rainbow® V-Belts are built to perform—and 
bring you, the distributor, repeat business. First, they 
have the Equa-Tensil Cord Section—the exclusive 
United States Rubber Company development in which 
all cords are scientifically placed to insure that each 
pulls its full share of the load. That’s why U.S. Rainbow 
gives split-second complete power response—an unbeat- 
able selling point in V-Belts. 


But that isn’t all. Here are other customer advantages: 


(1) U. S. Rainbow V-Belts keep cool under constant 
stretch and return—the top rubber cushion is in 
proper engineering balance with the lower cushion. 

(2) Straight sidewalls grip the grooves the full height 
of the belt, providing the complete contact which 
increases pulling power and eliminates slippage. 

(3) Inherent stretch is worked out beforehand in the 
factory, yet enough elasticity is retained to enable 
the V-Belt to take the heaviest shock loads. 

(4) U. S. Rainbow Belts are available for special con- 
ditions, such as handling oil, heat, static and 
overloading. 


The “U. S.”” V-Belt Line is complete, including sheaves. 
Everything adds up to the fact that you never need lose 


COMPLETE 





Top rubber cushion in closely engi- 
neered balance with the lower section 
..-l0 keep cool under constant stretch 
and return. 


Equa-Tensil Cord Section— 
all cords scientifically placed, 
each pulling its share of the load. 


A sturdy level cushion for the 
Equa-Tensil Cord Section provides 
structural firmness for V-grooves and 


over the flat pulley of V-to-flat drives. 








A COMPLETE DRIVE SERVICE 
MULTIPLE V-BELTS + F.H.P. V-BELTS + SHEAVES 
FLAT BELTS AND BELTING - SPECIAL PURPOSE BELTS 

PowsenGrir TIMING” BELTS AND SHEAVES 





a sale when you carry U. S. Rainbow. You also get 
“U. S.” engineering help and sales aids—while your 
customers get product performance and satisfaction. 
A nationwide chain of warehouses backs up your local 
stock to assure prompt service. Investigate the “U.S.” 
line today by contacting any of our 27 District Sales 
Offices or write address below. 


“U.S.” Research perfects it ...“U. 8.” Production builds it ...U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION 


* ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hese « Belting + Expansion Joints + Rubber-to-metal Products « Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels « Packings + Tapes 
Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings « Conductive Rubber + Adhesives « Roll Coverings « Mats and Matting 
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VALVE FACE GRINDING MACHINES VALVE SEAT GRINDER SETS ELECTRIC DRILLS 





PORTABLE POLISHERS 


PORTABLE 


FLEXIBLE SHAFTS SANDERS 





BENCH GRINDERS 








Sioux SEE YOUR 
ALL THE WAY SIOUX 
THROUGH! DISTRIBUTOR 




















ELECTRIC 
IMPACT ELECTRIC 
WRENCHES SAWS FLAT SANDERS 


ALBERTSON AND COMPANY, INC. + Sioux City, lowa, U.S.A. 
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Giving Morse-Franchised Distributors 
the Most Complete Line of Cutting 
Tools ever offered under one name! 





Now, nobody but nobody has a cutting tool line to match Morse in 
completeness .. . in productive capacity . . . in distribution in 
engineering service . . . and in the ability to recommend without bias 
the best cutting tool for every job in every plant . . . regardless of too 
requirement! ! 

This complete new line of Morse Tungsten Carbide Tools both 
tipped and solid . . . conforms to Morse standards of quality and 
precision and is backed by years of experience in carbide-tool manu 
facturing. And this line gives Morse-Franchised Distributors the 
greatest advantage in the whole field of industrial distribution a 
single-package deal that includes everything they or their customers 
could ask for! 


MORSE TWIST DRILL & MACHINE CO., New Bedford, Mass. 


Warehouses in New York, Detroit, Chicago, Dallas, San Francisco . . . all linked together 
by a complete teletype ond telegraph network that means better, foster service to all 
Morse-Franchised Distributors and their customers 
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One complete tool 

line carbon, high 
speed cobalt and nou 
tungsten carbide, too, both 


tipped and solid 


_ Morse 
Now Dropriboufors si eeagi So 


bjsed governed by Morse Quality 


can Cm One Qe! 


One complete tool line sold 


under the Morse Code. 
Morse Franchise and 
Morse Distributor’'s In 


entory Protection Policy 


€ 
One complete tool line sold 
by no one but Morse 


Franchised Distributors 


(7918 
“THE MOST’ een 


thn Listt1bitror : ie 
fT 0¢eCHhION lie 
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Were putting our “KNOWS” in your business 


A special department at Allen 
produces better packages for you 


The packaging people at Allen 
have found a good many ways to 
make Allen packages more useful 
to you 

Allen 2-piece boxes are labeled 
with covers inverted —when you 
pick up a box of Allen Screws, the 
bottom can't drop out 

Stacking dowel pin boxes in the 
smaller sizes has always been a real 
problem. Allen now packs them in 


special one-piece boxes that stack 


easily on your shelves without top- 
pling. 

Allen labels are big and clear 
tell the contents story at a glance 
Different colors spot the different 
Allen products for you —and red 
letters and figures signal unusual 
sizes and characteristics. 

These “little” points save you a 
good deal of annoyance and lost 
time ...add up to big satisfaction 
for you and your customers 





FOR 
MORE INFORMATION 
wrRite Tro 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 








POWELL VALVES...THE COMPLETE @ : Y NE... POWELL VALVES 


POWELL 


BRONZE 
VALWES 


FIG. 2608 — Bronze “White 
Star” Full Flow Globe Vaive 
for 200 Pounds W.P. 
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” : FIG. 375 — Bronze “White 
Star” Gate Valve for 200 
Pounds W.S.P. 


ro 


FIG. 150 — Bronze “Union” FIG. 560 — Bronze Regrindable 


Vulcanized Composition Disc Horizontal Swing Check 
Globe Valve for 150 Pounds W.S. P. Valve for 200 Pounds W.S.P. 
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THE 


POWELL VALVES...THE COMPLETE QUALITY LINE...POWELL VALVES 


Consult your Powell Valve distributor. If none is near you, 
we'll be pleased to tell you about our complete line, and help 
solve any flow control problem you may have. Write 


Just name the bronze valve you need—Powell has it! For 
Powell probably makes more kinds of valves and has solved 
more valve problems than any other organization in the world. 


Shown above are just a few Powell Bronze Valves. Investi- 


gate their many outstanding features...and the complete line The Wm. Powell Company, 199" 
of quality valves...in bronze, iron, steel and alloys... that Cincinnati 22, Ohio year 
have a proven record of long life and dependable service. 


PS. This is just one of many ads appearing im feadimg magayinse that hal you sell POWELL VALVES! 











NICHOLSON FOUNDRY FILE— 


Helps give YOU SATISFIED CUSTOMERS 
on TOUGH FILING JOBS 


The alert Industrial Salesman looks for way* to save his eystomers money and increase their 
plant efficiency He can do this through thorough knowledge of his product. For example, he 
can show pure i production men how the Nicholson Foundry file is designed to wor 
faster and outlas files on extra-heavy-duty jobs. It has extremely strong teeth for 
snagging foundry castings, and to take the punishment of sprues- fins, knobs and other hard 
and abrasive projections. 

The Foundry file is of Nicholson Special P se files, each of which is 
ar job § 11, You can save }¥ “us rs time and 


designed to do a particul 
> for Brass, #0": Aluminum, 


money by telling them about oth ic “sper jalists 
Stainless Steel, Die Making. Lathe rved and Sheat Tooth filing. and Swiss Pattern 
files of all type* and sizes. Watch for other advertisements in this series OF these files and 


their advantages to your customers. 


FLAT AND 


HALF ROUND 
shapes are regularly made. 
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unswervi 
file developme! 
assured with Nicholson 


EVERY DOZEN. For 91 years Nicholson has placed 
quality control and continuous 
faction is 


materials, careful 
customers 


ial requi 


salts 


quality 
Your 


industr rements. 


_ prowipence ts & —_ 
Port 


Hope. Ontare! 
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Sell DIAMOND (From stocx) for drives like these 


One Shaft to Another 
Both Revolve Same Direction 


One Shaft to Another 
Shafts Operate in Opposite Directions 


AlWays 
PRELOADED 


For Many, Many 
years, Diamond Chain 
has been Preloaded 
ofter Ossembly for the 
Purpose of bringin 

Pin-bushing Seatin - 

into Stabilized ian 

Nonship Prior to field 

'stallation. 


High Speed Motor Drive 


One Shaft to Several 


Always Economical, and Constant 


Not only flexible in application, but economical as weil, 
Diamond Roller Chains maintain constant speed ratio 
and high (98-99%) efficiency. 

Drive requirements can be met quickly because of the 
greatly increased range of STOCK Chains and Sprockets 
now available. 

Whether the drive center distances are short or long; 
speeds high, low, or medium; Diamond Roller Chains 
will do the job. And power transfer, in large or small 
amounts, presents no problem. New Catalog 754 cover- 
ing stock Chains and Sprockets will help you to correct 


selection. 


Speed Ratio 


DIAMOND CHAIN COMPANY, Inc. 
Where High Quality is Traditional 
Dept. 480, 402 Kentucky Ave., indi polis 7, indi 


The user of Diamond Roller Chains and Sprockets is as near to your 
stock as his telephone. Diamond national industrial advertisements 
include this messoge — “See the classified section of your local 
telephone directory for the oddress of your Diamond distributor.” 


The Roller Chain 


44 DIAMOND 
TRADE <> MARK 
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They never miss 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe—Fast, Dependable Service 


OVER 400 LEADING 
DISTRIBUTORS CARRY J&L PIPE 
LET THEM SERVE YOU 


Service is sure-fire when you make a 
J&L distributor your source of standard 
Steel pipe. 

First, you get superior pipe. J&I 
controls the quality of its standard pipe 
all the way from the ore mine through 
the finishing mills 

Second, you get superior service, be- 
cause your J&L distributor is always 
ready with: 

1. Complete stocks near at hand. 

2. The right pipe for every job 

3. Technical service by steel pipe 
specialists 

Get your J&L distributor on the line 
today! 


STEEL CORPORATION — Pittsburgh 
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Ride it up with 


the $16,000,000,000 iG, 


Figure the amount of fastenings required for 16 billion dollars worth 
of buildings (estimated 1955 construction). It's easy to see why 
this big market for P-K Fasteners is growing at a terrific rate. 


For both building products and building construction, the 
simplicity, speed, and strength of P-K products make them first choice for 


fastenings in metal, composition, laminates, plastic. 


One of many big markets for P-K Distributors, it will pay 


off best for those who put more time on the P-K line. 
Certain territories are open for interested Distributors. 


Parker-Kalon Division, General American Transportation Corporation, 
200 Varick Street, New York 14, N. Y. 


a 


y 


yy 


PK) 


PPPPPROIT 


P-K SELF-TAPPING SCREWS 


Widest range of types ond sizes, including Type A, the 
original Sheet Metal Screw ond Hex Heod Type Z for 
structural steel up to Ye" thickness. For fastenings in 
metol, composition, plywood, lominotes, plostic. Popylor 
types ond sizes olso ovoilable in STAINLESS STEEL 
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APPLICATIONS 
like these number 
thousands, and new 
ones develop daily 


Building Products 


Air-Conditioning Units 
Air Diffusers 
Bothroom Fixtures 
Built-in Appliances 
Builders’ Nordwore 
Cobinet Showers 
Combination Screens 
Drapery Hordwore 
Electrica! Panelboords 
Elevotors ond Escolators 
Fans and Blowers 
Heating Systems 
Hospital Equipment 
Intercom Systems 
Jalousies 

Kitchen Units 
Laborotory Equipment 
Lighting Fixtures 
Meta! Windows, Doors 
Movable Partitions 
School Equipment 
Skylights 
Temperoture Controls 
Woter Coolers 











. ae 





oe 








Building Construction 


Ceiling Panels 
Curtain Walls 
Ducts 

Flooring 

Gutters & Drains 
Laminated Ponels 
Roofing & Siding 
Store Fronts 
Structural Framin) 
Weather Stripping 
Ventilating Systems 




















; 


Youre O.K 
with RK. 


00 ) 
P-K SCREWNALS P-K MASONRY NAILS OKK UG 


P.K STAPS 
P K Fasteners with pre-assembled, Neo For roofing, siding, etc —fosten Builder's favorite for fastening 
prene washers. Have mony construction sheet metal to wood with no! sheet metal to masonry. Sim 
uses. Control leaks, prevent squecks, driving speed, but hove over 4 pier to use, cost less thon piuys, 
cushion enamel of other brittle finishes times holding power of noils expansion bolts, etc 
to prevent crocking 
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CARBON DIOXIDE 


46 





WHICH TYPE IS BEST? 


Since different fire hazards require different types of 
fire extinguishers, PYRENE—C-O-TWO manufac- 
tures all types ...the finest and most complete 
line on the market today. 

When handling the well-rounded PYRENE— 
C-O-TWO line, you're in a position to give unbiased 
advice on what is best for the particular fire hazard 
concerned. Aiso, there’s the backing of an expert 


fire protection engineering service to help you serve 
your customers better. To be specific, you become 
an actual part of the foremost, nation-wide field 
organization selling fire fighting equipment. 

Remember .. . handling the top quality, fully 
approved PYRENE-~—C-O-TWO line is now more 
profitable than ever before. Get complete facts 
and see for yourself. 


PYRENE-- C-O-TWO 


NEW JERSEY 


Seles and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 
portable fire extinguishers . . . built-in fire detecting and fire extinguishing systems 


DRY CHEMICAL + VAPORIZING LIQUID 


SODA-ACID + WATER CHEMICAL FOAM 
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Sell them now 
On aca 


This is the season to sell and install 
Spanc CW 


Steel Pipe. Every year more and more 


snow-melting systems with 
of these systems are being installed by 
stores, factories, clubs, restaurants and 
home-owners to eliminate the annual 
snow-removal problem . . . keep sidewalks, 
driveways and shipping platforms open in 
any kind of weather. . . build customer 
goodwill and eliminate accident hazards. 

The potential market for snow-melting 
systems has only been scratched, and you 
can make a large volume of sales by 
starting to contact prospects right now! 
In fact, any industrial or commercial 
establishment with a torn up sidewalk or 


driveway is a top prospect, because half 


the job is already done! 


cw Steel pipe snow-melting system 


MAKE TOP-QUALITY INSTALLATIONS 
WITH SPANG CW STEEL PIPE! 


It's tops for snow-melting, because it is 
manufactured under quality-control condi- 
tions from the skelp to the finished pipe 

. is thoroughly tested and inspected 
before shipping. This careful processing 
makes Spanc CW easy to cut, bend, 
thread and weld, saving you installation 
And Spanc CW quality 


features assure you of a top-quality in- 


time and money 


stallation with years and years of trouble- 


free service. 


GET MORE INFORMATION TODAY! 


Let us send you free copies of “Steel Pipe 
Snow-Melting and Ice-Removal Systems” 


INDUSTRIAL DISTRIBUTION © AUGUST, 1955 


to help you sell your prospects on a new 
Start 
this week. And be sure to specify Spanc 


installation. your sales campaign 


CW Steel Pipe for every installation! 
Your nearby Sranc Distributor will be 


glad to help, too 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Soles Office: Two Goetewoy Center, Pittsburgh, 
Pa. District Soles Offices: Ationte, Boston, Detrolt, Houston, 
Los Angeles, New York, Phiedeiphic, Pittsburgh, & Louis 





Mr. Tooley Says: 


“Only = 
Firth Sterling Gps 
distributors 
Sell this complete & 
packaged line of both * 
Steel and carbide tools & 
and tooling materials.” 


~aity 


Firth Sterling distributor stocks include 
a wide range of standard carbide tools, tips, blanks, 
drills and bushi¢gs; high speed steel toolholder 
bits, polished dfill rod, ground flat stock, shank steel. 


This new steel and Yes, the Firth Sterling packaged line is the most complete line in 

Careree catateg the business. In warehouse stocks or in customers’ too! cribs, the 

is available upon 

request. advantages of proper packaging . . . easier handling, protection of 
contents, quicker identification . . . are important factors. But even 
more importantly, the familiar Firth Sterling packages on distributors’ 

© shelves are a sign of ‘‘one stop” tooling service .. . the wniquve ability 

. Licth Sterling of Firth Sterling distributors to supply both steels and carbides, 

without bias, from a single manufacturing source. 

Firth Sterling backs its distributors with complete finished stocks, 
engineering service, and a sound distributor policy supported by 
effective sales promotion that results in volume and profits. 


a 
ts 





Firth Sterling 


—Inc— 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 


OFFICES AND WAREHOUSES": BIRMINGHAM CHICAGO" CLEVELAND DAYTON DETROIT’ HARTFORD 
HOUSTON LOS ANGELES* WEW YORK PHMADELPHIA PITTSSURGH WASHINGTON WESTFIELD, N.) 
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“Disston helps give us the edge 


on our competition...” 


says William L. Wahl, President of Farquhar Machinery 
Company, Jacksonville, Florida 


‘We find that Disston helps give us theedge on __ service and strong advertising support . . . your 
our competition, just as Disston has the edge _honest distribution policy, and active help 
in fine tools. We like the way you provide us _from your sales force. These advantages enable 
with a single, reliable source of supply for our _—_sus to give outstanding service to our custom- 


cutting-tool needs... your prompt delivery ers—and to increase our sales volume...” 


Single Source of Supply 


Buying quality tools from one source— Disston 
—simplifies ordering, mailing, and accounting 
... Saves time in receiving and handling. And 
the economies of scheduling your salesmen’s 
time with one factory representative are obvi- 
ous. Disston representatives provide expert 
help as well as a broad line of profitable 
industrial tools. 


Strong Advertising Support * 


Hard-hitting advertisements with the theme 
“DISSTON HAS THE EDGE” are reaching buy- 
ing influences in every industry you serve. 
They help “edge-ucate”’ your customers in the 
use of Disston tools. 


Active Sales Assistance » 


A corps of expert sales engineers is on call to 
provide a complete sales training program— 
help your customers with tool applications . . . 
to enlist more good will for you, and help you 
sell more Disston products. 


Prompt Delivery Honest Distribution Policy 
With Disston’s selective distribution policy you receive 


Disston’s fast delivery service speeds to you highly salable products, at prices which allow attractive 
the tools you need, when you need them. Your profits. All consumer orders and inquiries are referred 
customers will appreciate the quick, reliable to you, the distributor—Disston never sells in competi- 
service you can give them. tion with you. 


For information about Disston tools, write to: 
HENRY DISSTON & SONS, INC., 823 Tacony, Philadeiphia 36, Pa., U.S.A. 


Other factories and branches: Toronto, Ont.; Seattle, Wash.; Chicago, Ill. 
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John Bean Core Drill Pumping Unit, Model complete pump assembly to be mounted on one 
435CD, is a highly versatile machine used to flus! skid, greatly facilitating erection, disassembly, and 
diamond core drill cuttings from drill holes. In transportation 

shaley structures, it can immediately be converted Morse Morflex Couplings (shown at right with- 
from mud to cement pumping. Its unique 3-speed out safety covers) are ideally suited for a job such 
transmission enables it to vary discharge capacity us this. They are flexible: are capable of transmit- 
from 11 to 35 GPM, at pressures from 300 to g power smoothly, absorbing variant shock 
700 PSI. ids, and compensating for severe torsional and 


The compact coupling arrangement enables the dimensional misalignment 


Flexible Morse Morflex Couplings meet 
unusual customer service demands 








Check the Advantages of Morse Morflex Couplings solve difficult and 


Dealing with Morse: delicate problems of power transmission 
Morse Morflex Couplings can answer many of your customers’ 


M Complete line of products requirements for power transmission equipment. These precision 


built couplings ure only one product in a complete line of power 
i” Wide range of stock sizes transmission equipment handled by Morse distributors, including 
Morse Roller Chain, Silent Chain, Sprockets, and Clutches. For 
M Quick delivery further information on the complete line of Morse produc ts, get in 
touch with us, today! 

MORSE CHAIN COMPANY, INDUSTRIAL SALES 

M Expert engineering services DIVISION, ITHACA, NEW YORK. 


MORSE 
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i Extensive advertising support 





CHAINS, CLUTCHES, 
AND COUPLINGS 
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as long as you want. Hallowell Storage Wall units can be equipped 
different sizes. Or they can be 
Bulletin 2093. Hallowell 


PUT DEAD WALLS TO WORK. A new concept in space engineering 
—Hallowell Storage Walls—puts dead storage space to work 
You can fit up a wall or build one with these versatile units. Cases 
can be stacked as high as you want and can be butted end to end 


WHAT’S NEW WITH HALLOWELL 
News that helps you sell 


with drawers of one size or three 
ised without drawers. Send for copies of 


Division, STANDARD Pressep Steet Co., Jenkintown 13, Pa 


ADJUSTABLE SHELVING CATALOG NOW READY 
TO MAKE SELLING EASIER. New catalog gives 
complete information on all available models, plus 
specifications. Let's use it to help your customer 
store more and more of his parts, products, etc., 
on this attractive, sturdy shelving. Quantities of this 
sales tool are available to you without obligation. 
Get your order in now 


HALLOWELL DIVISION 


JENKINTOWN PENNSYLVANIA 
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FLAW AND CRACK DETECTIVE. Though made to specifi- Crack Detective helps us assure quality of raw materials 
cations, every shipment of alloy steel entering the SPS plant helps you sell UNsrako socket screw products that are 
undergoes a magnetic particle inspection. This Flaw and better than those sold by your competition 


WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


PRECISION PLATING SELLS SPS PRODUCTS, TOO. SPS does its You'll want stribution to your customers and 
own plating. This 8-page folder gives some “plain and curious prospec Ss rder today. Write Unbrako Socket Screw 
facts’’ about maintaining accurate thread fit in plating UNaraKkos Division, Stan ; Street Co., Jenkintown 13, Pa 
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A BULLETIN ABOUT KING-SIZE CAP SCREWS. This 
4-page folder gives advantages and sizes, applications 
and consumer net prices. It makes a good handout or 
mailing piece. For either samples of the bulletin or 
quantities for mailing and handout, write Unbrako 
Socket Screw Division, STANDARD Pressed Steet Co., 
Jenkintown 13, Pa 


UNBRAKO SALES POINTS REMINDER. “Things to Talk About When Selling 
Unbrakos” briefs salesmen on the salient features of UNsrRako products 
cap screws, set screws, buttonheads, flat heads, stripper bolts, pressure plugs, 
and dowel pins. It’s easy to read—takes less than 5 minutes & sh. You 
can get the story of UNnsrakos while waiting for an interview. Copies are 
available in quantity. Send your order to STANDARD Pressep Sreet Co., 
Jenkintown 13, Pa 


BACK TO SCHOOL. Each distributor's salesman who 
finishes the 3-day Sales Training Course at SPS receives 
this diploma. It’s proof that he knows the products he's 
selling. Are all of your salesmen graduates? If not, it's 
tume to arrange for enrollment in the Fall. Contact 
George Somes, Manager of Sales Promotion, STANDARD 
Pressep Sreet Co., Jenkintown 


UNBRAKO SOCKET SCREW DIVISION 


SPS INSTALLS AUTOMATIC TELETYPE SYSTEM to facilitate handling of in- JENKINTOWN PENNSYLVANIA 
coming and outgoing communications. Separate receiver is always open 
to take your incoming messages, orders, etc. Automatic tape sending unit 
has speeded up sending of messages from SPS, helped expedite shipment 
of your orders, cut costs. Perhaps you can solve communications problems 
in your place, too. We'll be glad to give you the benefit of our experience 
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FALLACIES AND FACTS FOR CARBIDE BUYERS 


Specitying “or equivalent” Carbide 
On tool Prints forces toolmakers 
to use Cheapest grade 


Blunt — but needed — this clarification by the manufacturer of 
Carboloy Cemented Carbide shows how the Practice of designat. 
ing “equivalent” grades works Ogainst the user of carbide tools, 


reason behind the emphasis on Setting carbide users 
to accept the so-called “equivalent” method 


“Carboloy”’ cannot be used to mean 
any brand of carbide 


Hand-in-hand with this type of carbide selling is the 
i -mo use of the registered Carboloy 
y brand of carbide. The name “Carboloy” 
red trademark of the Carboloy Department 
of General Electric Company. As such, it is the brand 
name of our Products alone Strict insistence on the 
Proper use of this name is our way of Protecting both 
our customers and ourselves 
In many instances. carbide users have complained 
to us that they have purchased tools with “Carboloy” 
which did not perform to their expectation or past 
experience y ms showed that they had really 
Purchased another manufacturer's carbides, but had 


creasing promotio ys P ca nufacturers of i : : . ; 
the 80-called “industry Standard” or “equivalent” charts. on h _— ope had Nem ived Carboloy Penalt 
ic ree use o our ame, we Suspect, sa ena y 


There are no “equivalent” charts of Leadership 
It should be recognized that no true industry standard 

or equivalent charts exist. Cha 
manufacturers’ Brades of , 4 We offer this Suggestion — when you buy or use car- 
of machining operations for 1 . “s, “recom- bides, find out for yourself which carbide will give you 
mendation” charts They were originally intended for the most Production. If you care to, ask a Carboloy 
use only to show the types of machining a certain group sales engineer to help you run the tests but you set 
of grades would do They were never intended to be them up, in your own shop. Then compute your carbide 

used to show that the gra cost based on Production ability 
Category would Perform eq ’ , We have hundreds of in-plant case histories Proving 
could be used mterchange what our 8rades Will do under any operating conditions 
However, some carbide manufacturers have sought to They show you how you get more for your carbide 
benefit themselves by having their grades thought of as dollars when you specify Carboloy cemented carbides 
“equivalent” to certain other carbides on the from your distributor or toolmaker Write, or call, for 
market. This attempt to sel] by “association” is the real assistance jin Setting the most out of your tooling dollars. 


, by Siving them the 
valent” 


Your only real test — production ability 


Carbeley”’ i, the trodemork for products of the Cerbolsy Depertment of Gereral Electric Compony 


SARBOLO 


ELECTRIC Company 
11135 E. 8 Mile Road, Detroit 32, Michigan 


Carboloy Created-Metais for Industrial Progress 


nother lose-in support that 
example of the c an 
lil a ie This message was also Geeiued “ 
kl +t form to customers and prospec . 
ver Carboloy Distributors. 


uly 
in: Business Week, J 
is advertisement appeared in: 
Lear a July; Factory ee : of Authorized 
3; et ae Iron Age, July 7; Steel, July 4. 
e, ’ 
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SPECIAL 
GULLET 
PLE 


CHAIN SAW 
PLE 


CANT SAW 
FUE 


SPECIAL 
SAW BIT 
PLE (Twe 
Round Edges 


One quick comparison sells the difference in Simonds 
"Red Tang”’ Saw Files. Customers can feel it in the faster, 
easier filing see it in the smoother, sharper results 


benefit by the extra service they get from 


| i they get . 
Re Tang every file. Any experienced saw filer knows Simonds 


makes only the best Grade A . . . in types and sizes for 


AW Z FS every circular, band or chain saw sharpening need 
For Past Service 


trom SIMONDS 
Complete Stocks industrial Supply 


SIMONDS EEE 


SAW AND STEEL CO Futery Cronies to Codie, Giimngn, Se Srunttes and Cotieed, » Gonatien Fastery 
in Montreo!, Simonds Drviwons Simonds Stoel Mull, nu 
die Sinends Abvodee Co, Patten Pe. ond Arvide, Que, Conede 
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“WE HAVE SOLD WISS SNIPS FOR 
25 YEARS BECAUSE THEY CUT 
BEST WITH LEAST EFFORT” 


Lee J. Haines, President of E. E.. Souther Iron Co., St. Louis, 

Mo., gives one big reason why his firm likes to recommend 

Wiss metal cutting snips. There are several reasons why they 

are the choice of professional workers everywhere—why they 

sell better, with fewer returns. Wiss snips are produced largely 

by the handwork of skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts are 
set precisely to reduce wear and to increase cutting power with the least effort. 


. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing Wiss inlaid blades are made of high 


cutting power. These 10” snips cut with about one-half the effort required carbon crucible steel welded to a hot 
for standard 1245” snips. One edge serrated to prevent slipping. M-1 (cuts drop-forged frame to provide the ex 
left) and M-2 (cuts right) are designed to cut the most intricate scrolls and ' whee demanded | * 
circles. M-3 is for shallow ares and straight cutting. M-5 Bulldog Heavy 1 eee ae oy pone 
Duty snips are tops for notching, nibbling and cutting shallow arcs in 
sheet metal as heavy as 16 gauge 


workers 


WISS INLAID SNIPS 

High carbon crucible steel weld 
ed to a hot drop-forged frame 
provides that extra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 114” to 17”, includ- 
ing Bulldog Snips for notching 
Three Combination* Cutting 
sizes, 1244”, 1344” and 144” 


WISS SOLID STEEL SNIPS 


For those whose requirements are 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications 
Four straight cutting sizes, 8” to 
124”. Four Combination* Cut- 
ting sizes, 7”, 10”, 13” and 16” 
Bulldog Snips for notching 


Wiss snips are hot drop-forged of the 
finest steels available. 


5 *Made with straight blades, but 
ground and shaped so they readily 
cut curves and irregular shapes as 
well as straight 


NEWARK 7, NEW JERSEY Highly skilled craftsmen make final 


adjustments to assure that Wiss snips 
Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears will cut perfectly for a long time 
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prescription for longevity 


Many distributors have been handling O-B valves for 20 to 30 
years. Several distributors have been with us for over 40 years 


How do these relationships endure and stay healthy through th 
years? 

They endure because we have selected our distributors carefully 
They endure because we appreciate the vital part of the distributor in 
industry's supply line. To help our distributors and ourselves, Ohio 
Brass... 

. Makes bronze valves of top quality 
Advertises and promotes O-B valves to win ready 
acceptance among industrial users 
. . » Provides field assistance by both O-B salesmen am 
engineers. 


If this prescription for longevity in manufacturer-distributor rela 


tions sounds like a good way to do business you may want to learn more 


about our products and policies 


Write to Valve Department, Ohio Brass Company, Mansfield, Ohio. We'll be , 


have a representative call on you. 
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* This is a weak link 


And just one weak link can make a line unprofitable 
t s, you have a sales 


When you stock and sell Osborn brushe 
franchise that has no weak links. It’s strong in all three factors 


that realize profits for you: brand-name acceptance, new potential 
business, repeat orders. 

Strong brand-name acceptance of Osborn maintenance, paint 
and power brushes comes from consistent, nation-wide advertis- 
ing . plus 63 years’ experience in top-quality manufacturing 
Prospects for new business are there—in every plant. Industrial 
brushes—particularly Osborn brushes—are sure repeat items 
le use now. Write 


H 40 ilt n A ene, Che ve 


Put these sales advantages to profitable 
The Osborn Manufacturing Company, 5401 H. 
land 14, Ohio. 


Osho Brushes 


MAINTENANCE, PAINT AND POWER BRUSHES *« FOUNDRY MOLDING MACHINES 


' 








@SBOR 
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BUSHINGS 


...fo0k over 
this broad /ine and 


see WHY 
DAMLY 





NEW DIE STOP 


bie action, Danly primary and unt 


ft hand feeds. 





on right or le 


Bult for dependa 

versal automatic stops can be ordered direct from 

Danly stock Simple to attach, they can be mounted “ } 
Z at — 






for diemakers 
supphes 


1 most complete line supplies 


w items being called 
All items in the 


Danly’s original anc of diemakers’ 
has now been expane 
for by the tool, gage, 
are manufacturec 


Jed to include the ne 

die making industry 

line 1 to close tolerances and exacting per- 
meet your needs all are 


NEW GUIDES AND GUIDE RAILS nadia , 
ormance standards in sizes to 
k at your Danly branch, or througn 


and 


Low cost rugged easy to install, this new addition to . . x 
LOW only line is used On Stat or in any operation quickly available from stoc 
where coil and str p stock must be guided. Hardened leading industrial distributors everywhere For complete fast 
g wear Packaged complete with - 
service, fot dependable parts, call Danly 


parts assure ion 


mounting screws and dowels 


HERE ARE THE DANLY PLANTS THAT SERVE YOU 
Fo ou , 
BUFFALO 7 GRAND RAPIDS MILWAUKEE 2 ¢ your convenience, HS! 
1807 Elmwood Avenue 113 Michigan Street, nw 111 E. Wisconsin Avenue reinforced containers facil 
CHICAGO 50 PHILADELPHIA 40 tate stocking. Nomore loose 
2100 S. Laramie Avenue moe ‘ S11 W. Courtland Street or bulk storage Color keyed 
CLEVELAND 14 ROCHESTER 6 note ¥ 
CLEMst 33rd Steet = LONG ISLAND CITY 1 33 Rutter Street easy to read labels help YOU 
DAYTON 7 47-28 37th Street ST. LOUIS & identity contents 
3740 Washington Bivd 


3196 Delphos Avenue Los ANGELES 54 
DETROIT 16 Ducommun Metals & Supply Co SYRACUSE 4 
1549 Temple Avenue 4890 South Alameda 2005 West Genesee Street 


plete line for tool, goge, and diemakers’ supplies... 


DANLY . . . the com 
distributors everywhere 


stocked by leading industrial 


DANLY MACHINE 
porte SPECIAL 
Laramie Avenue TIES inc, 
, Minois 
DIE SETS AND 


Dit 
MAKERS’ SUPPLIES 





THE LINE THAT’S GOT EVERYTHING... 


Chicago Whee! 


THE ABRASIVE FRANCHISE 


That makes More Money for You 


A franchised Chicago Wheel distributor has a peach of a 
deal. He has a complete line of abrasive wheels and mounted 
points for every industrial need on which he makes one of 
the largest profits in the abrasive field. He doesn’t have to 
carry a large inventory, and, more important, he can get fast 
delivery on any order. Our distributors are key men with us, 
and we treat them as such. Why not write for full particulars 


on our franchised plan today. 


New Advertising 


and Merchandising Program 


Chicago Wheels are known 
and respected in industry. 
But to bring our message of 
the quality we put into our tory. In addition, we can 
products, we have launched furnish merchandising tools 
one of the greatest adver that are proven sales makers. 


tising Campaigns in our his Let us send you samples. 


Whether you handle a complete line or specialties 
Chicago Wheel has a franchised plan that will interest you. 


amides CHICAGO WHEEL « wre. co. 


Dept. 1D, 1101 W. Monroe St., Chicago 7, Ill 


MANUFACTURERS OF ABRASIVE PRODUCTS HANDEE PORTABLE GRINDERS 


GRINDING WHEELS. AND MOUNTE WHEELS AND POINTS FOR INDUSTRY 
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Wherever industrial water hose is used, there is a Dixon coupling, 


clamp or other fitting that will provide the best possible connection, 


free from leaks, seepage and other service faults, in either high- 
or low-pressure applications. Their long-established reputation 
for efficient, low-cost performance under all conditions is evidence 


of their quality, durability and correct design. You can recommend 


them with complete confidence. 








“BOSS” HOSE COUPLING, 
STYLE W-16 

More widely used thon any other 
female type industria! hose coupling, 
for high- or low-pressure hose lines 
-.. water, steam, air, oil, hydraulic. 
Easily connected and disconnected, 
ond furnished with “Boss” Offset and 
Interlocking Clamp for proof against 
leaks and blow-offs. All ports steel 
or molleable iron, codmium piloted. 


“KING” COMBINATION 
NIPPLE 

In addition to its outstanding quality, 
strength and efficiency in every field 
of applicction, the “King” does not 
require hose with enlarged ends, 
which ore always needed for ordi- 
nary iron pipe nipples. Swaged from 
tubular steel, with smooth interior, 
and free from porosity. Plain or cad- 
mium plated. 


“KING” SHANK COUPLING 
The ideal coupling for suction and other 
water hose connections. Absolutely 
uniform in quolity, threading ond 
dimensions. Clean, well-defined cor- 
rugctions assure extra holding power. 
Regular ond heavy potterns ... heavy 
pottern illustrated. 


“KING” HOSE CLAMPS 

Single and double bolt styles, cover- 
ing a complete size range from 7%" 
to 17%". Strongest and most efficient 
clamp of the band type. Used on 
both heavy and light wall hose. 
Easily attached and tightened, and 
con be used over-ond-over again. 


TO HELP YOU in selling more Dixon products, 


a consistent advertising schedule is main- 
tained in leading: industrial trade popers, 
directories, etc. Also, envelope stuffers and 


other direct mail material, covering most items 


in the line, cre available with your imprint. 


GENERAL OFFICES & 


|B) D, 4 


Recommend One of Vhese 
WPA, OT, Producl 


| ~ it anonaae 


Pde 


FACTORY PHILA 


Velve & Coupling Co. 


DELPHIA 
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JUST DIAL 
HIS NUMBER 


Your Bunting Distributor carries 
in stock for your money saving 
convenience completely ma- 
chined and finished Bunting 
Standard Stock Industrial Bear- 
ings, Electric Motor Bearings 
and Precision Bronze Bars in a 
complete range of sizes, meeting 
all your usual production and 
maintenance needs. You will find 
him listed in the classified section 
of your telephone book—most 
likely under the heading Bars, 
Bronze or Bearings, Bronze. 
Your Bunting Distributor is an 
industrial distributor or a special- 
ist in certain industrial items. He 
has been especially selected for 
his responsibility and his under- 
standing of bearing requirements. 
Ask him for the Bunting Catalog 
or write. 


This advertisement appears in 


tron Age @ Mill & Factory © Modern Machine Shop 
Machinery ¢ Southern Power & Industry ¢ Stee! 





ask your 


Bunting 


distributor... 


© 


7 é f ‘ 
7 . 
, ; 


' 


..» for this speedy 
cost-saving bearing service 


The local availability of Bunting completely 
machined and finished bronze bearings and bars is 
saving money, time and trouble in machinery 
maintenance everywhere in America. Stocks of 
Bunting Bronze Bearings and Bars constantly carried 
by Bunting Distributors are adequate to supply 

the needs of the whole nation for an indefinite time. 


Bantlres 


BRONZE BEARINGS - BUSHINGS ~ PRECISION BRONZE BARS 


THE BUNTING BRASS AND BRONZE COMPANY 
TOLEDO 1, OHIO 
BRANCHES IN PRINCIPAL CITIES 


INDUSTRIAL DISTRIBUTION © AUGUST, 1955 





— 


Earl Roberts, 


General Manager of Nuttall-Styris Co. of San 
Diego, California. “When our solesmen see a 
hond gun being refilled by old-fashioned meth- 
ods, they move in fast for o sale — with Alemite 
Plon “A 


ALEMITE PLAN A 


hand guns and loader pumps 


One of five Alemite Basic Plans 
to simplify and speed your sales 
Sell by the plan for profit! 


When you see slow, sloppy hand loading of 
grease guns, you should think of Alemite Plan A 
—it’s your fast way to a good sale! It’s a “barrel- 
to-bearing” profit maker. 

Plan A is flexible enough to fit any plant, large 
or small. It consists simply of a suitable loader 
pump and the guns to fit the specialized needs of 
the plant. Tell your customers the advantages 
15 man-hours saved in loading alone for every 
400 pound drum of grease used—no mess .. . no 
waste .. . no troublesome air pockets —the lubri- 
cant stays refinery fresh from barrel to bearing. 
Plus better housekeeping and getting rid of a 
major fire hazard. Tell ‘em and you'll make sales! 


ALEMITE 


Ask Anyone in Industry 


- A Flexible Plan —pick the 
I equipment to fit the plant — 
.s | 
——+- 


Push gun Ne. 7553 





Pump for bung 
hole of 400 ib — 
drum Pump ond cover leve = 1056-58 
No. 7199-4 for 35 ib. poll — 
Ne. 7197-4 


selit he plan and multiply profits 


; 


POO « « « Use this coupes to get your free 
copy of the Alemite “5 Plans for Setter Plant 
Lubrication.” it helps you SELL! 


ALEMITE, Dept. H-85, 1850 Diversey Parkway, 
Chicago 14, Illinois 


Nome 
Company 
Address 
City 
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This Keystone lubricant soundproofs noisy gears 


Reduces gear wear— 
power waste—nerve strain 


Here’s the low-cost, sure-fire way to 
end nerve-racking noise from open 
gears—and excessive wear and power 


waste as well. 


Keystone 29 X Lt. soundproofs as it 
lubricates—stops groan, grumble and 
grind—cushions gears so they run 
smoother and last longer. Throughout 
industry, users report diminished 
nerve strain and sizable savings in 
power and maintenance. 


Non-drying Keystone sticks stubbornly 
to pressure surfaces—resists dirt and 


repels cold or boiling water. There’s 
no thinning, throwing, dripping or 
squeezing out. Result: Cleaner oper- 
ating conditions and fewer fire haz- 
ards. Melting point is above 400° | 
and the lubricant retains plasticity at 
below freezing 


Keystone 29 X Lt. is “‘ribboned” from 
a special applicator—sticks like magic 


Every plant and shop needs Keystone 
29 X Lt.! Advertisements like this are 
pre-selling it for you throughout the 
nation. Tie in with this program for 
fast profits. Have your salesmen “‘talk 
up” Keystone 29 X Lt. 


Keystone LusBRICATING COMPANY. 
2ist & Lippincott Sts., Phila. 32, Pa 


Neme # end get #! That's usually the way service goes at your nearby Industrial Distributor 
His warchouse means savings for you on inventory and savings in purchasing time and trouble 
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Keystone 29 X Lt. 
lubricant and 
Applicator 


SPECIALIZED 
LUBRICANTS 





STANDARD TOOL 


@ TheStandard Tool Man, Serving Indus- 





try Since 1881, can recommend the cor- 
rect tap, grind and speed that will enable 
you to reduce your production costs. Find 
out how his broad experience on metal 
cutting can help you. The Standard Tool 
Man is always at your service without 


obligation. 


Call him! 


ey 


Complete line... stocked by the 
Standard Tool Distributor in your area 


HESTER AVER CLEVELAND 14, ONIO 


STANDARD TOOL (“O. 


FACTORY BRANCHES IN NEW YORK « DETROIT © CHICAGO «© DALLAS «© SAN FRANCISCO 


THE STANDARD LINE Twist Drills - Reamers - Taps - Dies - Milling Catters - End Mills - Hobs - Cownterbores - Special and Carbide Tipped Tools 





STEAM TRAP 





Nicholson simplicity. Pays off big in performance for the user 
.-.in profits for you! There’s a big, broad market for Nicholson 
—wherever steam is used. And simplicity——Nicholson simplicity 
gives you an important product superiority to sell. 


@ Fast, intermittent valve action. 


Hes only three parts @ Tight, positive shut-off. 
—thermostatic bellows, @ No dribbling. No waste of steam. 
ee @ Low operating cost. Low maintenance 


Before you specify, check Nicholson. Write for Catalog 953. 





sil LSON cd Compay. 


TRAPS « VALVES - FLOATS - METAL PARTITIONS 
14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN 58 PRINCIPAL CITIES 
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Mr. Distributor-What do 
the color markings mean on 


these gaskets 7? 


Thats how 


S-M identities the different 


metals available in 
Spirotallic Gaskets 


Johns-Manville’s new color code eliminates costly errors— 
helps make more customers for you 


2 

Every day, the demand for Spirotallic Gaskets 
increases because these gaskets are self- 
adjusting to pressure variations—they can 
maintain a perfect seal even when fluid pres- 
sure, flange compression and bolt tension 
fluctuate widely. So they are built to withstand 
high temperatures and active corrosives. 

This means the use of a variety of corro- 
sion-resistant alloys. Because so many of 
these metals look alike it has been very 
difficult to tell them apart once the identify- 
ing tag was lost. Now they have a permanent 
method of identification that saves time, 
trouble and expense. A color patch on the 
centering guide tells the metal used in each 
gasket. This avoids costly errors and helps 
make friends for you. 

How they are constructed: Spirotallic 


Gaskets are self-adjusting to pressure 
changes because they are made of interlock- 
ing plies of corrugated metal and asbestos 
strip spirally wound. This construction 
makes them extremely resilient. 


Where to sell them: Factories, proces- 
sing plants, refineries, public utilities, steam- 
ship companies—in fact wherever fluctuat- 
ing and high pressures, elevated temperature 
and corrosive fluids are encountered. Pipe 
sizes range from \" 
up. For more informa- 
tion and color code 
card, write Johns- 

Manville, Box 60, New 
York 16, N. Y. In 
Canada, Port Credit, 
Ontario. 


Here are seven of the metals 
availabie and their color 
identifications 


Zinc-cooted 


stoel — white 


Type 304 
Stainless — 
yellow 
Type 316 
green 


Type 347 


bive 


Johns-Manville SPIROTALLIC GASKETS 
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DISTRIBUTORS 


AND 


m DISTRIBUTOR SALESMAN 


Are YOU — “Cashing-in’’ on this 
IMPORTANT part of the ARMSTRONG 
line by carrying adequate stocks and pro- 
moting sales on ARMSTRONG SET-UP 
and HOLD-DOWN TOOLS? 


ARMSTRONG Set-up and Hold-Down 
Tools reduce setting-up time—keep men 
and machines producing. Designed for 
use on planers, drill presses, milling ma- 
chines, etc., they hold work securely and 
rigidly, and thereby reduce spoilage and 
prevent costly accidents. 


ARMSTRONG Bulletin SUT gives com- 
plete information. 


ee Write for Circular 


See us at Booth No. 550, 
Metalworking Machinery & Equipment Exposition, 
Chicago Coliseum, Sept. 6-17 


UNIVERSAL CLAMP 


T-SLOT BOLTS AND NUTS CLAMPS 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
»>205 W. ARMSTRONG AVE CHICAGO 30, U.S.A 





4 
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Thermoid 
Multi-V Belts 
cut operating costs 






There’s a Thermoid V-Belt for every plant application. 
Every belt is pre-stretched to provide longer service and 
maximum power transmission without slippage. Thermoid 
C, D and E sections are rayon-grommeted for brute 
strength and extra flexibility that withstands repeated 
shock loads. The entire belt is vulcanized into a solid unit 


assuring longer wear with less maintenance, lower 
operating costs. 





Mr. Distributor: Thermoid “‘built-for-the-job” 
Multi-V Belts, Hose and Conveyor Belting can help you 


increase your sales to all industries. You can always 
rely on Thermoid service and the complete cooperation 
of experienced Thermoid Sales Engineers with their 
intimate knowledge of industrial rubber problems. 





that resists moisture, abrasion, internal friction and heat .. . 





C, Dand E 
Section Belt 





























Mr. Vincent Sillitea, Traffic Manager of Clarostat Mfg. Co., Inc., discloses 


‘“‘How this guided missile 
gets there on time!’’ 


“... 5,4, 3, 2, 1, fre... and a Clarostat product helps head 
the missile for an ‘enemy’ bomber! 

“But before its deadly rendezvous, that tiny part of the 
missile’s ‘brain,’ a Clarostat resistor, had to keep another vital 
appointment — with the Guided Missile production schedule. 

“That date was kept by Air Express! 

“We ship up to 15,000 pounds of Clarostat Resistors per 
month by Air Express. Their sizes range from the one men- 


___& AirExpress 


tioned above—finer than a human hair—to shipments weigh- 
ing one hundred pounds and more 

“With Air Express help, we can meet extremely exacting 
delivery specifications. Yet most shipments cost /ess than by 
any other air service. A 25 lb. shipment from Boston to 
Toledo, for instance, costs $6.45. That's 5¢ Jess than the 
next lowest air carrier—and the service can’t be compared!” 

It pays to express yourself clearly. Say Air Express! 


=e 


@G@aTs THERE FIRST wia US. Scheduled Airlines 


CALL AIF EXPRESS ... divisionaf PAIMLWAY EXPRESS AGENCY 
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The H. M. Harper Company is the largest 
exclusive manufacturer of bolts, nuts, 
screws, washers and rivets in non-ferrous 
alloy and all stainless steels. There are 
eight good reasons why you should stock 
and sell Harper Fastenings: 


Thes ancient Greek infinity Symbo! 
chorecterizes the everlasting 
qvolity of Harper Fastenings. 


reasons why 
Harper offers more to distributors 


co Experience—the largest manufacturer specializing 


only in corrosion-resistant fastenings. 


One source—one bill to pay, one invoice to write, one 
account to keep. 


a Broadest range and most complete line. 


a Better profits because of a higher selling price for non- 
ferrous metal and stainless steel fastenings. 

e Small space for stocking. 

* Stocks move rapidly and there is no obsolescence, no 
deterioration while in stock. 

? High quality. 


e Complete stocks ready for immediate delivery carried 
in Harper warehouses with branches in every major 
market area. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, III. 


The H. M. Harper Company 
8219 Lehigh Avenue 
Morton Grove, Illinois 


SPECIALISTS IN ALL HARPER Please send me: 


CORROSION-RESISTANT FASTENINGS 


BRASS « NAVAL BRONZE « SILICON BRONZE 
MONEL + NICKEL « COPPER « ALUMINUM 
* ALL STAINLESS STEELS 


2 Catalog OD Distributors Discount Sheet 
bcenisemieedsseoasehaneve 


Company... 


Address 
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From the world’s foremost: manufacturer 
of tubular products comes 


USS NATIONAL 
PLASTIC 


Look at the advantages 
of flexible polyethylene 
USS NATIONAL Plastic Pipe: 


Resists attack by rust, corrosion, acids, alkalies, salts, and othe: 
chemicals. 

Extremely tough—resists cracking and breaking due to rough 
handling, even at very low temperatures. 


Retains its toughness and flexibility over its entire working rane 
from minus 90°F to plus 120°F. 


Lightweight, easy to carry, easy to handle—a 200-foot coil of 
2-inch USS Nationa Plastic Pipe weighs only 86 pounds 


Very low flow resistance, due to the smooth inside surface and 
non-wetting properties of polyethylene. Smooth interior also pre 
vents the accumulation of deposits. 


Simple to install. The long continuous lengths of USS Nationa: 
Plastic Pipe require few joints. When joints are used, they are of 
the insert type, quickly secured with stainless steel clamps. Light 
flexible USS Narionau Plastic Pipe is easy to handle, thus re 
quiring less installation time. 


USS Nationa. Plastic Pipe is available in sizes from 14-inch to 

6 inches in diameter, in a variety of wall thicknesses. It is sold and 

serviced by the same distributor organizations that handle USS 

Nationa. Steel Pipe. For further information, write to National Sy geoqren orecutind Gneey oder oes bn Wats 
Tube Division, United States Steel Corporation, 525 William Penn States Steel. Consult your local newspaper for 
Place, Pittsburgh 30, Pa. Ask for Bulletin No. 29. — 














NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


© NATIONAL QWAUc PIPE 
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Whatever the job... 


PERMACEL 97 
ACETATE FIBRE TAPE 


PERMACEL 77 
MASKING TAPE 


PERMACEL TAPES 


In our complete line, there's o self-sticking tope for every job . . . write Permocel Tope Corporation, New Brunswick, N. J 


° Gowen «felon company 
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CHAMPION 


Lamps 
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BASIC FACTS 
OR THE BUS 
_ ITCONT 


N MINUS THE CO 
MOST 


G 
TECHNICAL "GOBBLE DEGOOK" FOUND IN 
BOOKS ON BOLTS AND NUTS. 
FREE TO INDUSTRIAL DISTRIBUTORS 
SMEN. WHY NOT ORDER ENOUGH 
iN YOUR ORGANIZATION 
N & SESSIONS CO. AND ASK 


NER FACT BOOKS TODAY. 








FOR PROMPT DELIV! C 
ERY AND HELPFUL SERVICE - STOCK TWE COMPLETE LAMSON 
4/NE 


—y-a2/-7-7- >9- F- f- jp — The LAMSON & SESSIONS CO. 


CLEVELAND AND KENT 
OHIO © BIRMINGHAM 
© CHICAGO 











! 
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New Sarco Thermodynamic Steam Trap 
practically eliminates maintenance! 


J, acaPp 











Only moving part—a hard- 
ened Solid Stainless Steel 
Disc—practically wear-proof! 


SOME OF 
MANY ADVANTAGES 


1. Same trap for all 
loads and pressures 10- 


600 psi 


2. Closes tight on no 
load. 


3. Operates against 
back pressures up to 
50% of inlet pressure. 


4. Not affected by 
superheat, water-ham- 
mer, vibration, corrosive 


condensate 


5. Smallest inventory of 


spore ports. 





SIMPLICITY—to the Nth degree! 


No valve-closing mechanisms to wear or stick. 
No critical clearances to choke. No gaskets to leak. 
Three simple parts...machined from stainless 
steel bar stock. Only one 

moving part. 


What could be simpler? 


SARCO COMPANY, INC. 


Sarce Company, inc., Empire State Bidg.. New York 1, N. Y 
Please send me Bulletin 255-44 
W rite for Special Introductory Offer to distributors 


NAME 
FIRM 
ADDRESS 


CITY 
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Talk of the Trade 





“Gr 


. SS 








BURNING UP: ‘There's just no describing the 
indignation Heinie Hock (Henry G. Thompson) regis 
tered when a motel owner in Charles City, Iowa, 
questioned Heinie about a missing pillow . . . ‘twas 
“lucky” for Heinie that Dick Oetjen and Bob Barrett 
(Samuel Harris, Chicago), Fred Duff (Morse Twist 
Drill) and Frank Van Parys (Ammco Tool) were on 
hand. . . They vouched for Heinie and to prove to 
the motel owner that he was mistaken they even 
opened Heinie’s luggage . . . Lo, and behold, there 
was the missing pillow . . . Heinie doesn’t know for 
sure, but he'll lay odds he can identify the “friends” 
He’s sure they 
were the same “pals” who attended the “Tired Busi 
ness Men’s Golf Outing” with him in Charles City 


who engineered the whole works . 





HOW TRUE, HOW TRUE: In its house organ 

The Hot Foot,” Farquhar Machinery, Jacksonvill 
passes on a bit of advice 

Unless a salesman sells the first man he sees 

in the morning, he need not hold out much hope of 

selling others he is to see during the day—the first man 


he sees will appear in the mirror.” 


ALL ABOARD: It happened on the Super Chief 

Mel Weinberg (Putnam Tool sales manager) was head 
ing for a tool show in California last spring when he 
thought he saw a familiar face in the club car He 


felt sure he knew the man—and then again Mel 
was still puzzling over the situation the next day 
when he again saw the “familiar face” reading a copy 
of I.D That did it; Mel figured if the “stranger 
was a reader of I.D., he couldn't be a stranger 
And Mel was right; Clare Payne (Safety Socket Screw 
was the “stranger.” 
NOW IS THE TIME FOR ALL . Last month 
we wrote a one line remark about our favorite subjects 
the Giants and golf We asked: WHAT IS 
THERE TO SAY? . Our favorite cartoonist Ogg 
FitzGerald did what we think is a prize drawing for 
the item but then, woe is me, the item didn’t get 
in... I’m sure it was not the work of a Dodger fan 
Now that we're fresh from the battlefield on which 
the Giants took a series from the Dodgers two gam 
to one, we'll show you the drawing 


SPEAKING OF GOLF: We had the privilege of 
playing recently with Jack Madsen (Madsen & Howell 
Perth Amboy, N. J.) and he summed up my game at 
the end of 18 holes with the remark: “You sure write 
an interesting game.’ Reminded me of the tim 
| was visiting with John MacLaren (Oliver H. Vas 
Horn Co.) in Forth Worth We had just finishe 
lunch and John introduced me to Ben Hogan 
Before I knew what was happening John shoved a clul 
in mv hand and told me to swing, at the sam 
time asking Hogan to give an expert opinion Mr. 
Hogan summed it up in words that tell a different 
story every time you place the accent in a different 
place . . . He said 
‘Quite a swing 
Sfunny thing about golf E.vervbody and h 

brother will quote rules to you and will quote them 
with authority Next time you're at a club, drop 
in to the pro shop and ask for a book of rules 

\ colleague of mine is making it a full-time job; 
so far he’s visited eight clubs and has yet to con 
At one club he was able 
to look at a 1954 book At other clubs he got 


1 variety of stories but no rule book As the man 


up with a 1955 rule book 


avs, mv rules are the best rules 


K.W.B. 
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Ss33,946 
times a year 


Your customers read why they should 


triple their gauge glass purchases 
(and triple your profits!) 


“Your customers are “getting educated” in four important 
magazines—six times a year, about the advantages of buy- 
ing three gauge glasses instead of one for each gauge. 

Keep fully stocked with a complete line of Corning 
gauge glasses—CorNINO®, Pyrex®, and MacseTH®. Make 
a few phone calls each day, and you'll watch profits on this 


small, easy-to-stock item rise and rise and rise! 


CORNING GLASS WORKS 


Corning, New York 


Coenueg means raseacch ix Glatt 


Total circulation of these four magazines is 138,991. 
Corning’s campaign, over a year, exposes your cus- 
tomers to 833,946 sales messages! 


mR 


Every 37.8 seconds (average), one prospect 
s exposed to advertising which tells him why 
he should buy Corning gauge glasses 


It makes sense to tell your customers always to order “ONE 
FOR THE GAUGE AND TWO FOR THE SHELF.” Why? Let our 


3 advertising characters* tell you your 3 sales points 


PLUMBER McGORY soys:* 
You want gauge glass No. | to put in the gauge 


right now 





THE MARSHAL OF BOWLEGS weorns:* 
Gauge glass No. 2 is your spare, for regular re- 


placement during run-of-the-mill boiler cleaning. 


UNBEARABLE SMITH telis:* 

Gauge glass No. 3 is your “spare spare”—your Ace 
in the hole, protecting you from sudden emergen- 
cies—such as a smashed glass at midnight, when 
you want to keep the plant operating 


There it is. Your market is there, your customers are already 
being sold, you've got the finest line of gauge glasses on the 
market—the rest is up to you! 

Make a few phone calls today, to start the ball rolling. Remem- 
ber—sell 3 glasses for every gauge! 


*Send for ad reprints giving complete stories. 
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Cin tin@) diy 
QUALITY 


One of the reasons your customers 
can depend on RB&.W fastener quality 


SIX GOOD REASONS WHY 
iT PAYS TO STOCK 
REAW FASTENERS 


You're looking at a spheroidizing fur- 
nace being loaded with wire rod 
RB&W has a whole battery of them. 
You won't find these in many fastener 
plants because they’re expensive. But 
we have them because we think they're 
indispensable in making the best fas- 
teners possible 


Here's what they do. They take the 
steel wire that later becomes the bolts, 
nuts and screws you sell and, by 
controlled heating and cooling under 
controlled atmosphere, condition the 
material. Result: better fasteners. 


Facilities like these and the know-how 
them have built for RB&W 
unsurpassed reputation 
just one more 
handle the 


to use 
products an 
for uniform quality 
reason why it pays to 


RB&W line 


aren't 


If you 
office. Or write 
Ward Bolt and 
Chester, N. Y. 
f™ 


On 
CY 


710th VEAR 


INDUSTRIAL DISTRIBUTION 


handling 
teners now, contact our nearest sales 
Russell, 
Nut Company, 


fas- 


RB&W 


Burdsall & 
Port 


AUGUST, 1955 


1. The most complete line 
in the field 


2. Uniform quality through- 
out the line 


3. Complete reliability of 
supply from full stocks of 


all plonts 


4. Fast, eccurate and 
friendly service 


5. Best advertising support 
in ott leading publications 
including Fortune, iron Age, 
Steel, Mill & Factory, etc 


6. The original 

down” pockege — 
strong fer neo-spill, 
ond easy handling 


vpside- 
extra 
Quick 





Determine the needs of your account, his working conditions and his 
hose applications. 


Use your Republic Hose Catalog to show him how to match his speci- 
fications to the proper Republic hose for his needs. 


Follow through on his delivery requirements and suggest other Republic 
Industrial Rubber Products for his consideration. 


Sounds easy — and it is. When you use Republic’s General Purpose Hose Catalog, 
you'll make it easier for your prospect to buy. 


For more information on how to use Republic catalogs—or on any of the 
many sales helps available to you as a Republic Distributor — write to us today. 
We'll do the rest. 


REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 


whN 


REPUBLIC’S 5-POINT SALES POLICY 


A UNE of rubber items svuf- A QUALITY of product uni A PRICE basis inducing and FREEDOM from competition 
ficiently complete to permit formiy qood and capable of making powible aggressive from his source of supply 
effectively supplying the re- delivering service results thet competition with reasonable either direct or indirect 
auirements of the trade thowld reasonably be e- profit return among the trade covered by 
solicited pected his day to dey solicitations 
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SELLING helps of reason- 
able amounts to that his 
sales force may be aiven the 
advantage of specialized 
training and a knowledge of 
the product sold 
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What're YouGoing ToDo [his Year? 


VERYONE NEEDS A VACATION, 
E It requires no great perception to realize that 
the body tires after repeated exertion. The same 
can be said for the mind, but the tiredness is less 
obvious. This may be, of course, because the 
exertion is less frequent. In any event, both mind 
and body need rest and change if they are to 
continue to function effectively. That is a medi- 
cally demonstrable fact. Take a vacation! 


It’s Good For You 


One can cite a lot of things a good vacation 
can do for us. 

We need to get away from work. Take a couple 
of weeks and let someone else carry on. It may 
surprise you, but things will get done in your 
absence. Everyone in the office naturally loves 
to have you around, but get away for a while 
and give them a chance to appreciate you even 
more. You salesmen should take a vacation, too 
Give your customers a break. I’m sure the inside 
personnel of your firm will also welcome having 
you take a vacation 

Much has been said in the travel advertise 
ments about the educational values to be derived 
from vacation spots all the way from Alaska to 
Tierra del Fuego. There’s truth, too, in the 
claims that are made. New places and new faces 
do have a stimulating effect on us. Our conversa 
tion in business or with our friends deals in the 
main with things that are happening all around 
us all the time. It’s apt to get pretty deadly 
Think how refreshing it will be for your friends 
and business associates to hear you talk about 
something new for a change. Your conversation 
will be especially refreshing the first time you 
cover the new ground 

Now I've talked of the educational values of 
travel, but you don’t have to go to distant places 


Just be sure it’s a new spot you go to. The point 
of a vacation is to open yourself to a new experi 
ence or to get a prodding from a new stimulus. 
How many times have you heard this con- 
versation: 

“Where are you going on your vacation, Jim?” 

“Oh, the same old place, I guess. Mary and 
the kids like it there.” 

“That must be a really swell spot.” 

“Oh, naw. Not much.” 

“Why don’t you go some place else?” 

“Too much trouble, I guess.” 

We can all help ourselves this year by getting 
out of the rut. This is a huge country, and we 
have friendly neighbors north and south. Get in 
your car and take a look at some of it. You 
don’t have to beat yourself to death doing it 
But if you are the kind that has to make 500 
miles a day, a blurred landscape is better than 
nothing 


Take It Easy 


There should be a spot in every essay of this 
sort for a word about the things you shouldn't do. 
Don't take your vacation a day or two at a time. 
Give your indispensable-man complex a vacation, 
too 

The vacation period may seem short, and the 
year between may seem long, but don’t approach 
your vacation with the grim determination to 
crowd a year of living into a couple of weeks 
Yes, why not give your very admirable “drive” 
some time off, too, this year? 


Have a good vacation! 


Retr Khir 
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"As a sales manigu, when you make calls with salesmen. . . 


“Don't Just Go Along For The Ride” 


That’s the direct-from-the-shoulder advice of a Cedar Rapids sales manager; 


he gathers figures on every customer and then plans possible talking points 


By Robert Slater, Associate Editor, Chicago 


TS THE ADVANCE PREPARATION that determines 
whether the sales manager who travels with his 
men will be an asset, according to E. L. Weekley, 
Globe Machinery & Supply Co., Cedar Rapids. 

Sales Manager Weekley’s advance work is concen- 
trated on two areas of preparation: an examination 
of each major customer's buying habits, volume and 
potential; and an individual plan of attack, which 
includes three possible talking points for each 
prospect. 

“I'm trying to develop my salesmen’s techniques 
along those lines that have been successful for me,” 
said Mr. Weekley, a former salesman. “That means 
getting into the habit of analyzing each account from 
the standpoint of volume and profit, and determining 
its potential. 

“It's always amazed me to see a salesman calling 
on an account without a clear idea of the customer's 
activity. This record isn’t just for office use—I carry 


it with me and show it to the purchasing agent— 
pointing out items that he’s not buying from us, 
on which we could give him good service or show- 
ing him where he can save money by buying in bulk 
quantities, 

“When you prepare a quarterly breakdown for 
a customer, it gives him something concrete to think 
about. The purchasing agent usually knows how much 
money he’s spent with you, but he doesn’t always 
know what he’s been buying 

‘It took me quite a while to get set,” says Mr. 
Weekley. “I had to work up all the figuies myself— 
it took a month to get most of the clerical work done 

but I refused to go out without this preparation. 

‘It’s simple psychology—when a service station 
attendant asks you if he can check your oil, your 
reaction is almost automatic—generally you say, “No, 
thanks; the oil's okay.’ I think most people are op- 
posed to buying—you can’t break that resistance down 
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COMMODITY 


Alene (Funng: & Guns) 
Au Tools & Accessotves 
Armstrong Bros (Mas ) 
Armacrong Bros (Lathe Tools) 
Armstrong Bros (Clamps) 
Armstrong Bros (K renches) 
Armstrong Blum (Marve!) 
Boraso 

Black & Decker 

Brown & Sharpe & Lufkin 
Carborundum (Bonded) 
Carborundum (Coated) 
Carborundum (Mix } 
Cartede Tools 

Copper Futungs 

Copper Tubing 

Cumers (Mileng) 

Comon & Bales Bel 
Darnell Casters 

Dodge Bearings 

Dodge Sheaves & Belts 
Dodge Redu-er 

Dodge Mux 

Drills & Reamers 


#90 | Eagle Picher Produces 


apenson Savelds & Anchors 


|" ares 














ANALYSIS OF EACH CUSTOMER'S ACCOUNT is expedited by use 


yf (A) customer’s sales record, according to product, to be shown to each 


purchasing agent and (B) product 


category card 


Category card was 


borrowed from Inpusrriat Distaisution story which appeared in 1954 


with pressure—you have to do it with sensible, tactful 
reasoning. And what better way is there to do that, 
than by having figures to show the customer?” 


Three Birds in the Hand 


Mr. Weekley, who aims at traveling a minimum 
of two days monthly with each of his men, believes 
it’s essential to plan talking points in advance. 

“It’s just like fishing,” he says. “You don’t know 
which fly they'll bite at until you thzow it out. I go 
to the customer with three ideas. If he throws cold 
water on one, I have a couple in reserve. And some- 
times when the reception is real good, I get to use 
all three.” 

For instance, Mr. Weekley reviews the customer's 
sales record with him, using the prepared form which 
shows on paper a quarterly breakdown on product 
According to Mr. Weekley a customer 
may ask, “Why do you want more business? You're 
getting your share.” Mr. Weekley said he replies 
this way: “Suppose you have a supplicr with a 
$100,000 inventory, one with a $50,000 workable in 
ventory, and one with only a desk. Do you think it’s 
practical to split the business evenly?” 

hat's the time to tell him—‘I want to be one of 


purchase. 


your suppliers for everything on this list you buy.’ 
And the time to show him how he'll save money 
by volume buying and just where he'll benefit by 
the service you're prepared to extend. When the 
head p.a. realizes you're sincere, and that you have 
his interests at heart as well as your own—you get 
results.” 

The talking points also plug new products which 
should be of interest to the prospect—items which are 
money-makers for Globe. 

“At one time,” says Mr. Weekley, “I didn’t believe 
in manufacturers’ catalogs. But one day a purchasing 
agent asked me, ‘How come you never give catalogs?’ 

““Don’t you just throw them away?’ I asked him 
He opened a drawer and showed me his file of cata 
logs given by competitors. That convinced me 

“Our boys used to go out with just a notebook 
now I’m making sure they carry catalogs, and that 
they put one in the customer's hands. If your catalog 
is in his file with the latest price sheets—well, it's 
just like you had a desk next to the p.a.” 

When he travels with his salesmen, Mr. Weekley 
admittedly takes the ball from them. He figures 
that he can best demonstrate his theory, and its 
soundness to the salesmen, by letting them watch 
it in action. 
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The Best Producers 


An analysis of 73 product classifications by C. McDonald England, Logan 
Hdwe. & Supply Co., showed this list of 15 to be the top producers: 


% of Sales to Total Sales 
of 26 leading Classifications 


D> 2 10 LAW) 10 WH) AA BW) D = 10 ws 
BROR“SONS™ 


_ 
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Average Gross Profit 
per line of Billing 


$42.92 
5.19 
4.26 
5.53 
16.92 
6.16 
10.78 
4.83 
9.07 
4.21 
7.21 
18.28 
4.20 
7.55 
4.32 








You Can Get More Out of Sales Analysis 


By Jack Wertis, Senior Associate Editor 


HE ONLY way to reduce the cost 
Tot any system for accumulating 
sales analysis data is to make the 
fullest possible use of the material, 
says C. McDonald England, vice 
president and general manager, Lo 
gan Hardware & Supply Co., Logan, 
W. Va. Confining use of sales analy 
sis data to directing sales effort is all 
right, but it is also a waste of good 
material. This material is extremely 
helpful in determining policies on 
inventories and market with regard 
to bettering one’s gross profit posi 
tion. 

Mr. England began the compila- 
tion of sales analysis data back in 
1948, using IBM's for 
punching, sorting and compiling. In 
addition to analysing sales to direct 
sales effort, however, Mr. England 
continued to seek other uses for the 
material, particularly with respect to 


SETVICES 


84 


overall management problems. ‘Thus 
late in 1952, 
accumulated and sales showed a de 
cline, he made a special study, utiliz 
ing sales analysis data, of a nine 
month period during the year with 
a view of finding out where drags on 
working capital were occurring, 
where product groups were not 
yielding commensurate returns 
The study was an inquiry into 
three aspects of the business—inven 
tory, gross profits earned, and cus 
tomers. A total of 73 classifications 
of merchandise, divided into three 
departments, were included in the 
study. To begin, sales in each classi 
fication were related to total sales 
of the company and grouped accord 
ingly. Thus, if the total sales of 
Classification A were less than 1% 
of total company sales, it was placed 
in the “Less Than 1%” group. Other 


when inventories had 
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groupings were made in increments 
of 1 percentage point up to 5%, 
then a separate group from 5-10% 
and another 10% and over. 

When this was completed, it was 
found that there were 47 merchan- 
dise classifications in the “Less Than 
1%” group. This was a separation 
of the sheep from the goats, and 
presented the first for 
investigation. 


material 


Inventory Analysis 


With the above preparation, the 
next step was to relate the dollar 
inventory carried in each merchan- 
dise classification to the total dollar 
inventory of the company, indicat- 
ing these in percentages also. This 
percentage placed alongside 
the ratio figure for each 
classification. Thus, you have a sim- 


was 


sales 





“WE LEARNED THINGS,” says C. McDonald England, 


“about inventories, gross mat produ 


Hdwe. & Supply Co., 


iC ustomers.’ 


Logar 


INVENTORY FIGURES supplied by Earl Ray for 7 


* classifications were added basic facts to sales 


analysis 


data for evaluation lines 


Expand its use to guiding management in establishing inven- 


tory and market policies, advises West Virginia distributor 


ple worksheet showing the product 
classification, the dollar sales in that 
classification, the ratio of the classi 
fication sales to total sales, the dol 
lar inventory of the classification, 
the ratio of inventory in that classi 
fication to total inventory of the 
company 

Naturally, Mr. England concen- 
trated on al] the classifications which 
contributed. individually, less than 
1% to total sales. He uncovered 
some weak spots. One classification 
in this group took up 3.1% of the 
another took 


inventory _ dollar, 


3.73%, et 

Before taking any action on these 
disclosures, Mr. England decided to 
pinpoint the weak spots more ac 
curately. He broke down this group 

Less Than 1% of Sales) into cate 
gories of a tenth of a percent; that 
03%, etc. This, he 


is, 01%, 02%, 


said, indicated the deadheads more 
accurately. For example, he found 
one product classifications that con 
tributed only .04% to total sales and 
yet the inventory was 1.8% of total 
inventory. This one had to go 


Seeking Causes 


Checking on the merchandise in 
these classifications, he found vari 
ous reasons why they were stocked 
Some were “convenience” items for 
particular customers, usually large 
ones; some items which had 
been stocked for particular custom 


ers who, after buying initially, did 


were 


not order any more; some wer 
items for which the market had dis 
appeared 

Immediate remedies were then 


Where had 


expressed willingness to buy some 


indicated customers 
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item, but had not given any orders 
after the initial one, they were ap 
proached by salesmen who reminded 
them they were available. They 
usually sold these items. Each prod 
uct classification was studied care 
fully for its potential contribution 
to total sales, resulting in closing out 
many of these groups of products 
I‘his released funds for bolstering 
stocks of more productive product 
classifications 

The 
beneficial 
months after corrective action had 


been taken. One product classifica 


results of this analysis were 


4 check was made three 


tion had originally shown that sales 
were between 5 and 10% of total 
sales and inventory 1.24% of 
total inventory. A 90-day later check 


only 


showed that sales had risen and the 
inventory had climbed to 4.7% of 
Continued on page 158 





OW DOES A FIRMS EXECUTIVI 
H MANAGEMENT delegate author 
ity to get the utmost in results? 
his, generally, was the big ques 
tion put to the Harvard Business 
School’s 24th national business con 
ference last The transcript 
of the proceedings has now been 
published in book form as The 
illuminat 
the 
orridors of modern busi 


yeal 


Management Team, an 
ing look 


tortuous 


down one of more 
ness. 
The 


had the participation of many top 
American in 


Harvard conference, which 
management men in 
dustry, didn’t attempt to arrive at 
solutions tailor-made to every prob 


How to Share 
the Management Job 


Report on Harvard Business School 


conference discusses the essen- 


tials of delegation and control 


] 


of executive delegation and 
control. Rather, it explored the 
attitudes or philosophy resulting in 
delegation, it reached 
behind the realities of 
management to present a perspe 
tive on the subdividing of execu 


lem 


effective 
day-to-da‘ 


tive responsibility. 

The Management Team attacks 
the delegation-and-control problem 
on two levels. In Part I, three well 
known executives sketch in the gen 
eral principles. In Part II, execu 
tives from president to plant super 
intendent describe these principles 
at work in their own organizations 


The industrial distributor, whose 


firm commonly falls in the “small 





The Management Team, published by Harvard University 
Press and edited by Harvard Business Review's Edward C. 
Bursk, consists of papers presented by top management 
figures to the Harvard Business School's national business 


conference last year. 
lying the de 


As a discussion of the attitudes under- 
ating of executive authority, it’s a useful guide 


to industrial distributors casting about for a way of dividing 
responsibility among subordinates and evolving a smoothly- 


working “management team.” 
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business” category, will find only 


one chapter dealing with anything 
but the largest 
Nevertheless, if he remembers The 


corporate units 
Management Team is mostly phi 
losophical in tone, he will derive 
some guidance for his own thinking 


Team Stands on Three Legs 


here are three underpinnings to 
the cohesive management team 

|. Delegation: According to Gen 
eral Lucius D. Clay, the mere act of 
delegating consists of “dividing the 
responsibilities into compart 
ments headed by individuals who 
are given the required authority to 
deal with the responsibilities 
and to represent these responsibili 
ties in their associations within the 
management group.” 

General Clay calls delegation “an 
art,” because “an organization can 
never be really depicted either in 
beautifully-planned charts or precise 
definitions of duties.” A manage 
ment team, he says, is composed of 
individuals, and it’s in the “conflict” 
of their ideas that decisions mature 

2. Communication: The flow of 


information (especially of “bad 





news”) both up and down executive 
channels bogs down, declares Elmer 
L. Lindseth, president of the Cleve- 
land Electric Illuminating Co., 
because of numerous impediments. 
Chief among them are: Failure to 
listen intelligently, failure to deter- 
mine if information is “getting 
through,” failure to adopt the best 
methods of communicating. 
Axiomatic to good communica- 
tion, in Mr. Lindseth’s opinion, is 
a four-word rule: “Talk to the guy.” 
3. Measurement and Control: 
Holding a rein on delegated author- 


ity is extremely difficult, states 


Theodore O. Yntema, a Ford Motor 
Co. vice-president, without (a) top 
management's leadership and active 
participation, (b) subdivision of the 


firm into “profit centers,” (c) fore 
casting or evaluating results of ac 
tions before they are taken, and (d) 
a staff competent to handle essential 
detail 

By stressing the profit motive and 


Mr. Yntema, 


delegation becomes less of an aca 


setting goals, says 
demic notion and more of a practical 
instrument of management 


Guides in Delegating Authority 


Although much of Part IT of The 
Management Team, consisting as it 
does of papers presented to the 
conference by top corporation exec 
utives, might seem inapplicable to 
the pretentious distributor 
organization, much of the thinking 


less 


is basic to any type or size of 


management set-up 
For example, W. Earl McCormick, 
vice-president and director of Allied 
Stores Corp., blocks in principles 
which should guide a manager in 
delegating authority 
l. The manager should know a 
person's capacity for assuming 
executive responsibility. 
He should be able to organize 
his own job—he shouldn't be 
so busy that he hasn't time to 
work with his subordinates. 
Is the manager a leader? Or 
is he the kind of “boss” who 
thinks his prerogatives are more 


important than his responsibi 
lites? 

. Does the manager delegate 
both the responsibility and 
the authority to carry it out? 
The manager should give due 
recognition for a job well-done 

. He shouldn't put off making 
decisions, thereby holding up 
the people who are responsible 
to him. 

. He should have imagination— 
that is, the ability to look 
ahead. 

. He should have the respect of 
his associates. 

. The manager should be able 

out ideas, 

conflicting 


not only to draw 
but 


ideas 


also rc soly Cc 


Man Getting Authority 


So much for principles guiding the 
general manager in his relation to 
But 


whom 


his subordinates and associates 
the 


re sponsibility is delegated? 


what about man to 
Some suggestions are proffered by 


William | 


tendent for Westinghouse Electri 


Collar, a plant superin 


Corp.: 
1. He must know what's expected 


of him 
He 


technically capable of carrying 


must be physically and 
out his assignment 


He 


advice and guidance 


get 


his 


must know he can 

from 
superior 

4. He must understand thoroughly, 
what his limits are as far as 

company policy and regulations 

are concerned 

He should be informed of any 

changes in “ground rules” of 


company policy 


In other words, the secret of lead 
ing a management team is to strike 


workabk 


and 


an effective, balance 


between delegation control 


“What do you 


one sales manager's attitude toward 


recommend?” was 
sharing his executive responsibility 
with a subordinate 

An oil company executive, Harry 
J. Kennedy, vice-president of the 
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Continental Oil Co., stresses that 
“effective delegation is not abdica 
tion.” He adds: “No matter how 
much authority or responsibility we 
we still have the same 


give out, 


amount left.” 


Small Business Problem 


Che broad philosophy of delega 
tion and control is often an ill-fitting 
garment in the case of the small 
business 

Che chief obstruction to delega 
tion is often the head or owner of 
the firm himself. Frequently he is 
1 man who came up the hard way, 
one who guards his position and 
prerogatives jealously, believing he 
can do a better job than anyone els« 
tact 


that often the company head is be 


\ second obstruction is the 
leaguered by detail because he ha 
no one to delegate his authority to 

For 


Ccvel 


most small businesses, how 


obstructions represent 


Within 


in average organization, such as that 


thes« 


extremes of the problem 


of an industrial distributor, there's 


room (and a need) for delegation 

ind the requisite controls 
Moderating the panel discussing 

delegation, Paul 


Harvard 


view 


thi phase ot 
Donham of the Business 
School takes this We 
ask if, in small business, the problem 

not 
one of delegating and controlling 
We might also consider the import 


must 


one of sharing rather than 


ince of that intangible factor, leader 
If the full potential of the 
a small busi 


hip 
management team in 
ness is to be realized, does leadership 
perhaps far outweigh in importance 
any policies and procedures, formal 
delegation and 


or informal, for 


control?” 


Some General Guide-Lines 


The 


onference’s panel on small business 


various contributors to the 


problems laid down these impera 
tives for the guidance of executives 
in that category 


|. Objectives—The company head 


Continued on page 163) 
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Half the selling job is R. G. Harmmell’s as an inside salesman at Patron Transmission. 


Inside Selling... 


His partner on the outside, Noah 


Outside 


By Van Ness Philip 


Assistant Editor 


"| N OUR COMPANY, if a man goes from inside to 
outside sales, it’s not considered a promotion; 
one job is just as important as the other and manage 
ment wants them to command equal respect.” 

That's how Leon Chase, sales manager of Patron 
Transmission Co., New York City, describes the 
attitude that he believes has made the firm’s policy 
of “team selling” a success. 


Two Salesmen—One Team 


To get closer cooperation between inside and 
outside salesmen, and help new or recently-trans 
ferred salesmen get established in their territories, 
the management has organized its sales force into 
two-man teams, with each inside man assigned to 
work with an outside man. 

Team partners are instructed to work together as 
one, responsible jointly for results. The inside men, 
for the most part, have been with the firm longer 
and have more extensive technical background. They 
handle most of the engineering work on sales as 


well as all routine paperwork. Outside salesmen are 
supposed to spend all their time calling and selling. 
Except for one day or half a day a week, they do 
not go near the office. 

“We want partners to know each other so well 
and to become so accustomed to working together 
that they function as a team automatically,” says Mr. 
Chase. On the one day the outside partner comes 
in, the two usually spend all the time together, includ- 
The rest of the week they are in frequent 
contact, the outside man calling in at 


ing meals 
telephone 
least twice daily 

The firm's compensation plan, says Mr. Chase, 
rewards effort and ability regardless of whether a 
salesman works inside or outside. Competence and 
experience, not the nature of the assignment, de 
termine the rate of pay. If two men, each with 
the same experience with the firm and equally com- 
petent, are assigned to work as an outside-inside 
team, their compensation over the years will be equal. 
On the other hand, if one of the two has longer 


service and experience, he will be paid more. “A 
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. 


Gordon, is assigned to the same accounts. 


Selling... 


man has the same opportunity to advance himself 
in either job,” says Mr. Chase. 


Functions Divided 


The objective of the system, says Mr. Chase, is 
to divide the sales function so each partner does 
what his ability and experience best fit him for 
conserving the time of his opposite number for a 
different step in the sale. 

The outside salesman’s job is to maintain a broa 
acquaintance, keep the company’s name and line 
before the customers and initiate the first step 
toward a sale by means of his presentations. He is 
supposed to make as many calls as possible 

The inside partner does the paperwork involved 
in engineering new installations, deciding on sizes 


] 


and types, and quoting prices. Also, he backs up the 
outside man by transmitting over the phone all the 
catalog data he needs but cannot carry with him 
and follows up his partner's personal calls by phone 

“Our outside salesman are representatives, not 


They work as a team, make their reports together to Sales Manager Leon Chase (left) 


It's a Team Job 


necessarily order-getters, says Mr. Chase Of 
course we like a man to get an order on the spot when 
he can—who wouldn’t?—but it’s not in the nature 
of a specialized business like power transmission to 
be able to close sales on one call. If we want our 
men to make a large number of calls, we can't 
have them spending long hours on the engineer 
ing and paperwork that could be handled just as 
well, and perhaps more accurately, by an experienced 
specialist in the office 
“What counts is the 


outside-inside team turns up 


olume of business each 
It doesn’t matter which 
partner closed the sale, or who originated it 
Noah Gordon, outside salesman, and his partner 
Inside Salesman R. G. Hammell, comprise one of 
the company's six outside-inside teams. Mr. Gordon 
tarted with the firm five vears ago, recently trans 
ferred to a new territory; Mr. Hammell has been with 
the company 10 years 
Mr. Gordon has these duties 
Makes calls for 4-44 days, without going to office 


Mails in daily calls reports to sales manager 


ARTICLE CONTINUES ON NEXT PAGE 





Inside and Outside Selling (Cont’d.) 





Everyone Benefits in the Team Selling System 


Inside Salesman 


PRESTIGE is enhanced, interest stimuloted 
by his role as engineering specialist 
with a hand in actual creative selling. 

KNOWLEDGE of customers is increased 
by continua! phone contact with same 
customers, similar problems. 

ROUTINE is easier, smoother as a result 
of having regularly scheduled contacts 
with outside partner, definite problems 
and assignments. 

OPPORTUNITY for advancement is 
greater because inside man, who was 
picked for job due to engineering back - 
ground, can put his training to use full 
time without distractions of travel and 
making personal calls 


Outside Salesman 


TIME is saved for concentration on actual 
selling efforts becouse inside partner 
handles most of the engineering work, 
plus all routine paperwork. 

SPEED in getting answers to customers is 
possible because inside partner has dota 
at fingertips, is os close as the neorest 
phone. 

EFFICIENCY in daily routine is enhanced 
inside portner knows the outside man’s 
location and schedule, can use phone to 
help him avoid retracing steps for fol 
low-up details or making unnecessary 
calls. 

OPPORTUNITY for more sales results 
from more freedom to make more calls 
a day; outside salesman spends all his 
time in the field except a half day a 


Company 


SERVICE to customers is faster, more ef- 
ficient becouse of division of the work 
in handling sales; outside man handles 
one step in the sale, inside partner the 
other; together, they often get ship- 
ments ready before confirming orders 
reach office. 

RELATIONS with customers are improved 
because inside man handles the same 
accounts every day, knows customers’ 
names and needs; customer has a per- 
sonal relationship with the office. 

ATTITUDE on the part of both outside 
and inside salesmen is better because 
they are both made to feel equally im- 
portant to the success of an order; they 
share credit, blame, report formally as 
a team to the sales manager; have 


week. 





equal opportunity for compensation. 








lelephones in to Mr. Hammell at least twice daily. 

Schedules calls daily and informs Mr. Hammell. 

Goes to office one day, four hours or longer. 

Mr. Hammell’s job inside includes: 

Handle all calls from Mr. Gordon’s customers. 

By 10:30 daily, get Mr. Gordon’s previous day’s 
call reports from sales manager, with notations 
added. 

Confer with sales manager about quotes, follow- 
ups, etc., from leads in the call reports. 

l'ransmit any instructions decided on, in next phone 
call from Mr. Gordon 

Prepare engineering data, quotes, etc., 
Mr. Gordon or his customers. 

Phone customers where follow-up is needed. 

Thursdays or Fridays, Mr. Gordon and Mr. Ham 

mell tie up loose ends, plan next weeks calls and 
follow-up action, and confer with Sales Manager Chase 
on orders and inquiries 


needed by 


The Backing-up Counts 


Says Mr. Gordon of the two-man system: “Tt’s 
a big help having someone you know taking care of 
everything back in the office. Each call would take up 
much more of my time otherwise.” He would like 
to average 10 calls a day, says he often does on a good 
week. Customers, he says, are for the most part 
amenable to the team system; he tells them the 
engineering data is more accurately handled by hav 
-ing it double-checked by a specialist at the office, 
and the net result is better and faster service for 


them \ few hold out for on-the-spot specifica 
tions and quotes, but they are in the minority. He 
says he sees to it that customers become familiar 
with Mr. Hammell’s name, often writing it out on 
his own cards for new customers. 

“We move fast this way, without any lost motion,” 
says Mr. Hammell. “I could be called the base con 
tact man. I try to know all Noah’s problems, and 
where he might run into snags—and jump in to 
help. An outside salesman is too busy these days 
to look up all the prices himself and carry all the 
literature he might use—and do all the engineering 


besides.” 
Closer Partnership Needed 


Mr. Chase says that as sales manager he is satisfied 
the system is a good one but feels that the partner- 
ship would be strengthened if the inside salesman 
could get out of the office regularly on trouble calls 
himself. So far, this has not been possible, since 
the inside staff doubles at handling calls from house 
accounts, and no spare time is available. Occasion- 
ally, an inside salesman has called on a nearby account, 
or helped his partner with a trouble call. 

The management does attempt to have the inside 
salesmen attend trade events such as the Power Show, 
so customers’ faces will be familiar. 

In the long rua, though, Mr. Chase feels that the 
attitude of outside and inside salesmen will make or 
break the team method. It’s good now, he believes, 
because the partnership arrangement has fostered the 
idea of equal prestige and respect for either job. 
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A Boost for the Industry... 


... isa boost for me, says 


this Chicago distributor 


HE story of the industrial dis 
T tributor is a tale worth paying 
to tell, according to R. G. De 
Vries, Northern Industrial Supply 
Co., Chicago. 

Like many distributors through 
out the country, Northern adver 
tises regularly in local publications 
—but instead of confining their 
efforts to plugging lines, services or 
making a simple bid for business, 
they decided to initiate a program 
boosting the job performed by them 
selves and their competitors. 

“Industrial distributors are known 
to some as mill suppliers and to 
others as ‘factory distributors’,” said 
Northern's recently-sponsored ad in 
Chicago Commerce magazine's 
anniversary issue. “But whatever 
the title, they operate the depart 


PUBLICITY for the industry as a 
whole is as important as company pub 

relations, says R. G. De Vries, head 
of Northern Industrial Supply Co., who 
takes ads in Chicago publications to 
lemonstrate his idea 


> 


FUNCTION of the industrial distribu- 
tor is described in ad which appeared 
of Chicago Com 
ads following 


in anniversary issue 
merce magazine. Future 
the same general line are also planned 


ment stores of industry They 
stock the materials—the tools—th« 
parts—the supplies that keep Chi 
cago’s industry driving ahead.” 


Ad Describes Distributor 


The ad goes on to describe the 
job of distributors’ sales engineers 
working in conjunction with plant 
technicians—to describe the inven 
tory carried by distributors and the 
sources which distributors have at 
their finger tips 

“This stab on our part at publici 
own industry reaches a 
limited audience,” says Mr. De 
Vries. “But 
one but the other advertisers in thes« 


zing out 
we figure that if no 


magazines see it, it'll be doing an 
important part of the job we're aim 
ing at. I think it’s important that 
more people know about the dis 
tributor’s work; that they find out 
how important our function is, and 
that we be accepted as an integral 
part of industry.’ 

First in this series of ads came out 
during the holiday season, so it has 
been difficult for Northern to assay 
the results. But the firm, which 
also advertises in Chicago Purchaser 
and Midwest Metal Worker, plans 
to continue this type of promotion 


in future ads 
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the “Department Stores” 
of industry 


tee: 


Industrial Distributors are 
known to some as Mill Sup- 
pliers and to others as Factory 
Distributors, but whatever the 
title, they operate the “Depart 
ment Stores” of Industry. They 
stock the materials — the tools 
—the machinery—the parts—the 
supplies that keep Chicago's 
Their 
closely 


Industry driving ahead 
sales engineers work 
with plant technicians to solve 
tough problems they keep 
an inventory of thousands of 
different items, and if an item 
is hard to get they know where 


to find it. 


te We are neither the big 
gest nor the smallest Industrial 
Distributor in Chicago, but our 
customers—mostly in the metal 
working field—know’ they can 
depend on us for prompt serv 
10,000 items in stock— 
and for engineering help that 


ice on 


has pulled them out of many 


a hole. 


--* NORTHERN 
INDUSTRIAL 
SUPPLY 


4706 Armitege Avenue 
Chicago 39, Illinois 


L 
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Here's how a Den- 
ver salesman, Bon 
Kunse, utilizes pho- 
tography to provide 


himself with . . . 


A Mechanical Memory For Sales 
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ALBUM, here examined bv President R 


four 4 x 5 shots on each page; provides 


ewes: Bon Kunse has his own slant on the best 


way to pile up sales and repeat sales of powe: 
transmission equipment and bearings—he lets his 
amera memorize installation details, and he lets the 
resultant pictures sell new and repeat customers. 

Mr. Kunse finds that the advantage of his own 
pictures over those supplied by manufacturers, lies in 
the fact that customers are primarily interested in 
local use of Western Belting & Packing Co.’s lines. 

“Last week I had an experience that underlined for 
me the value of photography in selling,” says M1 
Kunse. “I had a call from a customer who had a 
conveyor problem—his present setup was giving him 
onsiderable trouble. I took the camera along, and 
took enough shots so that I could study the problem 
thoroughly and in detail before I made my recom 
mendation 

lhe customer also asked me to take some general 
iews of his plant layout, so he could send them to 
member companies in other localities. So, in addition 
to helping the man on his particular conveyor problem 
which led to an order, we also gave him an assist on 
ome of his other problems r 

Another deal revolved around a bun slicing ma 

ne, which utilized bearings, belts and drives The 

shop which manufactured the original of the 
machine had forgotten some of the details, as had Mr 
Kun Chey checked back through the previous orders 
to find out component sizes; this material, along with 
pictures of the first slicer, cleared up several minor 
details—where to place the various sized bearings, and 
the general relationship of the component parts. In 


record of installations serviced by salesman. Application 


phot ire also used in magazit ls and mailing pieces 


this case a few snapshots were worth $200 in bearings 
belts, V-belt drives, and chain drives 


Time Saver 


“In many of the small job shops in Denver wher 
they make up special machinery,” says Mr. Kunse, “the 
record keeping isn't so good. ‘The pictures us a 
lot of time working out details 

“The snapshots are also a valuable substitution for 
actual working models, to demonstrate for potential 

ustomers the application of transmission equip 
ment,” 

Whenever Salesman Kunse sees machinery in a cu 
tomer’s plant which he thinks would make a good 
selling sample, he asks permission to photograph it 
his in itself sometimes leads to a sale 

One potential customer had a blending vat utiliz 
ing several speed reducer units of a competitive make, 
which I thought would make a good shot ivs Mr 
Kunse. “I took several pictures, and we got to talk 
ing about the machinery. One thing led to anothe 
and I told him that we carried compa! atively the same 
units. From then on—he bought ours 

Customers usually ask for copies of the picture 
an inexpensive favor since Mr. Kunse does his ow: 
developing and printing—and a better souvenir for th 
customer than merely a salesman’s calling card 

Ihe product shots are also used for advertising 
purposes—the firm features them in institutional ad 
in local trade magazines, and also to illustrate mailing 
pieces sent out regularly by Western Belting 
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approval is concerned. Flow is upward from shop to final 
approval and purchase 


DIAGRAMATIC LAYOUT is designed to show a typical 
chain-of-organization insofar as requisition processing and 


Here is a customer organization chart used by a 


Kansas City distributor, which will help you . . . 


Improve Your Salesmen’s Aim 





W HO SHOULD THE INDUSTRIAL SALESMAN SEE in the 
large plant to do a complete selling job? A flow- 
of-organization chart which emphasizes the purchas- 
ing department, but shows in detail which depart- 
ments in the big (or new) plant can be approached 
profitably, is used by Langdon Supply Co., Kansas 
City, Mo. 

President F. L. Langdon, who drew up the diagram 
with the assistance of a manufacturer's representative, 
hands the chart to his salesmen with this warning: 
“It means you have to know your products better 
than in those days when you could go to the guy’s 
desk, and say, ‘Got anything for me?’ 

“We don’t want to snub the purchasing agent—in 
fact this chart is designed to emphasize purchasing. 
But P.A.s are notorious for giving the brush to sales- 
men who don’t know what they're talking about. 
So know your product—and this will show you which 
men or departments inside the plant you should aim 
your practical sales spiel at.” 

It is especially helpful in the case of large plants— 
especially new ones—or plants which are undergoing 
retooling. To utilize it properly, the salesman must 
start with the purchasing department, selling it on 
the value of his getting inside to other key men. 

For instance, the man who has the sale of some 
large special tools as his goal, would first establish 


his worth with the purchasing agent. From there, he 
would aim his pitch at the plant engineer, process 
engineer, or supervisor. (On special tools, it would be 
that person who engineers and designs the tools to do 
an out-of-the-ordinary job—they may have different 
titles.) Once sold, the order is requisitioned, proces 
sed and approved along the lines indicated on the 
chart—the salesman has no excuse for not cultivating 
and selling everyone participating in the upward flow 
of the order; anyone who will have a hand in the 
completion of the sale. 

What about the top plant officials? President 
Langdon makes it his responsibility to acquaint him 
self with executives through frequent visits and by 
participating in civic activity. The salesman’s respon 
sibility can then start with the purchasing agent. 
This, of course, isn’t always the rule—Mr. Langdon 
points out that in many cases he would rather get 
acquainted with some of the men lower in the echelon 
—and frequently his salesmen get acquainted with 
the top brass of a plant on their own. 

“Effective use of the chart,” says Mr. Langdon, 
“means three things: the salesmen know their products 
to get past the P.A., and to talk turkey with the men 
who use the items; the salesmen follow an order 
through the large customer’s intricate processing, and 
they aim the right sales pitch at the right spots.” 
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For two full days, Woodward, Wight salesmen heard the story of the firm's new catalog. 


Your Catalog —“Sell” It to Your Salesmen 


FFICIALS at Woodward, Wight 
& Co., New Orleans, have three 
convictions about catalogs 


1. A good catalog is a necessary 
tool for industrial distributors 


Preparation of a catalog is time 


consuming and involves hard 
work and concerted effort. 
All sales personnel must be 
well acquainted with and sold 
on their company’s catalog 


lo Lawrence C. Deckbar, Wood 
ward, Wight president, and other 
officials the third step, selling sales 
personnel on the value of the cata 
log 
that 


catalog 


is of vital importance. To insure 
this for the latest 
all salesmen recently were 
the for a 


was done 


called in off road two 
day meeting 
Each 


there ar 
W ight—was assigned a time period 


department head—and 


about 20 at Woodward, 


to present to all salesmen the per 


tinent points about his department's 


representation in the catalog 

The fact that there are 20 depart 
ments in the 
doubly important, according to Mr 
Deckbar, that all dealings with the 


company made it 


& Woodward, Wight got 
H.S. Meighan 


Hilbert 


OFFICIALS 
from the man in charg 


L. C. Deckbar, president; M. I 
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internal 
the 


It is essential 


commercial and 


work on the catalog be 


printer 
under 
direction of one man 
Mr. Deckbar said, that one man be 
in charge and that he be held 


responsible for the entire job 


the company's newe 
king to G. O. Ra 


md G. F. Su 





W. J. Foss’ newest salesman advocates visual techniques . . . 


t 


VISUAL SELLING is effective way to get preoccupied buy- 
er's attention, according to Walter L. Henderson, latest sales 
member of W. J. Foss Company, Springfield, Mass., shown 
using illustrated literature to promote new chain hoist. 


To Sell 
New Accounts 


Atrer L. Henperson, who has been selling for 

W. J. Foss Company for about a year, says, “To 

get new accounts I believe a salesman has to sell: 

1. his company, 2. his products, and 3. himself. And 

they should be sold in that order. The best way to 

accomplish this, I've learned, is to employ visual 
selling techniques.” 

Recognizing that the supply business is essentially 

a service industry, Mr. Henderson believes his empha- 

sis on selling his company is realistic. “If you sell 

the company’s inventory and service facilities, you 

can't help but promote yourself as a loyal employee, 

and convince the buyer he can benefit by placing 





Their veteran salesman cites four ways . . . 


FOLLOW-UP YOUR SALES—one way to keep old ac 
counts, and sell them more, according to Salesman Phil M 
Southwick, shown checking installation of two-spindle drill 
press with George Espe, applications engineer for R. I 
Phelon Co. Inc., manufacturers of flywheel magnetos 


By George L. Bottari 


Assistant Editor 





To Sell 


Old Accounts 


FTER SELLING for W. ]. Foss for more than six years, 
A Phil M. Southwick is well aware of Mr. Hender 
son's remarks about the complacency of established 
salesmen After awhile,” he admits, “you find you 
don’t have time to solicit and develop new accounts, 
you've got vour hands full taking care of the regular 
ccounts, and you get in a rut even with them.” 

As Mr. Southwick sees it, “The veteran salesman’s 
job is to keep his regular customers on the books, 
keep them from farming out your share of the busi- 
ness to competitors, and work out ways and means 
to sell them more.’ 

Based on his experience, here are four ways to 
wccomplish this goal 

1. Follow-up calls are recommended by Mr. South 
wick to prove to ste idy customers that you apprec iate 
their order and are interested in their complete satis 
faction after delivery 

A recent check on a two-spindle drill press installa- 
tion revealed the customer needed pump equipment, 
a fact Mr. Southwick might not have uncovered if 
he hadn’t followed through 

2. Meet more people, says Mr. Southwick. Even 
if vou know the buyer well, it is important to make 
additional contacts in office and plant—you never 
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business with you. At the same time, you will be 
conveying the idea that, because of your company’s 
reliability and sound policies, it must handle quality 
products.” 

A salesman new with a distributor has the major 
task of identifying himself, and his company, in the 
buyer's mind. The buyer has buying habits; he’s 
accustomed to doing business with familiar salesmen 
and, therefor, reluctant to listen to a new salesman’s 
reasons for changing a source of supply. 

‘To get his attention,” advises Mr. Henderson. 

you must do more than tell your story—you've got 

to show him. I've found three effective ways to do 

this 

“1. Use manufacturers’ photographs and illustrated 
literature to emphasize the features you wish 
to promote. 

Whenever possible, use an actual product, or a 

working model, to demonstrate how product 

works, what is will do for the buyer. 
Text continues at top of next page) 


RAIN OR SHINE, Mr. Henderson takes along some prod 
uct to demonstrate to potential users. On this particular day 
he planned to featurc an clects hammer. Not ar trunk 


loaded with visual aid 





} 


~ 


Let 


MEET MORE PEOPLE in your customer's plant, advises 
Mr. Southwick who tries to make himself, and his company 
known to as many shop personnel as possible. After check 
ing drill press installation, Mr. Southwick stops to check 
needs with Tool Room Foreman Edwin Fett and assistant 


know who might be the influential factor in the place 
ment of future business. Occasionally your friend the 
buyer leaves, dies, or is promoted; if you don’t know 
his replacement, chances are the business might go to 
1 competitor salesman who has given the subordinate 
past attention. Furthermore, the more people you 
know in a customer's plant, the more you learn about 
their problems and future plans. 

Plug new products, and thus prove you want to 
keep your customer abreast of new developments. If 


PLUG NEW PRODUCTS that 


tomer time and mone Introducing 


nt alls from degenerating imt 
Mr. Southwick goes through n 
with George Barnard, R. I 


you're just content with business received, there's the 
danger an enterprising competitor will get on their 
books with a new item and eventually cut into your 
share of the total business 

4. Personalize your service is Mr. Southwick's final 
suggestion 

Recently a customer phoned late Friday afternoon 
for 12 hex head cap screws needed early Saturday 
Mr. South 


of next page 


morning for special fixtures on a rush job 


Text continues at bottom 
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To Sell New Accounts (Cont‘d.) 


“3. Invite the buyer, and other interested plant 

personnel, to tour your company’s warehouse.” 

“A buyer will look more than he will listen,” 
according to Mr. Henderson. “If you show him 
something, he’s apt to open up, and admit his 
problems. If you show how a product will increase 
production, save time or money, the buyer may 
permit you to demonstrate it in his shop. If you 
get the buyer to visit your company, he can lear, 
first hand, how well-equipped your company is to 
serve his needs. And, in many cases, the buyer will 
spot items he didn’t even know your company 
stocked.” 

By explaining, and leaving, catalogs, Mr. Henderson 
believes you provide the buyer with some justification 
for spending his company’s money and, if he consults 
the literature after your call, there is further oppor 
tunity for him to sell himself 

By demonstrating a product, Mr. Henderson claims 
you provide graphic reasons why the P. A. should 
purchase that product in preference to others. It is 
surprising, Mr. Henderson reports, the particular 
visual features that appeal to different buyers, features 
that might never capture attention if they're just 
talked about. It is just such visual features that help 
make the buyer happy he bought your product rather 
than something else he may only have heard about, 
says Mr. Henderson 

He admits, “I’ve been kidded about all the visual 
aids—literature, samples and models—packed into my 


SHOW YOUR STOCK to potential accounts, suggests Mr 
Henderson, who takes every opportunity to invite buyers te 
inspect mpanyv s warehouse Above, he shows customer 


f V belt he 


» 


inventory 


car trunk, and the heavv, loaded bag I carry in to 
the buyer's office, but by having something to show 
on every call, I think my selling job has been made 
easier and more effective. The well-established sales 
man is inclined to get complacent, just drop in 
and chat about inconsequential matters, and the 
buyer doesn’t benefit by such calls. But he soon 
observes that I’m interested in his problems, and I've 
always got something relevant to show him. In the 
long run, visual selling pays off when you're trying to 


crack new accounts for your firm.” 





To Sell Old Accounts (Cont’d.) 


wick got the items off the shelf, drove out to the 
customer's plant and delivered them personally 

“Certainly the dollar value of this order didn’t 
warrant such service,” he admits, “but the customer 
appreciated my interest. It’s one of those little 
personal touches that insures your deserving the lion’s 
share of their desirable business.” 

Che biggest temptation a veteran salesman faces is 
getting into a rut, according to Mr. Southwick. “After 
awhile,” he says, “vou feel a certain account is sewed 
up, you decide they don’t have to be called on so 
often, or there’s no point introducing new products 
because you're getting as much of their business as 
they're willing to place with one supplier. That's 
the time to decide to keep calling regularly. And, 
to keep your calls from becoming dull (chatting 
about the weather, etc.), it’s smart to find something 
new that fits into their particular operations, and 
do a selling job on this new item.” 


PERSONALIZE YOUR SERVICE so that customers know 
, pp if th ness Mr. Southwick makes deliv 

d merchandise and feels it pays off 
tomers he is not mplacent about 


r orders 
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Why Write 
The Order Twice? 


This New Jersey firm cut overhead 
by discontinuing two typewriting 


operations and ending a bottieneck 


NDUSTRIAL Harpware & Mitt. Suppry Co., a small 
| firm in Newark, N. J., has reduced office costs and 
cnded serious delays in delivery by substituting long 
hand for typing for both order copies and back orders 

Ihe change, according to Nathan Singer, partnet 
not only saved money—the full time of one clerical 
worker—but actually helped speed service because it 
eliminated two bottlenecks in the office 

“We weren't out for spectacular savings,” he adds 

We merely tried to appraise our simplest and most 
obvious procedure a little more closely, to see if there 


was any duplication of work.’ 


Duplication Eliminated 


Ihe new system does, in fact, end some duplica 
tion 

Now, instead of being typed, the multi-part forms 
containing the shipping copies of orders and th 
Back orders 


longer transcribed by retyping to new forms, ar 


mvoices are written up in pencil 


carried on the original order form, with appropriat: 
notations 

Under the old method, a “desk” order was first 
written up and sent to the shipping department 
where items were laid out in stock Then the 
order was returned to the office, edited and priced 
and a typist produced the usual five-part form, com 
prised of invoices, records copy, delivery re cipt and 
shipping ticket The last two copies were returned 
to shipping to accompany the delivery 

Notations of out-of-stock items were transferred by 
the typist to a special back-order form for action and 
fling 

[his system worked well enough until the manage 
ment found itself faced with a problem common to 
1 growing business. The firm's volume began to 
outpace the ability of the office to keep up with 
the work load, though a larger staff did not as yet 
seem warranted. After watching paperwork pile up 
to the point where deliverics were as much as 10 
days late, the owners decided to take a more candid 


look at inside operations before adding to the payroll 


HANDWRITING OF ORDERS 
I trial Hardware MPT { 
Sing ; BRB TR 


Could anything be sumplifed? Both order-typin 
ind back-order transfers were actually duplicating 
operations, they reasoned l'yped 
more attractive, but did it actually 
tomers so long as invoice yeTe accul 
in longhand (nd, since typing meant 
of data originally correct in longhan 
wouldn't use of a singk long! md torn 
chance of error? As for back order 
cemed a luxury Wouldn't the orig 
with careful notations do just as w 


on file anyway for che King purpo 


No Back Order Forms 


So, order-invoice writing 
hand Back order forms ha 
the original desk order 
references 

Otherwise, the routine us the san 

wiginal (desk) order is sent to shipping, wh good 
ire laid out and out-of-stock noted ¢ ordet 
form. Then the form is returned to the order editor 
who adds price and writes up in longhand the mult 


opy form contaming invoices, 1 ords copy and ship 


The desk order, when ippropt! ifc, go 


ping Cop 
vith notations, to the back-order fil 
Good order writing, say the officers, calls for care 
n producing legible carbon But the time and 
expense is less than under the old procedure, and 
uracy is improved. And shipments are no longer 


lelavyed several days for paperwork to catch up 
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24 - Industry Review And Preview 


ERE'S A REPORT prepared by the Economics Department of McGraw-Hill Pub 


lishing Co. on 24 industries—industries that distributors sell and service. 
lhe output of cach of these major, basic industries during the first half of 1955 


was, in most cases, not only high, but record-breaking 
rest of the year is, to say the least, most encouraging 


And the outlook for the 
(hese industries represent 


the distributor's potential market; your sales curve should be a reflection of their 


prosperity. 


l'o evaluate your attainment to date, to plan for the balance of 1955, we suggest 


you study this review and preview of your customer-industries 


| Output of steel ingots and 


castings ran about 92‘ of 
capacity for the first half of 1955 


This 


steel 


tons of 
the 
For the 


means 57.5 million 


were turned out in six 
months ending June 30 
next six months, output is expected 
to be 
because of the falling off of demand 


lo offset 


this drop pertially, machinery manu 


somewhat lower mainly 


from the auto industry 


facturers are expected to imecrease 
their steel requirements because of 
the planned 
expenditures this year. All this adds 
up to an output of about 110 mil 


mecrease mm capital 


lion tons of steel in 1955, an increase 


ce 
of 25% over a year ago 


Nonferrous metals output has 
been running more than 25% 
ago. Refiners of 
aluminum are 


2. 


ahead of a year 


copper, and 


doing considerably better than last 


Zinc 


year, while lead refiners are holding 
their own. Increased demand from 
the construction and auto industries 
as well as from foreign markets has 
pushed output and consumption up 
to record levels. Demand will 
probably hold up very well through 
the balance of the year, if current 
wholesale price movements are any 
indication of future demand. Prices 
of nonferrous metals are in the range 
of steady-to-rising 
a whole, nonferrous metal produc 


For the vear as 


100 


The 


tion will probably average about 


20% above 1954 


Chemical industry has been 
3. going at a very rapid pace dur 
ing the first six months. Output 
was about 6% higher than in the 
last six months of 1954 and about 
10°, more than in the first half of 
1954. During the second half-year 
the trend should continue upwards 
Plastics and synthetic fibers arc 
recording sensational gains over a 


year ago. 


The machine tool industry 
appears to have made the turn 
Ship 


about 


4. 


from the low point of 1955 
ments in the first half 
$325 million, 6% below the last six 


ran 


months of 1954, and as much as 
40% under the first half of 1954 
However, new the first 
six months of the year have topped 


orders for 


shipments, so backlogs are begin 
ning to inch up. New 
metalworking machinery are running 


orders for 


higher now than any time in the 
last 18 months. Shipments in 1955 


may total $700 million 


5 Auto manufacturers turned 
e out 4.3 million passenger Cars 


and 625,000 trucks in the Januar 
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Editors 


This is an all-time 
first-half 


appeals 


June period 
cal 
the 
69 


ecord for 
output It 
will 


passenger 
that 
about 


now 


industry turn out 


million cars this year as well as 1.3 
million trucks. Auto production is 
expected to slow down because of 
high stocks in dealers’ hands and a 
slackening in consumer demand for 
the 1955 model. 
probably start off the assembly lines 
Retail sales 


for the full year are now expected to 


New models will 
is early as September 


run about 6.3 million units 


Output of auto and truck 
parts is up about 35' 
his 
out to be year on 
this So fal 
manufacturers are producing parts 
it a rate 15% 


yrevious peak year of 1950 


6. 


last 


turn 


OVC! 


year year could easily 


the best 


record for industry 
higher than in the 
| In the 
I; age of 
the 


with 


ist few years the average 
trucks 


ise of 


has not declined as in 
And 


higher industrial activity this year a 


passenger cars 
heavy load has been placed on truck 
lines to keep their trucks rolling 
(hus demand for replacement truck 


parts has been very heavy in 1955 


Railroad equipment produc 
about 40% 
last 


tion is currently 


than it was at this tim 





vear. However, second half opera 
tions will probably be better than 
the first half. Since the start of 
1955, new orders have run ahead of 
shipments, so backlogs on the books 
of freight car, passenger car and 
diesel locomotive builders have in 
This trend 
gests a somewhat higher output in 
the latter half of this year. 


creased steadily. sug 


Aircraft production has lev- 
elled off during the first six 
the 
expenditures for new aircraft will 
the half 
VCar, as will shipments ot civilian 


8. 


months of vear. Government 


probably rise in second 


uircraft. New orders placed recently 
for turboprop planes may also bring 
ibout additional upswing in activity 


in the aircraft industry by vear end 


Construction machinery 


9. 


good year 


manufacturers having a 


All types of excavating 


are 
machinery are 
So 
far this year, construction machinery 
the 
running about 10% 

Outlook for next six months 


ind road building 


recording gains over a year ago 
shipments, on average, are 
ahead of a year 
igo 
is just as bright as in past six months 
All kinds of 


industrial building, will continue to 
} 


construction, including 


recore or hold gains 


Farm machinery output 


10. 


turned upward in 1955 


definitels 
Shipments 
15% 


corresponding 


ind sales have 


tractors are nearly 
the 
Output during the 
1954 was 


vear-to-year 


of tarm 
higher than in 
period for 1954 


months of very 


last six 
poor, so on a basis 
farm equipment output may aver 
higher in Sales 


> higher with the rest 


we 2()' 1955 
run 10 
mto 


expected to occur despite the fact 


may 


going inventories This is 


that total farm income is expected 


to be down 5% this vear 


Office 


turers 


machinery manufac 
ll. booked 12°, 
more new orders in the first half of 
the 
If the present high 


have 


1955 than they did in first six 
months of 1954 

volume of activity continues in the 
last six months of the vear, this may 
turn out to be the best year on the 
record books of ofhce equipment 
manufacturers. In any case, new 
orders and shipments are expected 
to continue at very high levels for 


the remainder of the vear 


New orders for instruments 
12. and controls, so far this year 
have run a little ahead of a vear ago 
The big growth has been in data 
and nuclear 


process equipment 


radiation type control devices 
Several companies in the field have 
heavy back orders for special types 
Other 


held are 


of control equipment new 
the 


snaring 


companies entering 
having difficulty 
from the 

Substantially 
capital spending programs for the 
half better 


business for the instrument and con 


Dusiness 
the 


increased 


away old-timers” i 


industry 
she yuld 


second mean 


trol industry 


Electrical machinery manu 
13. facturers are looking forward 
to a higher level of business in the 
last six months of the vear than in 
the first half 
only slightly over 
1954. Whereas 
was down in 1954, it is now heading 


So it appears that for the year, 


Production increased 
the first half of 
the output trend 


up 
as a whole, output in this industry 


will run 5°, higher than in 1954 


Electric appliance produc 


14. 
first six months of 1955 than it was 
in the like period of 1954. Driers 


etting the pact this 


tion was 20°, higher in the 


ind ranges are 
veas 


held 


Retail sales of a ypliances have 
well 


p ver despite the 
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tremendous competition from the 
the 


dollar going to durable goods 


consunmici 
With 


a new round of substantial wage m 


auto industry for 


creases. consumers will have more 
money in their pockets than ever 
before in our history. By year end 
personal income may top $305 bil 
Thus, it is likely that appl 
ance sales and output will continue 
for the 


possible 


hon 


it relatively high levels 


balance of 1955 despite 


pr ¢ mecTeascs 


the radio and 


Uutput of 
15. television industry has held 
it extremely high levels during the 
first six months of the year. Nearly 7 
million ‘T\ 


sets were produced in the first sin 


million radios and 3.7 


months compared with 5 million 
radios and 2.8 million ‘T'V sets 
the 


Hloweve 


January-June period m 1954 


I'\ output schedulk Li 


being cut, more than seasonally 


because of inventory build-up. It 


now appears that output of at least 
1 million color I'V sets 1 another 


years away 


Petroleum refining opera 


16. 
first half of 1955 than in the first six 
months of 1954. Consumption ha 
been somewhat higher than output 


tions were 6%, higher in th« 


and stocks have declined slighth 
High activits 
have resulted in high consumptior 


Ihe 


of houses completed is near record 


levels of industrial 


of industrial fuel oils num be 


levels and. with colder weather than 
last vear. demand for home fuel oils 


is substantially higher Gasoline 
onsumption has also risen to keep 
pace with the number of additional! 
ars on the road. Industrial output 
is expected to average the same ot 
next six months, so 
for this 
Housing 


vear will probabh 
ii-time hich of 


better over the 
the outlook is 
segment of the 
thi 

the 


very good 
industry 

ompk tions 
fall short of 


Continued on page 204 





SALES QUIZ: Test your knowledge of . . . 


Products and Markets 





1. CHUCKS 


The first crude chuck is said to have been devised in 
the early 1800's. Today, chucks are used to hold work 
during all types of forming and finishing operations 
such as turning, boring, milling, and grinding. 

There are many types and kinds of chucks in mod- 
ern industry. Con you identify, and briefly describe, 
the five chucks illustrated above and at left? 





2. FILES 


A. Freddy, the file salesman, got a P.A. interested 
in his line, and was then asked, “What are the 
differences — if any— between American and 
Swiss pattern type files?” Freddy knew the 
answer. Do you? 

Like most good industrial supply salesmen, 
Freddy is always interested in finding markets 
for his lines. Freddy says, “Speaking of Swiss 
pattern files, I've found they are used a lot by 
jewelers, tool and die makers, model makers, 
and finishers of delicate instrument parts.” Do 
you agree? 

What is o “pillar” file? What kind of work is 
it designed for? 

Can you describe a “warding” file? Where 
would it be used? 
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3. SCREW CONVEYORS 


One of the many types of conveyors used in modern 
materials handling is known as the screw, or spiral, 
conveyor. Screw conveyors are used to handle mate- 
rials from A to Z—from alum to zinc oxide. 

Screw on your thinking cap and see how you stack 

up on the following questions. 

A. Charlie, the conveyor expert, says, “The maxi 
mum length of a screw conveyor depends upon 
the strength, or torque value, of its pipe and 
couplings.” Do you agree? 

B. According to Charlie, the power required to op 
erate a screw conveyor of standard design and 
pitch, under normal conditions, is governed by 
three basic factors. Do you know what they are? 
What other factors should be known to insure 
proper engineering of a screw conveyor instal 
lation? 


C. It is not necessary to clean thoroughly the 
pieces of metal to be joined. True 
False 
. A flux, usually in the form of a liquid or paste, 
is applied prior to soldering. Can you name 
three ways in which flux helps the soldering 
process? 








4. SOLDER & FLUX 


Soldering is the process of joining pieces of metal by 
fusing their surfaces together with solder. 
To fuse your sales efforts and results, how about 
soldering your attention to the following questions 
A. The solder chiefly used in soldering is composed 
of lead and zinc. True 
False 
B. The melting point of solder is about 500 deg F 
True 
False 





5. MOTORS 


Electric motors, chief source of mechanical power in 
the average plant, represent a vast potential for the 
industrial supply salesman. 
A. Marty, the motor salesman, claims, “Mines, 
flour mills, foundries, fertilizer plants and grain 
elevators are good markets for totally-enclosed 


or explosion-proof motors.” Do you agree? 


Why? 

‘When surrounding conditions are good—slight 
amount of free moisture and normally clean air 
—I recommend a splash-proof enclosure,” says 
Marty. What do you think of Marty's recom- 
mendation? 

“Flat and V-belt drives require initial tension for 
successful operation,” Marty points out. “And, 
as all belts stretch to some degree, there's a 
market for some means of taking up stretch by 
center distance adjustment. There are two 
common ways of accomplishing this by motor 
mountings.” What is Marty thinking of selling 
now? 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 102-103 





1. Chucks 


A. Standard four-jaw independent chuck. It is 
manually-operated and can grip work on O. D. 
or |. D. by reversing jaws. Though it permits 
accurate centering, even of irregular work, it 


requires time and skill. 
. Self-centering three-jaw chuck. Operates by 


means of a scroll plate rotated by any of three 
pinions. Separate jaws must be used for internal 
gripping. 

. Combination scroll chuck. This combines the 
advantages of both the independent and self- 
centering types. Jaws are adjusted individually, 
then closed and opened simultaneously. 

. Wrenchless chuck. Operates by pulling or push- 
ing the non-rotating lever. Particularly suited 
for chucking machines and for long work. 

. Jawless chuck. Compressive action of rollers on 
wall of the chuck body holds work and insures 
full contact on periphery of the work. 


3. Conveyors 

A. Charlie's absolutely right on this one. 

B. The three basic factors Charlie had in mind 
are: |. power to overcome bearing friction in 
hangers and end bearings, weight of conveyor 
per foot, and diameter of coupling; 2. the power 
to move the material forward in the trough and 
overcome friction between material, rotating 
screw and bottom of trough; 3. the efficiency 
of the drive mechanism. 

C. Other factors include: starting under load, ad- 
ditional power needed due to misalignment, 
tendency of some materials to adhere to flight- 
ing or trough, elevating material and additional 
thrust on inclined screws, any mixing operations 
that may be required, any other operating con- 
ditions not covered by the three basic factors. 
In other words, get the dope on all service con- 
ditions involved. 








2. Files 


A. Although some cross-sections of American and 
Swiss pattern types are similar, the shapes dif- 
fer. Freddy also pointed out to the P.A. that 
Swiss pattern file points are smaller, tapered 
files have longer tapers, and they are also 
made in much finer cuts. 

. Freddy's idea of potential for Swiss pattern files 
is correct. Actually, any customer who does 
superfine precision filing will have many uses 
for such files. 

. A pillar file has a rectangular cross-section like 
the hand file, but is thicker and not as wide. 
Though uniform in width, it tapers in thickness 
toward the point. It has one safe, or uncut 
edge, and is used by machinists for filing slots, 
channels, and keyways. 

. The warding file is rectangular in section and 
tapers to a narrow point as to width only. It is 
used primarily by locksmiths for filing notches 
in keys and locks and is particularly suited for 
other norrow-spaced filing where thicker files 
will not work. 


4. Solder & Flux 


A. False. Solder is an alloy of tin and lead. 

B. False. Melting temperature of solder is 401 
deg. F., which is lower than that of either lead 
or tin 

C. Couldn’t be falser! Metals should be thoroughly 
cleaned of all dirt, grease, rust or tarnish, and 
kept clean with fluxes. 

D. A flux helps the soldering process by 1. remov- 
ing the oxides, 2. preventing oxidation while 
work is being heated, 3. aiding flow of heat 
from soldering iron to work. 








5. Motors 


A. If you disagreed, you're off base. In the places 
Marty cited, moisture, dust and dirt of many 
types, and explosive atmospheres require the 
protection of totally-enclosed or explosion-proof 
motors for safe operation. 

B. Marty is off base this time. A drip-proof en- 

closure would be adequate for the conditions 
described. Splash-proof enclosure would be 
required if the motor was subject to actual 
splashing liquids. 
Marty is contemplating selling slide rails which 
enable the user to adjust the motor manually. 
He is also thinking of selling self-adjusting mo- 
tor bases which provide automatic center dis- 
tance adjustment. 
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STANDARDIZE ON “NATIONAL’’. 
... for the most complete line 


Because Nationa! makes the most complete line of fasteners 
produced by any single manufacturer . . . you can benefit by 
one-source buying of the highest quality fasteners. With the 
entire line packaged in sturdy boxes with color-coded labels 
for fast identification, you'll keep your stock handling costs 
to a minimum .. . another reason why it pays to standardize 


on National. 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


- 


OT > x 
aoe’ Fasteners f I. Hodel!l Chains 
& 
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MACHINE BOLTS 


Plow Bolts 
Rivets 

Wood Screws 
Machine Scews 
Nuts 

Cop Screws 
Tapping Screws 
Stove Bolts 
Cerriage Bolts 
Log Bolts 
Mactwne Bolts 


Cotte, Pins 


Chester Hoists 











U.S. TOTALS 


May 1955 
Compared with 
April 1955 


May 1955 
Compared with 


May 1954 


_ 











First 5 Mos. 1955 
Compared with 


First 5 Mos. 1954 











Compiteo sy InDUsTaAIAt 


WM 
+4% 


+14% 


+60% 





Supply Sales Trend 


Final Figures For May 1955 








May 1955 
Compared with 
April 1955 


May 1955 
Compared with 
May 1954 


First 5 Mos. 1955 
Compared with 
First 5 Mos. 1954 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL] ; 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


- 4% 
+ 4% 


+ 2% 


— 9% 
| 








+15% 


+10% 


+22% 


+12% 





6% 
- 3% 


3% 


4% 





INDUSTRIAL DISTRIBUTION * AUGUST, 1955 











ld 


Oster foursome helps you “=== 
“score” sales! | 


$, folder 
whole story °o* 
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. threadi 4 
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TRADE SHOW EXHIBITS 


Oster participates in many trade shows through- 
out the country. Here’s where your customers 
see Oster products in action. Here's another 
way Oster sends more sales to you! 


THE OSTER 
THREADING ENGINEER 


He's the man with all the threading 
facts, ready to serve you and your cus- 
tomers with sound advice and techni- 
cal assistance. And he can show you 
how to move pipe threading equip- 
ment fast! Call him up and talk it 
over now! 


MANUFACTURING CO. 
Main Office and Factory: 
2064 East 61st St., Cleveland 3, Ohio 


New York Factory Branch Seles and Service 


25. 6 Jackson Ave., Long Island City 1, N.Y 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Cont'd.) 





May 1955 
Compared with 
April 1955 


May 1955 
Compared with 


May 1954 


First 5 Mos. 1955 
Compared with 
First 5 Mos. 1954 











SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 


Oregon 
Washington 





EAST SOUTH CENTRAL 


+ 2% 


+270% 


+ 2% 


+ 14% 


+ 3% 








+19% 


+34% 


+ 27% 


+ 9% 


+32% 





+10% 


+ S% 


a 27% 


+ 2% 


+22% 
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this steam trap 
sales policy 
builds you greater profits 


@ Twenty years ago when the Yarway Impulse Steam Trap was introduced, a 
policy of selective distribution through Industrial Supply Houses was adopted. 








Today—more than a million Yarway Impulse Traps later—this policy of working 
with and protecting our distributors remains unchanged. 


The Yarway Impulse Steam Trap’s simplicity, small size and proven dependability 
... the fact that it is good up to its maximum pressure without change of valve or 
seat... that it has only one moving part—and trouble-free stainless steel construc- 
tion—make it an ideal product for Industrial Distributor merchandising. 


YARWAY IMPULSE 
STEAM TRAP 


4 


YARWAY 
FINE SCREEN 
STRAINER 


Attractive packaging for easy stocking and 
quick identification . .. consistent advertising, 
dealer helps and a strong field organization 
assisting distributors in serving their 
customers needs—ALL THESE MAKE THE 
YARWAY IMPULSE STEAM TRAP AND 
ITS COMPANION, THE YARWAY FINE 
SCREEN STRAINER, 

FAVORITE PROFIT PRODUCERS 

FOR INDUSTRIAL DISTRIBUTORS. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse steam traps 


FINE SCREEN STRAINERS 
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The Outlook For Business 





By The Economics Department, MeGraw-Hill Publishing Company 


VACATION TONIC 


HAPPINESS PHASE 


WORRINESS PHASE 


BOOM WILL LAST 


PROFIT IMPROVEMENT 


One of the fundamental laws of business economics, as applied to the Unite 
States, is that nothing important can happen between the Fourth of July an 


Labor Day, since most of the people who make things of major importance happen 
: dis 


| 
I 
| 
I 


are on vacation. However, the optimism pervading the recent mecting of 
tinguished group of analysts was, in itself, so striking that we have decided to pass 
along our impressions of these current business attitudes as a sort of tonic fot 


the vacation season 


It appears that the boom in business has now reached the “happiness phas¢ 
his is the phase in which businessmen are happy about sales because they arc 
increasing, and about costs because they have not yet increased very much. Banker 


ind corporate financial officers, are happy about the credit situation because moncy 


is easy enough for critics to blame the monetary authorities if inflation develop 


but the occasion has not vet arisen for the authorities to move actively against 
inflation—and so inconvenience everyone by really tight credit policies. Above 
all, businessmen are happy about profits, because they look so fine when compared 


with carnings based on a boom 


here is a strong suspicion that before 1955 is over, business will have entered 
the “worriness phase” in which executives complain increasingly about rising costs 
Also those concerned with budgets may have considerable difficulty in figuring 
out how 1956 can show the same gains in sales and profits as 1955. ‘The financial 
ommunity will be strained to accommodate mounting demands for borrowed funds 
So borrowing will cost somewhat more, in terms of interest, and will be consider 
ably harder to arrange. Starting in the financial district, there will begin to spread 
a vague foreboding that “this is too good to last.’ 

At this point, there will be nothing wrong with business activity or corporate 
profits People will begin looking for signs that there might be. And each sign 
will be attended by ominous statements that “this is it.” Such suspicions will 


merely indicate that the boom is really rolling 


It is, therefore, the prevailing opinion among our analytical friends that we are 
at least two stages away from the next period of declining business activity. In 
other words, the boom will last for all of 1955. The political stage in which it 
will become extremely difficult to tell what the actual state of the national econom 
may be—at least from published statements—begins in 1956. But all forecaster 
assume there will be strenuous efforts to assure that the business trend, as well as 
the political thermometer, keeps rising well into that year. 

We are glad to be able to report such pleasant expectations regarding th« 
business outlook. And we do so without qualms, for the facts—as well as we can 
discern them—support the expectations. During the next six months, busines 
sales and profits, employment and personal incomes will probably be the highest 
in the history of the United States. And as we pointed out last month, this 
economic progress is likely to be accompanied by progress in international relations 


that could mean lower taxes and higher real incomes throughout the world 


lhe improvement in profits is so striking that it deserves to be stated in detail 
to the credit of business management We are still among those who believe 
that a manager’s key job is to make a profit It is generally expected that cor 
porate profits (after taxes) will reach $21 billion for the full year 1955 (18% 
more than 1954). About $11 billion will be paid in dividends to stockholders, the 
highest total on record, and one of the highest proportions of net profits to be 


disbursed in the postwar period 
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ATKINS 
hy Wa pel eile), 
BAND SAW 








and somebody 
always asks why 


@ First, our metallurgical department was instructed to 
determine the right alloy. | | 


SECOND, our engineers drew on years of Atkins Saw 


know-how to enable them to specify the right cutting ¥\ | 
edge. ¥] 
Result, a tough band saw! ] 
Ask every customer to test Atkins Metal Bands. Let your ' ‘ 
customer determine for himself the superior qualities of } "| 
Silver Steel band saws. Properly heat-treated, uniform bi 
in quality, these saws make the tough jobs—easy jobs. ‘ 
hb 
THE ATKINS LINE ALSO INCLUDES: bh 
a) 
* power and hand hacksaw blades © carbide tip saws 
® segmental and solid metal saws © metal shear biades ‘ Lb 
® precision ground flat stock ® files 4 
y, 
There is action at yn 
vr 
7 
y, 
4 
4) 
SAW DIVISION y 


. 


: 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 














Manufacturers’ 


New... 


Training Programs « Displays - 





SALESMEN attending Allen Mfg. Co.’s factory training course listen and loo 


Lab Technician Gene 
research laboratory 


LeVasseur explains the Rockwell hardness tes 


, 


Allen Course for Salesmen 


Covers a Lot of Ground 


HUNTING LICENSE was given each salesman on conclusion of cx 


bearer to hunt for socket screw business and “‘vear-r 


Allen Mfg. Co., Hartford, Conn., 
has wound up a series of factory 
training courses which embraced 
every phase of the company’s rela 
tionships with distributors The 
last group to graduate from the 
school complete with “Sales Hunt 


112 





im 
entitling 


ind open season ¢ ting 


ing License” included 

salesmen from the eastern U.S 

Canada. 
During — the 


received both 


three-day 


they 


shop instruction in Allen's products 


Under M. R. Whig 


and policies. 


INDUSTRIAL DISTRIBUTION 


progt im 


C lassroom and 


ham, director of Allen’s distributor 
salesmen training program, the sales 
men were indoctrinated first on the 
company’s history, organization, and 
its products. Subsequent sessions 
included visits to the firm’s labora 
tories and factory to first 
hand production and research prac 


see at 


tices 

\ feature of the course 
series of lectures on ordering pro 
edure, with a visit to the packing 
Service 


was the 


ind shipping departments 
problems, sales policies, and pricing 
lectures by qualified 
Allen executives. Other topics in 


luded foliowing-up on inquiries, 


highlighted 


iles promotion aids 


New England Carbide Puts 
Tools in Colorful Packages 


New England Carbide Tool Co., 
Cambridge, Mass., has developed a 
v package for its products—car 
bits Its 
individually 


bide-tipped masonry 
Cyclo-Core”’ 
a kaged n red and vellow 
narked on the ends for shelf iden 


tihcation Cyclo-Twist” bits are 


bits are 
boxes 


icKaged in envelopes, one dozen to 


1 black and vellow 


[he 


yunter 


box 


firm also offers two fre 


made ot wood 


Cyclo-Twist 


displays 


ind metal—one for 
bits and the other combining both 
Cyclo-Twist Cyclo-Core. In 
iddition there displays 
for “Thunder-Twist” and “Thunder 
Core,” together kits 


ind a “do-it-vourself” assortment 


and 


ire counter 


various 


with 
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Packages « Films « Literature 


Permacel Has Display K&E Makes Rule Clear 
For Its Masking Tape 





Permacel ‘Tape Corp., New Bruns- 
wick, N. ]., has developed a point 
of-purchase masking tape display. 
Designed to carry 12 rolls of the 
firm’s masking tape, each wrapped 
in a sleeve and cellophane, the 
display is recommended for counter 
use 
The company has also issued a 
four-page illustrated brochure entit 
led “Faster, Easier Produce Pack 
aging,” describing how self-sticking 
tapes save money and time, and 
result in more efficient produce 
packaging The publication de 
scribes a two-step procedure for 
filling plastic bags with produce 
and sealing them at the rate of up to 
30 per minute with the firm’s ee 
“Permacel 727 e 
KEUFFEL & ESSER, Hob 
W vtefa und “Mighty W 


’ 





Maurey Catalog Covers stip” fractional ho 


V-Belt Drives eavy-duty “Multiple 
ach type of V-belt 
Mau | 


to its construction 
General sections de 
tenance of V-belts, meas 
installation of the firm 
belting. mstructions on 
belt length. oil- and |! 


maurey qualities of V-belts, et 


mor-grip 


Winter Brothers Issues Fiberglas Display 
Catalog On Its Gages Takes to the Road 


Winter Brothers Cx Rochester. a Owens-Coming Fibs 
Mich., has issued a catalog (no. 2 l oledo, O., 1s sending a tru 
illustrating its “Balanced Action Ber ove cross the country showing 


threaded and cylindrical plug and 4 if the firm’s insulstion pr 





rage ind showing current net ustrial mamtenance 


ill stock item Informa 
luded Continued on page 
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throttled steam 


valve-killing 
“vapor drill” 


© 


% 


LOOK INSIDE any valve that has failed in close-control steam 
service. Seating units are scored and grooved beyond repair. 
Called “wire drawing” or erosion, — it’s proof that closely 
regulated steam acts like a “vapor drill”, which quickly knocks 
out ordinary valves. 

Jenkins Plug Type Valves have been engineered in every 
detail for maximum wear in such valve-killing service. The 
stainless steel Armor Seat defies the “vapor drill”, and Jenkins 
quality throughout gives them top rating for wear-proof and 
trouble-proof performance. 

Make your own test . . . in your toughest steam service . . . 
or anywhere that abrasion or erosion causes frequent valve 
failure. Compare, part for part, with any similar valve. You'll 

BY-PASS LINES find that, again, Jenkins extra value pays off in longer life and 
lower maintenance cost. 


INJECTOR 
For any close-control — 
~~ BLEED STEAM 


steam service te CONOENGATE RETURN 
For best resistance 
to abrasion BLEEDERS 


THROTTLING 
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JENKINS DISTRIBUTORS 


have an unlimited market for 


JENKINS BRONZE 
PLUG TYPE VALVES 


with the 


500 BRINELL 


STAINLESS STEEL 


bemot Fett 


Jenkins advertising carrying the 
message shown on the opposite page is 
appearing in current issues of 20 leading 
magazines. 

It is additional, intensive promotion of 
the Jenkins Plug Valves that are scoring 
a high level of interest and action among 
valve buyers everywhere. 

The market for these valves is prac- 
tically unlimited . . . a market that will 
pay rich rewards for steady sales effort. 

Again, Jenkins provides valves that 
take top-rating by any test, plus full-scale 
promotion, to build more business for 
Jenkins Distributors. Jenkins Bros., 100 
Park Ave., New York 17. 














JENKINS 


LOOK FOR THE JENKINS DIAMOND 


VALVES=@ "=." 


NEW PLUG VALVE FOLDER, 
Form PVM, now eveilaeble to all 
Jenkins Distributors, imprinted, for % 


local moiling. 
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Distributors 


Award Recognition Week 


Products of 15 award-winning manufacturers to be 
pushed by distributors during week of Aug. 15; Quar- 
ter million pieces of promotional literature ordered 


Sponsor 


Manufacturers who won advertising awards at the recent Cleveland 
convention will have their products pushed by their distributors during 
the week of August 15. The awards were sponsored by the Joint Advertis 
ing and Awards Committee of the National and Southern Associations 


and were set up to give recognition 
to manufacturers who in their adver 
tising and promotion material set 
forth the plus values or benefits 
consumers receive in buying from 
industrial distributors. 

“This is the fourth year the asso 
ciations have made awards to manu 
facturers who have told 
their advertising of the quality dis 
tribution behind their products,” 
reported John Williams, Mau-Sher 
wood Supply Co., Cleveland, and 
Joint Advertising and 
\wards Committee, in an interview 
with I. D. editors. 

“In the past,” Mr. Williams 
stated, “distributors have thanked 
manufacturers for their cooperation. 
This time going to say 
‘thanks’ with added sales and with 
for the manufacturers’ 

We are putting more ‘on 
the line’ than words. During Award 
Recognition Week, distributors and 


users in 


Chairman, 


we are 
orders 


products 


their salesmen will give an extra 
push to the sale of the products of 
award winners. This is certainly a 
more tangible evidence of our appre 
ciation. We hope it will stimulate 
other manufacturers to cooperate in 
this advertising of the 
Associations. 
“Distributor 
Award Recognition Week is wholly 


program 


participation 


voluntary,” Mr. Williams said. “The | 


idea is simple. During the week, 


outside salesmen, telephone sales 


116 


in | 


men and counter salesmen will dis 
| tribute manufac 

turers’ promotional literature and 
| talk 
products 
of a million pieces of promotional 
material have ordered 
advance by distributors for use dur 


award-winning 


about these manufacturers’ 


Approximately a quarter 
been in 
ing this week. 
“Obviously, not all 
members of the two 
are on record as participating in the 
program,” Mr. Williams 
“Some distributors had their own 


distributor 
Assoc iations 


asserted 


promotional activities scheduled in 
advance of the announcement of 
this program. Others will partici 
pate although they did not order 
literature at this time from manu 
facturers. In the case of our own 
firm, we only ordered literature from 
two of the four award winners we 
represent. We already had expen 
sive promotional literature from the 
other two in stock, which we will 
use. You can be sure, however, all 
four will get a push by our men.” 
The 15 award-winning manufa 
turers whose products will be pushed 
by distributors in this program are 
B. F. Goodrich Co.; Goodvear 
lire & Rubber Co.; Jacobs Mfg. Co: 
Keystone Lubricating Co: New 
York Belting & Packing Co.: Nichol 
son File Co.: Norton Co 
Rubber Division, Lee Rubber & Tire 
Republic Steel Corp 





Republic 


Corp.; 
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MANUFACTURER 











Woodbury & Co., 
Sold to Adsco Firm 


Woodbury & Co., Portland, Ore., 
ind its three subsidiaries have been 


| purchased by Adsco Northwest, Inc., 


| a new corporation formed by Adsco 





| 


Industries, North Tonawanda, N. Y., 


manufacturer of steam expansion 
joints 

The sale W oodbury’s 
five-story headquarters; the Eugene, 
Ore, branch warehouse; the lease on 
the Woodbury Medford quarters, 
ind space in a shipyard plate shop 
n Portland. Woodbury 
Co., Portland, was also sold, but its 
building will the 
Woodbur 

J. 
president of Adsco Northwest, said 
the Woodbury 


continue under present names with 


involved 


Hardware 


be retained by 
interests. 
Snodgrass, executive vice 


companies would 


out changes in operation or pet 
F. Holcomb, Woodburn 


who 


sonnel. F 


vice-president has been 3 
vears with the firm, becomes general 
manager of Woodbury & Co. and 
vice-president of Adsco Northwest 
Sid Woodbury, th 


firm 33 years ago, will continue in 


ag 


who founded 


in advisory capacity for the present 


Added 
Supply 


Department 


The Co of 


California has established a refinery 


Republic 


sales departr ent which will service 
petroleum industry customers on the 
West Coast. The department is 
under the general direction of 
Glenn E. Pitts, vice-president-mana 
ger of oil field sales, and is headed 
by Joseph W. Coffy, with Chet W 


Horstmann as assistant 


Simonds Saw & Steel Co.; Standard 
Pressed Steel Co.; L. S. Starrett Co 
Sterling Grinding Wheel Co.; ‘Tor 

gton Co.; 


Tube Turns, lh 





Bluefield Supply Names New Company Heads 


Stepping down as president of the 
hairman of the 


And ™ 


and taking over as board 


H. D 


held S ipply 


Methods Committee 
Named by Association 


I'he National Association has 
appointed a Modern Methods Com 
mittee under the chairmanship of 
P. IT. Demming, The Hardware & 
Supply Co., Akron, Ohio, to investi 
means and for 


gate equipment 


reducing distributors’ operating 
costs. 

For the past five years net profits 
have declined, and in 1954 dropped 
to a dangerously level,” Mr 


Demming stated in a letter to th 


low 


membership 

He cited as current problems the 
cost of handling papers, small orders, 
the handling of merchandise, sales 
expense and salesmen’s costs, im 
proving inventory controls and keep 
ing freight charges to a minimum 


Athol Machine 
Acquires Zit Line 


Athol Machine & Foundry Co 
has acquired exclusive manufactur 
ing and sales rights of the Zit Tool 
line 

Zit Tools, which have been sold 
in the New England area since 1945 
will now be sold nationally through 


industrial distributors 


| 


Lon M 


n, of Rish Equipment (¢ 


ld Supp 
RK two 


Blu 


Iwo heads have 
been named by the Bluefield Supply 
Co. organization, Bluefield, W. Va., 


following the retirement of Lon M 


hicw company 


Rish after 25 years as president 
Succeeding Mr. Rish as president 


| of Bluefield Supply and its sub 
sidiaries, Dixie Appliance Co., Clark 


Stores and Counts Automotive 
Supply Co. is | 
vice-president and general managet 
for the last ycars H. D 


Anderson succeeds Mr. Rish as head 


lavlor Frazier, first 


several 


| of Rish Equipment Co 


Mr. Rish becomes chairman of 
the board of Bluefield Supply and 
Mr. Frazier 

H. L.. Whitenack has been named 


vice-president and treasurer of the 


vice-chairman 


parent organization and Harry H 
Lawson vice-president and secretary 


Mr Rish l 


who came to Bluefield 


| Supply in 1928, is among the first 


employees to retire under a new 


pension plan he organized four 


years ago making retirement at 65 


Dexter M. Keezer, 
McGraw-Hill Economist, 
Gets Clarkson Degree 


Dexter M. Keezer, vice president 
and director of the Department of 
the McGraw-Hill 


Was an 


Economics of 


Publishing Co., awarded 
honorary degree by Clarkson Colleg« 
of Technology at its commencement 
exercises in Potsdam, N. ¥ 
The citation the 
Doctor of Letters, 


Dr. Keezer's accomplishments dur 


for degrec 


Humane listed 
ing a career of public service, teach 
ing and journalism 

In letter of 


termed the honor in part 


he 


his acceptance, 


a Tocoyr 
nition of the cooperation my Mi 


have wided 


Indus 
it 


Graw-Hill associates pre 
in getting a special course im 
trial Distribution imaugurated 
Clarkson 
\. M. Morris, publisher of INpus 


rRIAI W alter 


He cited work done by 
DisrripuTION, and 
Crowder, I. D 

Dr. Keezer is 
of Reed College in Portland 
issociate editor of the 


| 


ca on 


editor 

a former president 
Ore 
and one-time 
Baltimore Sun 


the faculties of four univer 


He has ser 
ties and 
of book 
He has been deputy 
Office of Pt 
economi advisor 
Government's Mi 
Affairs, and Publix 
National War 


is the author of a number 
On CCONOTHICS 
administrator of the 
Administration 
for the 
Kconomi 
ber of the 
Board 


ion for 
Mem 
Labor 





| obligatory 


Heads Technical Council 
Albert Gille, sales engineer wit 

R. C. Neal Co., Buffalo, N. Y. ha 

been clected president Technical 


Societies Council, Niagara Frontier 


Dexter M. Keezer 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ——j> 





W.T. Andrews, Ohio Injector Hold Meeting 


Cuan 4 


Distributor sales meeting at Detroit Country Club recently brought together thi 


group from W. T. Andrews, Detroit 
lined product line, policy and sales hel 


Somers, Fitler & Todd 
Honors Veterans on Staff 


lodd Co 


buttons to 


Fitler & 
recently awarded service 


Somers, 


eight employees 
KE. | 


charge of sales, was honored for 45 


Alberter, vice president in 


years with the 


H. | 


button 


service company 


Werner received a 35-year 

Pins were also awarded to Jean 
Wallace, L. C. Banner, A. J. Mitsch 
and John Ferguson, for 10 vears’ 
service, and to Julia Feth and Joseph 


Daily for 5 vears 


New Chamber Head 


James E. Seaman, general manager, 
W. L. Smith Co., Newburgh, N. Y 


has been elected president of th 
Newburg Chamber of Commerce 
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md Ohio Injector Co 
s in detail, using exhibits and kits 
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Manufacturer out 


William S. Roe 
Names Manager 

William S. Roe Division of 
Charles F. Guyon, Inc.. 
N. J., has appointed Ralph ¢ 


as manager. 


Harrison 
Bell 


formerly with |] 
York City, 


several years in 


lle was 
Bros., New 
worked for 


ypping 
where he 
export 
sales, and with Bros 


lool Co 
i 


Armstrong 


Warren & Bailey Buys 
Spurgeon & Smith, 
San Francisco Firm 


Warren & Bailey Co., Los Ange 
les, has purchased all the assets of 
the industrial supply firm of Spur 
geon & Smith Co., San Francisco. 

The Spurgeon & Smith Co. name 
has been changed to Warren & 
Bailey Co. and Clifford Spurgeon 
has been appointed genera! manager 
of the former Spurgeon & Smith 
operation. Warren & Bailey will 
expand the San Francisco facilities 
by constructing a new, larger ware 
house in the Bay Area, officials an 
nounced. A number of new lines 
will be added 

Spurgeon & Smith was originally 
founded by Warren & Bailey 25 
years ago. 

Warren & Bailey 
Angeles, San Fran 


now has ware 


houses in Los 


cisco and San Diego 


Named by Chamber 


Roy C 
Borg-Warner Corp., has been re-ap 


Ingersoll, president of 


pointed chairman of the Manufac 
ture Committee of the Chamber of 
Commerce of the United States 


E. F. McCarthy Co., Inc. Formed in Buffalo 


McCarthy, former 
Beals McCarthy & 
Buffalo, N. Y., has 
innounced the formation of E. | 
McCarthy Co., Inc 
warehouse located at 456 
Ave., Buffalo 

Mr. McCarthy is president of the 
Other officers are Harris 
McCarthy, vice president; George 


Eugene | 
president of 
Rogers, Inc., 
, with offices and 


Hinman 


new firm 


J]. Weimert, secretary and sales man 


ager; and Edward K. Hirsch, trea 
surer 

Robert A. Staffan has been named 
and Glen R 


Wilson, sales 


purchasing agent, 
Hine and Lawrence ‘| 
engineers 

Sales representatives include Fred 
C. Videan, John A. Mason and 
William A. Lockwood 
The new firm will distribute a 


AUGUST 


1955 


Eugene F. McCarthy 


diversified line of industrial supplies 


ind equipment including cutting 


tools, electric tools, abrasives, hoists, 


ises, wrenches, hand tools and 


rcw produc ts 





Chicago Group 
Elects New Slate; 
J. F. Bennett President 


J. Fk. Bennett, Couch & Hevle. 
Peoria, was elected president of the 
Chicago Distributors’ 
Association at a recent meeting. He 
succeeds Leonard L. Dietz, Dietz 
Industrial Supply Co., Aurora. 

P. Schwann, Sterling Products 
Co., Inc., 


president 


Industrial 


Chicago, is the new vice 
B. O. Schmaling, Factory 
Supplies Co., Rockford, was elected 
Re-elected 
Lew Gilbert, Screw Machine Supply 
Co., and H. M 
Inc., Chicago 


director directors are 


Taylor, Supplies, 


J. F. Bennett 


Sterling Products Honored by Supplier 


Plaque marking 
Fred C. Nelms, Jr., National 
Products Co., Chicago 


A. W. Baldock To Head 


lowa’s First Products Show 


\. W. Baldock, vice president of 
Globe Machinery & Supply Co., 
Des Moines, has been appointed 
chairman of lowa’s first full 
Show set __— for 


scale 
Products next 
November 

Sponsored by the Purchasing 
Agent's Central 
lowa, the exposition will feature 


Association of 


exhibits of approximately 150 manu 
factures and suppliers of products 
for lowa industries 


New Orders Hit Post-Korea Peak 





-—---- 








NEW ORDER INDEX 
INDUSTRIAL SUPPLIES 
AND MACHINERY 
RAY 1948 100 
\Tempororily discontinved 
from June S$! te July “52! 


ereretore, 


- #04 





O47 068 be eye 
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gerne eret ens, gabe eay s 
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1949 1950 195) 


1952 


~ 


1953 1954 1955 





Highest poimt sin the 
thon new order dex 


191.6, almost twice that 


i of the bas 


Korean War was reached im May by the 
of industrial supplies and machinery 
month 


American Associa 
The index stood at 


July 1945 


20 years’ as National Twist distributor was presented recently by 
I'wist Drill & 


lear Sterling 


Tool Co to W ¢ 


Van Norman Co. 
To Buy Super Tool 


Van Norman Co. of Springfield 
Mass.., 
to buy Super lool Co 

Super Tool, with 
Detroit and Elk Rapids, Mich 
makes a line of carbide tools. Van 
Norman Morse ‘lI wist 
Drill & Machine Co. of New 
ford, Mass 

James Y. Scott, president of Van 
Norman and Morse, will take over as 


has completed negotiations 


factones mm 


also OWT 


Bed 


chairman of the board of Super 
lool 
as president, and Kenneth R. Fisher 
Super 
Myers, vice-president and 
Morse 
assume the duties with Super 
lool. Hunter G. Trotter 


to the executive vice-president and 


Gordon Birgbauer will remain 


as sales manager of lool 
Charles | 


director of will 


sales at 
Sanne 
issistant 
general manager at Morse, becomes 
coordinator of production between 
Morse and Super Tool. No other 
personnel changes are planned, it 


was announced 


American Association 
Gives Clarkson Grant 


Clarkson College has received a 
grant of $3,000 from the American 
Supply & Machinery Manufacturers 
Association for use in furthering the 
college's course in Industrial Dis 


tribution 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ——aD> 





American Crayon Celebrates Anniversary 


, ' 
} 


Diorama is one of nine being shown by American Crayon Co. de picting the origi 


and highlights of its product rhe 


American Crayon Co. is exhibit 
ing nine shadow-box dioramas on 
its products and history at conven 
tions this year to celebrate its 120th 
ynniversary. 

Processed stick chalk was first 
produced in the kitchen oven of 
W. D. Curtis in 1835 in Sandusky, 
Ohio, and the company was 
launched the same year. Carpen 
ter’s chalk was first produced by 
the firm in its Civil War plant, and 
in 1862 marking crayon for tailors 
was in general use. Crayon was used 
for marking railroad cars with in 
spection data beginning in 1878 
The progressed and 
expanded with increasing industrial 
use of marking materials 

The firm's 
consists of nine dioramas depicting 


company 


anniversary exhibit 


historical eras and uses of its 


products. 


Tidewater Supply 
Names Division Head 


Tidewater Supply Co., Norfolk, 
Va., has appointed S. T. Wiggins 
manager of the Asheville Machinery 
Division succeeding W. H. Stewart 

Mr. Stewart has been named man 
ager of the company’s new branch 
at Greensboro, N. C., which opened 


in July 


ADDITIONAL NEWS STARTS ON PAGE 


( ompany 


] 


was founded 120 years ag 


Detroit Ball Bearing Co. 
Opens West Side Branch 
To Expand Operations 


| Detroit Ball Bearing Co. of Michi 

| gan has opened a new West Side 

| branch office and warehouse at 
25345 Plymouth Rd., Detroit 

| Alvin A. Doherty, who has been 
associated with the main warehousc 

industrial sales division, will manag« 

Assisting him in 


oO 
—< 


the new branch. 
customer contacts will be Walter | 
Boese and Louis J. Brennan 

The new building has 4,000 sq. ft 
and paved parking lot for customers 
lhe firm operates its central opera 
tion in Detroit, and maintains an 
East Side 
branches in 





also as well as 


Michigan 


branch 
nine other 


cities. 


Lunkenheimer Honors Retiring Vice-President 


Burdorf 


seTVICce is co 


enter 


Harry A 


years’ 


Harry A. Burdorf, who first wen 
to work for Lunkenheimer Co 
the summer of 1905 and has been 
vice-president in charge of sales since 
1940, was honored recently by fellow 
company officers on his retirement 
after a half-century 

Mr. Burdorf joined the company’s 
Tool Design Department after 
graduating from the Ohio M« 
chanics Institute, transferred to sal 


d repre 


of service 


a vear later and worked as 


inkenheimer Co., who retired after 


dents | P. and H. I 


Lunken 


entative in Cleveland and Minne 
He was elected sales man 


’ 
iIpols 
9?? 


wer in 1922 

Bickford & Francis 

Names Vice-President 
Bickford & Francis Belting Co., 

Buffalo, N. Y.. appointed 


Richard G. Williams as vice-presi 


Mor 


has 


ent succeeding Frederick ( 


who has retired 


164 





Yale hoist handles vital 
aircraft parts in 1550 F heat 


YALE Electric Cable King—the world’s hardest- ated by an “O” ring, that prevents air-cooling of 
working hoist—takes on another difficult assignment. _ vital parts during quench if electric power should fail. 
This time, it’s for Metallurgical, Inc., metal treating Offer your customers this rugged, precision-built 
specialists of Minneapolis, Minn. Cable King lowers _ hoist. Can be used in mills, foundries, forges, machine 
a 2600-lb. load of steel aircraft parts into a radiant shops—wherever continuous heavy-duty work cycles 
tube pit-type furnace, holds it in the intense heat, are required. And the Cable King needs no time out 
quickly lifts it free. Especially important to Metal- for cooling, since exclusive YALE air cooling and 
lurgical are Cable King’s (1) smooth push button load brake lubrication dissipate heat speedily and 


operation, (2) manual release feature, easily oper- thoroughly. Capacities range from “% to 15 tons 


YALE 


INDUSTRIAL LIFT TRUCKS AND HOISTS 


*Reg. U..S. Pot. Of. 


Gas, Electric, Diese! & LP-Gas Industrial Trucks * Worksavers * Warehousers * Hand Trucks * Hand & Electric Hoists 
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Price Index for 19 Product Classes 


(194749— 100) 


% Change 
May Apr. May From 
55 "54 Year Ago 


bd nll ome 


NAME OF PRODUCT CLASS 


Abrasive Products 117.1 117.2 116.9 +-().2 


Cutting Tools 126.0 121.6 +$8.1 


Fans and Blowers 143.6 143.7 0.1 


Fasteners 155.6 153.9 +.) 


Incandescent Lamps 147.2 136.9 


Industrial Rubber Products 135.7 135.7 127.6 
7 71. 72.8 


7 


Lubricants 
Materials Handling Equipment 134.7 134.: 133.9 
Mechanics Hand Tools 146.8 146. 139.0 


(Files, saw blades) 
Metalworking Accessories 137.6 137.6 127.8 
Motors 109.6 109.6 114.4 
Paint 114.8 114.8 112.8 
Portable Power Tools 120.6 120.9 118.2 
Power Transmission Equipment 137.7 137.5 133.1 
Precision Measuring Tools 128.8 128.8 118.3 
Pumps and Compressors 134.9 134.9 132.0 
Steel Products 144.8 144.8 140.8 


(Pipes, bars, nails, wire rope, etc.) 


Valves and Fittings 136.1 136.2 131.0 


Welding Machines 129.2 129.2 124.3 
(Equipment, rods) 


Total Index 132.9 132.3 128.3 


Source: Bureau of Labor Statistics and Industrial Distribut 
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Key executives of companies throughout the country 
have voted 5 to 1 for Lyon! They have given Lyon 
more first choice mentions than the next thirteen 
manufacturers combined! 

A nationally known research company compiled those fig- 
ures when they asked key men in 5,000 companies this 
question: 

“If your company were in the market for steel 

equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers would 
you consider?’”’ 
Your nearest Lyon Dealer offers the world’s most diversified 
and most preferred line of quality steel equipment. (A few 
are shown below.) Equally important, he can show you 
how to get the most out of steel equipment in terms of 
time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 853 Monroe Ave., Avrora, Ill. 
Factories in Avrora, Ill. and Yerk, Pa. 


8 
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A PARTIAL LIST OF LYON STANDARD PRODUCTS 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Conveyor Repair 
Easily Applied 
Self Vulcanizing 


rubber 
repair 


REMA. self 


material is 


vulcanizing 
repair said to 
damaged areas of conveyor belts by 
scaling with an abrasive resistant 
cover stock patch 

Said to seal out moisture, reduce 
mildew, rot and deterioration, it 
is also recommended to cover metal 
belt fasteners 

It is available in introductory kits 
or parts separately 


Flexible Steel Lacing Co., Chicago 


Abrasive Wheel 


Efficient Polishing 
Of Complex Contours 


‘Kon- Toor’, a new type of wear 
able coated abrasive contour wheel, 
is said to offer the following advan 
tages automatic 
production rates: fine finish on in 


for polishing at 
maintenance of 
original contour life of 
wheel, climination of one or more 
buffing stations, minimum down 


time. 
Wheels are 


volved contours, 


through 


17-in. in diameter, 


124 


2 to 7-in wide, and may lx 


from 2 
ganged for greater width 

Abrasive cloth used is Durite (si 
or Metalite 
oxide) in grit range from 120 to 40) 


] 
i 


i 


con carbide aluminum 


Recommended wheel speeds range 
between 1500 and 2400 rpm 


Another new product announced 


by the company is No. 252 
Cat Tape, a 
paper 


to flexible plasti 


remtor 


filament 


colored tape said to 


surfaces 


resid Cc OI 


firmly 
without risk of leaving 
discoloration. 
Behr-Manning Div. of 
Troy, N. Y 


Vorton Ce 





Band Saw Blade 


Positive 
Rake Teeth 


Known as the Lenox Hook-Tooth 
blade 


nfer 


blade, a new band saw 


recommended for cutting n 
rous metals, wood and plastics, has 
been developed 
According to the 
positive rake teeth have a forward 
hook mto 


with ind 


manutacturer 


inclination, themselves 


work, cut greater case, 
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the blade to take higher 


utting feeds 
\vailable in $ to 1-in widths, from 


enable 


to 6teeth per in., packaging in 
S00-ft coils, 


length 


100, 250 and 


ludes 


ilso blades cut to and 
welded 


American Saw & Mfg 
field, Mass 


Co., Spring 


Hand Truck 


Takes Loads 
To 1000 Ibs. 


lifting 
with its four inch hydraulic lift being 


Featuring faster speeds 


- 


achieved by three lifting strokes, a 


T 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





truck has been made 


available to suit the needs of piece 


new hand 
rate workers handling light loads. 
In outward design the truck 
resembles the company’s present 
H20P model of 27-in fork width and 
48-in fork length. It is constructed 
to handle either single or double 
faced pallets 
The Yale & 
Philadelphia 


Mfg. Co., 


] owne 


Chucks 


With Either 
2 or 3-Jaws 


Two new sizes in air chucks, 6 and 
8-in., designed for smaller lathes, 
automatic and screw machines, have 
been added to the company’s line 

The new chucks feature the com 
Adjust Tru feature 

kevwavs All 


two 


pany s and 


hardened sizes are 


available with either jaws O1 
three jaws 


Buck Tool Co., Kalamazoo, Mich 


Set Screws 


Fit Better, 
Hold Tighter 


Unbrako socket-head set screws 


that can be tightened up to 40% 


tighter have been developed by the 


manutacturer 

Called precision, high-torque set 
screws, the new steel fasteners—in 
a complete range of sizes from No 
said to 


ind wear life 


0 up to lan diameter—are 
feature greater rc-s¢ 
greater holding power and better 
more uniform ht 

Standard Pressed St 


town, Pa 


el Co., Jenkin 


Power Gun 


Saves Six Man-Hours 
Per 25 \Ib.Pail Lubricant 


Pumpu g directly from original 25 


or 35 Ib. pail of lubricant, a new 


tl AA 


. 3a \ 


portable power gun, Model 711-11 
is said to deliver 144 oz. of lubricant 
per minute 
\ six-foot 
“7.” swivel and control valve, and a 


high pressure hose, 


rubber-grip handle are features of 
the unit which weighs 124 Ibs 
Alemite Div., Stewart-Warner 
Corp., Chicago 


Motors 


Corrosion-Resistant 
Cast Iron Frames 


and 


Newly cd 


explosion proot 


ned standard 
totally 


motors, featuring improved winding 


cri losed 


insulation and heavy duty ball bear 


igs, have been announced 


Features claimed include: grease 
fittings at top and bottom of bearing 
housings; running shaft seal on each 
end of fan-cooled motors and on 
drive end of non-ventilated motors; 
pressure-cast aluminum squirrel-cage 
rotors dynamically balanced 

Wagner Electric Corp., St. Louis, 


Mo 


V-Belt 


Operates At Room 
Temperatures to 180 Deg 


Developed for use in baking, cof 


fee roasting, candy and chemical 


Continued on page 131 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGE 131 














eee a | PERFORMANCE 


Taps with these four craftsmanship-qual- 
ities will deliver it—All Winter Taps Have It. 
They are sold exclusively by Winter Distributors 


EXACT FLUTE SPACING 


is the first funda- 
mental of Bal- 
anced Action, it { 
is accomplished 






by precision in- 
dexing 


UNIFORMITY OF FLUTE CONTOURS 


is essential, of 


course. You can't << 
get Balanced ’ 


Action without it. 
PRECISION CHIP DRIVER CONTOURS 
ore exact to size, , 2 : 
shape, and posi- — 
tion—formed to ; — 
give the finest 
f P 
CHAMFERS: | 


performance 


niin 


ACCURATE AND CONCENTRIC 


By holding : 
shank, cham- Se | 
fer, and 
thread con- 
centricity to 
very close 


= Mamma (CCU 


limits, hole- 


accuracy is 
assured 


WINTER GAGES 
plug and ring, thread and plain 
are mode with “Balanced Action” 
accuracy 


All Winter advertisements say 


oy “CALL YOUR WINTER BROTHERS COMPANY, Rochester, Michigan, U.S.A. 


WINTER Distributors in principal cities. Branches in New York + Detroit « Cleveland + Chicago 


Dallas « San Francisco + Los Angeles « Division of National Twist Drill & Tool Co 


DISTRIBUTOR" 














When you offer your customers saws 
with the bite that’s right... 


—you're selling smooth tool performance, with no binding, no scoring. National 


Cutting Tools have a solid reputation for keen, durable cutting edges. This reputation 


gives National distributors the edge . 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal cities. Branches in New York 
Detroit + Cleveland + Chicago « Dallas + Son Francisco + Los Angeles 


* REAMERS + COUNTERBORES + MILLING CUTTERS - 





4" Notional odvertnwements say 


“CALL YOUR 
NATIONAL 
DISTRIBUTOR" 


TIPPED AND SPECIAL TX 





TELEPHONE DIREC TOR) 


a 


Bes. 
| 
|=e Se 
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Advertise in the ‘Yellow Pages’ 
of telephone directories. | Nearest Distributor 


In The 
A trained ‘Yellow Pages’ representative wili be glad ‘Yellow Pages’ 
to show you how to reach buyers of industrial r 
products and services and ring up more sales for you. 


Find Your 
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SSAGE TO AMERICAN 


INDUSTRY ® ONE OF A SERIES 


Lagging Public Construction — 
A Spreading National Blight 


The most recent editorial in this series dealt 
with the plans of American industry for expand- 
ing and modernizing its plant and equipment 
over the next four years. These plans call for 
the expenditure of $113 billion over that period. 
There isa good prospect that the money to carry 
them out will be available. If the plans are car- 
ried out, manufacturing capacity at the end of 
1958 will be double that which existed at the 
end of World War II. And this industrial plant 
will be modernized. 

In sharp contrast to this picture is the condi- 
tion of our public plant and equipment — the 
roads, schools, water supply, health and sani- 
tation facilities upon which industry, as well as 
the average family, depends. According to a 
recent estimate by the Twentieth Century 
Fund, the people of the United States must 
spend almost $100 billion on new public 
works projects during the next five years 
merely to meet the minimum needs of our 
growing economy. 

Other estimates by the President's 
Council of Economic Advisers, by state 
agencies and by private construction econ- 
omists all show the same condition: a stag- 
gering need for public works. Yet no steps 
have been taken that even offer a promise 
of closing the gap between the public facil- 
ities we are building and the greater facili- 


ties we really need. 
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How did we come to let our public facilities 
fall into this sorry state? Here are some of the 
reasons: 

(1) During the years of depression and 
war, from 1930 to 1945, these facilities were 
neglected. New construction declined, and 
even maintenance was cut, 

(2) Since the end of World War II, in- 
creased construction costs have made it 
dificult for communities to get the needed 
construction with the funds budgeted in the 
past for that purpose. 

(3) The great postwar upsurge in popu- 
lation, and the spreading of our population 
into new areas, has created a huge demand 
for additional community facilities before 


the neglect of earlier years could be made up. 


Responsibility Divided 


Now the need for more public construction 
has become apparent to everyone, on jammed 
highways and in over-crowded schools, But, un- 
fortunately, the responsibility for doing some- 
thing about this situation cannot be so clearly 
fixed as can the responsibility for maintaining 
industrial facilities. A business firm must ex- 
pand its capacity when markets are growing or 
lose its trade position. It must modernize its 
plant and equipment or be undersold by more 


efficient competitors. In the case of public facil- 
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ities, there is no such competitive incentive. To 
be sure, a city or state may lose population and 
industries if its public facilities are inadequate. 
But such shifts are very slow to take place and 
difficult to relate to any specific public program, 
or lack of it. 

Moreover, the responsibility for constructing 
public facilities is divided between state and 
local governments and federal authorities. 
Within each of these governmental units there 
are specialized bureaus or departments with 
varying responsibilities. This division of re- 
sponsibility obviously adds an element of difh- 
culty to the development of an adequate 


program of public construction. 


Breaking the Log-Jam 


How can this administrative log-jam be 
broken and the financial difficulties overcome? 

One course would be to have the federal gov- 
ernment step in with a nation-wide new program 
of direct spending on public works. That would 
utilize the resources of the federal treasury for 
immediate action. But there are weighty objec- 
tions to such extensive federal participation. 
One is that federal spending cannot be greatly 
enlarged without a corresponding increase in 
the federal control of decisions that normally 
have been left to local communities. Another 
objection is based on the fact that so long as we 
must maintain a large defense establishment, 
such an addition to federal spending means 
either higher taxes or a chronically unbalanced 
budget. 

The other course is to rely primarily on local 
initiative, but with new and more effective fed- 
eral aid to local governments. Such aid would 
help speed up planning and construction, and 
contribute teward a solution of the most burden- 
some financing problems, but in amounts sufh- 
ciently limited to require that most of the capital 


be raised locally. 


No Single Formula 


No one formula can be applied to make such 
aid effective. The raising of funds for new 
schools, for example, involves problems very 


different from those of financing highways, or 
water-works, or hospitals. But it does seem 
clear that, in all these fields, the federal grants 
must be designed to stimulate more local plan- 
ning and financing than has prevailed in the 
past. Among the new ideas that may offer such 
incentives are federal grants for planning and 
initial costs and federal guarantees of local 
bond issues. Such aids have been remarkably 
effective in the fields of slum clearance and 
public housing. 

While the federal government clearly has a 
role to play, we cannot afford to postpone in- 
auguration of an adequate public construction 
program while we seek a formula to apportion 
governmental participation that would be gen- 
erally accepted .as ideal. Every year about 2'/2 
million more Americans are putting increasing 
pressure on a public plant already dilapidated 
and inadequate. The result is an increasing 
menace to comfort, health, education and safety. 
It is also an increasing menace to the effective 
performance of American industry. 

The appropriate public response to this 
situation is a driving public determination 
to eliminate this increasingly dangerous 
lag in public construction. At this june- 
ture, the development of such a determin- 
ation is basic. Nothing stands in the way 
of an adequate program of public con- 
struction that a determined electorate can- 
not remove. 





T his message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 124) 





plants, a new heat-resistant cog V- 
Belt has been added to the com- 
pany’s line. 

Recommended for room tempera- 
tures up to 180 deg., the new V-Belts 
are also impervious to oil and grease. 


According to the manufacturer, 
the cog feature eliminates the pos 
sibility of covering or jacket becom- 
ing checked or cracked from extreme 
heat. 

The Dayton Rubber Co., Dayton 





ABRASIVE WHEEL 
Behr-Manning Div., Norton Co. 124 
BAND SAW BLADE 
American Saw & Mfg. Co.... 
BEARING, ROLLER 
Rollway Bearing Co 
BENCH STOP 
Harvey N. Roch! Co.. 
BROACHES 
The du Mont Corp 
CARBIDES 
Carboloy Dept. of 
Electric Co 
CHUCKS 
Buck Tool Co... 
CLAMPS, TOGGLE 
Detroit Stamping Co.... 
COATING, ROOF 
Permite Paint Div., Aluminum 
Industries, Inc 
COMPRESSOR 
Ingersoll-Rand 
CONVEYOR 
Hewitt-Robins, In 
CONVEYOR REPAIR 
Flexible Steel Lacing Co. . 
DRILLS 
Chicago-Latrobe .. 
ENAMEL SPRAY 
Wilbur & Williams Co...... 
GEARED-HAND UNIT 
Bonney Forge & Tool Wks... 
GUN, POWER 
Alemite Div., Stewart-Warner 
Corp 
HOIST 
Chester Hoist Div., National 
Screw & Mfg. Co 
Ohio Hoist & Mfg. Co., Inc.. 
David Round & Son, Inc.... 
LIGHTING 
Fostoria Pressed Steel Corp... 


MACHINES, DRILLING 
Cincinnati Lathe & Tool Co.. 





Index of This Month’s New Products 


MACHINES, SAWING 
Peerless Machine Co 
MACHINES, TAPPING 

Ettco-Tool Co 


MALLETS 
LaPierre-Sawver Handle Cx 


MOTORS 

Wagner Electric Corp 
PACKING 

Boston Woven Hose & Rubber 

Co en 

PIPE COMPOUND 

International Supply Co 
PRESS, HYDRAULIC 

Owatonna Tool Co 
SAW 

Producers & Distribu 

Key-Hak Div 

SET SCREWS 

Standard Pressed Steel 
SPRAYERS 

W. R. Brown Corp.. 
STAND 

Alvey-Ferguson Co 
TACHOMETER UNIT 

Diehl Mfg. Cx 
TAPES 

Permacel Tape Corp.. 
TOOL HOLDER 

Wendt-Sonis Co. ....... 
TOOLS, LATHE 

Wesco Machine Corp. . 
TRAPS, STEAM 

Clark Mfg. Co 

Sarco Co., Inc 
TRUCK, HAND 

Yale & Towne Mfg. Co.. 
V-BELT 

Dayton Rubber Co 
WORK POSITIONER 

Wilton Tool Mfg. Co., Inc.. 
WRENCHES 

Billings & Spencer Co 

Plomb Tool Co 


KEYWAY BROACH KITS 


a rye in every machine shor 
and maintenance department 
For cutting keyways from a” & 
i by hand in one minute 











yy 
yyy» 

Minute Wan 

SQUARE BROACHES 


eet the demand tor 
that w fines r 











MAGNETIC BASES 


; jial indicator 
360° horizon 


180 vertical 


wing. Saves set-up 
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du MONT 
H. S. GROUND 
TOOL BITS 


hold a kee r cutting edge 
longer due to special ‘bal 


7 
anced” steel used ’ 


The du MONT 
CORPORATION 
GREENFIELD 
MASSACHUSETTS 








SCRIBER can be EXCLUS!'VE 

mounted in four RAPID ADJUST- 

pieces. MENT provided 
by locking nut 
and shoe. 








PLUMB vial 
for vertical 
FINE ADJUSTMENT use 
screw for exact ie 

dean LEVEL vial 


tioning 
f > zontal use. 


FULL 1" SQUARE 
STEP takes standard 
gege biocks 


pop 


MACHINED V WAYS 


eliminate side play. 


1** WIDE BASE gives 
added stability lide 
undersizte to permit ; t = . 
easy position 7 a. 
ing when gage _ a 
is On side. ° 
= e- STEP SCRIBER — to capacity. 
- used as scriber or 
gege extension for 
grooves, etc. 





LOADED with 
Features that Sell 


You'll want to show your trade the new 
Lufkin No. 901A Master Planer Gage! Its 
all-new design employing a full |" width 
and its many new features will get imme- 
diate attention. Available as illustrated, 
or in other numbers without certain acces- 
sories or features. For complete informa- 


tion, see the new Lufkin catalog page. 














with 3" extension in use 


to extend capacity. 

with offset attachment (eZ 
«+» used for setting in 5 

narrow places or re- 


versed and used as a 
scriber. 


SELL FIN TAPES + RULES- PRECISION TOOLS 
THE LUFKIN RULE CO., SAGINAW, MICH. 
132-138 Lofayette St., New York City + Barrie, Ont. 




















es, current Lufkin trode 


2 ek a el 


SAVE TIME... 
Consult Your Industrial Distributor 
@ He can usually supply you immediately from his stock. 


@ His knowledge of new tools and methods will help you 
operate at peak efficiency. 
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Torque-Limiting, 
Ten New Models 


Wrenches 


In conformance with militar 
pecifications, ten new models of 
torque-limiting wrenches are cali 
brated to an accuracy of plus o1 
minus 3%, plus a maximum of 2 Ibs 

Added to the twelve models in 
troduced earlier, the new line in 
ludes models with 3, 2, 4 and 7-in 
lrives, with plain and ratchet heads, 
ind with capacities from 5 to 4800 
in-lbs and 100 to 500 ft-lbs. 

Plomb Tool Co.. Los Angeles 


Saw 


Portable, 
Self-Powered 


Designed for making straight, cir 
cular and random cuts in such ma 
terial as stainless steel, tempered 
dluminum, Transite and mild steel, 


1 new heavy-duty portable electric 





- 
ae 
Ideas. 








hack saw has been introduced. 
Measuring 154-in overall, weight 
63 Ibs., the new Key-Hak saw is said 
to make all 360 deg. cuts without 
changing hand positioning. 
Forward positioning of pistol grip 
handle is said to provide balance, 
maneuverability, and control when 
making cuts in any direction. 
Producers and Distributors, 


Key-Hak Div., Allentown, Pa. 


Inc., 


Enamel Spray 


Bomb-Applied, 
Fast Drying 


lotrust Instant Dry Enamel spray 
bombs have been introduced. 

rhe bombs contain an 
enamel the manufacturer 
claims will dry in minutes, is rust 
inhibitive and chemical resistant and 


Sptay 


which 


adheres to most surfaces. 
The Wilbur & Williams Co., 


ton 


Bos- 


Work Positioner 
2-in. in Height 
Weighs Barely '2 Ib. 


Midget PowRarm, the latest addi 
of work 


positioners, 1s said to support 5 Ibs 


tion to the maker's line 


of work weight at a distance of 
3-in from swivel center 

Like other models, with holding 
capacity from 24 to 1000 Ibs., the 
new Midget to enable a 
worker to rotate work unit freely in 


iS said 


ill three planes (including right side 
and to lock 


it in any desired position by moving 


up and upside down 


control lever 
Wilton Tool Mfg 
ler Park, Ill 


Co., Inc., Schil 


[Everywhere-Every Way 





HOME = 
~ RUBBER ~ 
SERVICE 


"Delivers the Goods 
to Distributors!" 


Experienced distributors know anyone 
can give the “usual” service deliveries on 
mechanical rubber goods. But HOME 
SERVICE delivers the quality goods you 
must have when no one else can, around 
the clock, day or night, anywhere but 
QUICK! Been doing it for 75 years— 
haven't failed yet! Don’t lose sales or 
customers—use dependable HOME RUB- 
BER SERVICE all the time and always 


be sure of on-time deliveries! 


The HOME RUBBER CO. 
TRENTON, N. J. 
~ J Branches: New York * Chicago 





BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steom — Acid — Mill 

Chemical — Creamery 

Suction — woter — Air 

Jetting — Sand Blast — 
Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N.B.O.” 


the original 


BLACK SHEET PACKING 











When you get in a TOUGH SPOT, 
get out with Home Rubber Service 
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Block 


PROFIT POSSIBILITIES 


HAE MG. 103,55 


provide quick 
assured 


.-- for YOU! 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


You can best satisfy your customers’ needs with Madesco 
blocks because they embody performance-features de- 
veloped through 30 years of experience. Your 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your 
customers get blocks that assure utmost safety, top 
operating efficiency, longer block-life under the most 
exacting conditions, at competitive prices. Madesco 
Blocks in stock assure you constant repeat sales 
from satisfied customers and mew sales created by 
recommendation and aggressive advertising. Write for 
illustrated catalog, today. 


MADESCO TACKLE BLOCK CO., EASTON, PA. 


| THE PERFECT PAIR 


DIAMOND 


DIAMALLOY 


WIRE CUTTING 


Roller Bearing 


Installed with Hand 
Drill and Wrench 


Designed for farm and industrial 
materials handling equipment, a 
new cartridge roller bearing, in a 
flexible neoprene housing, has been 
introduced. 

Flexi-Flange is said to be easily 
installed and lubricated, operate 
almost dust-free, have good load- 
carrying characteristics, and allow 
for misalignment of shafts. 

Shaft limits are 4 to 1-7/16-in. The 
4-in size is said to support a radial 
load of 415 Ibs at 100 rpm; the 
|-7/16-in size, at the same rpm., 
has a maximum capacity of 1665 


Ibs 


SLIP JOINT PLIER Rollway Bearing Co., Syracuse, 


Finest quality pliers, drop forged Diamalloy steel! i J 

. . Special wire cutting slot close to the bolt 
for good leverage Precision milled jaws . . 
Handles newly designed, fit the hand perfectly 
: Carefully machined and hardened . , 
Chromium plated and polished . . . Knurled 
handles Individually boxed. 


DIAMALLOY 
ADJUSTABLE WRENCH 


Drop forged of finest alloy steel. Machined to 
close tolerances for smooth operation and de- 
pendable service. For use where toughness and 
extra strength are required . . . Chrome nickel 
with side, of head polished to high lustre 
individually boxed. Eight sizes, single end; four 


sizes, double end 
work of different thicknesses; wide 


DIAMOND CALK 
jaw prevents big work from whip- 
Horseshoe ping about; no holes to spoil bench 
i b top; sliding jaw guaranteed never 


to work loose. 


Harvey N. Roehl Co., Vestal. N. Y. 


Bench Stop 


Easily Attached 
Never Gets Lost 


Bench Stop, a new work holder 
for gouging, planing, chiseling and 
issembly work, has been announced. 

Features claimed include: flush 
with bench-top when not in use; 
easily adjusted, up or down, for 





DULUTH, MINN. TORONTO, ONT. 


ESTASUSHED I! 908 
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cae an 
ATLAS CHAIN QUALITY, SERVICE AND PROMOTION 
BUILDS REPEAT SALES 


On each pin setting machine made by the Bowl-Mor Corporation more than 
150 feet of various types of Atlas Chain... plus Atlas Precision Sprockets... 
are used to withstand the repeated shock of suddenly applied tension and 
equally abrupt release. 

It is this reliability to stand up under all types of service that is winning new ar 
sales for Atlas distributors from coast to coast. Atlas Chain is toughened for , 
extra wear by an exclusive heat treating process which builds greater strength 
and wear resistance in every pin, roller and link. 

Take the step ahead to larger replacement and OEM sales . . . take on the 
Atlas line of chain and sprockets. Get the complete details on the Atlas fran- - 
chise in your area that is backed up with nation-wide advertising, sales win- 
ning promotion and service building technical cooperation. Write . . . 





ATLAS CHAIN AND MANUFACTURING COMPANY : 
DOYLESTOWN, PA. ae 





ROLLER C 
AND SPROCKETS 








36-A Series— Double 
Boll Roce Swivel Caster 


40-A Series — Double 
Boll Race Structural 
Stee! Swivel Caster 


1-A Series — Stationery 
Caster 





CASTERS 


for your customer’s 
faster, easier 
materials handling 


The pelican’s materials handling prob- 
lem was a tough one... . but Nature 
solved it with a big bill. Your custom- 
ers, however, can solve their toughest 
materials handling problems without 
a big bill... when you supply Bond 
“Built-For-The-Job” Casters. For 
dependability and all-round economy 
your customers’ best buy is Bond—and 
satisfied customers are your best guar- 
antee of continuing profitable business. 





23-A Series—Double Ball 
Race Swivel Caster 


Duol Wheel Swive! 
Coster 


BOND FOUNDRY & MACHINE CO. 


MANHEIM, PENNA. 
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Hexagon Line In 
Eight Standard Sizes 


Minute Man” high speed steel, 
push type hexagon broaches in 
eight standard sizes from 3/16 to 
}-in hex., have been introduced. 

Starting with a round pilot, the 
new broaches are said to finish a full 
iexagonal hole in a drilled, reamed 

ist bore in one pass. ‘They may 
be used in either hand-operated 
irbor or hydraulic presses 
Ihe duMont Corp. Greenfield, 
\lass 


Hoists 


Fully Enclosed 
Lifting Speed 25 FPM 


DR Model 55 electric cable hoist, 
push button controlled with 110 
olts at box, has been introduced 

Features claimed include: load 
protection provided by solenoid 
operated motor brake and heavy- 
duty Weston type friction brake; 























MeGraw-Hill Mailing List Will Help You 


Conduct Surveys 


Sell Direct 


Direct Mail is a necessary supplement to a well 


rounded Business Paper advertising program. 


600,000 actual names of the top buying influences 
in all the fields covered by the McGraw-Hill publi- 
cations make up our 150 mailing lists. These lists 
are built and maintained primarily for our own use, 
but they are available to you for Direct Mail pur- 
poses. Pick out a list of YOUR prospects from our 


Industrial Direct Mail Catalogue. 


te 
Mc GRAW-HILL 


DIRECT MAIL LIST SERVICE 


a 





INDUSTRIAL DISTRIBUTION 


Aid Dealer Relations 


NAME 


COMPANY 


ADDRESS 


Merchandise your advertising 
Get leads for your salesmen 
Get inquiries about your product or service 


Pin-point geographical or functional groups 


Build up weak territories 


More and more, progressive componies ore using 
Industrial Direct Mail regularly as an advertising 
medium. They effectively allocate a portion of their 
ad budgets to this second medium at the same time 


as they concentrate on the best business publications. 


For complete, detailed information about our serv- 
ice, fill in the coupon or write for your copy of our 


free Business and Industrial Direct Mail catalogue 


Direct Mail Division 
McGraw-Hill Publishing Co., Inc. 
330 West 42nd St., N. Y. 36, N. Y. 


Please forward my free copy of the 
McGraw-Hill ‘Industrial Direct Mail Catalogue.” 











—— = =—El 
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STOCK 'EM... 
DISPLAY EM... 
AND YOU'LL SELL 'EM! 


PLIERS 














Kleins—the standard of 
comparison by which 
other pliers are judged. 
Made of finest tool 
steel, precision fitted— 
individually tested. 
Biggest selection of 
patterns for standard 
or specialized service. 
Keep a representa- 
J tive stock on hand for 
your customers who 
want the best. 


eo 


Write for your 
free copy of the 
Klein Pocket 

a Tool Guide 
today! 


DISTRIBUTED 
THROUGH JOBSERS 


i 
i 
| 


gears permanently lubricated; sealed- | 


| 
| 
| 
| 
' 


| in lubrication ball bearings. 


Capacities include + and }ton 
which operate on 110/220 volt, 
single phase, 60 cycle or 220/440 
volt, 3 phase, 60 cycle current, and a 
l-ton model which uses 220/440 
volt, 3 phase, 60 cycle current. 
David Round & Son, Inc., Cleve- 


land 


Packing 


Sheet Rubber, 
Complete Range 


Featuring the company’s Roto 
cure process, designed to cure rubber 
continuously, a complete range of 
sheet rubber packing has been an 
nounced, 

Available thicknesses are 1/16-in 
through 2-in, width sizes from 36 to 


-+ 


2-in. 
Boston Woven Hose & Rubber Cx 
Boston 


Conveyor 


Safety Belt, 
Fire Resistant 


\ fire-resistant conveyor belt for 
underground coal mines has been de- 
veloped in cooperation with coal 
mine operators and mine safety 
groups, according to its manufac 
turer. 

The belt is made throughout of 
neoprene synthetic rubber, which is 
said to be very fire resistant. It will 
char if brought into contact with a 
flame but will not burn after the 
flame is removed. 

It is available in various widths 
and thicknesses to meet the require 
ments of each installation. 
Hewitt-Robins, Inc. Stamford, 
Conn. 
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SOLD THRU DISTRIBUTORS 
For ALL SODERING—WELDING— 
BRAZING PROBLEMS 


ng Paste — Sodering Sticks « 
ering 


° Send f 
Sedering Chart which shows melting point of ail 
soders. 


L. B. ALLEN CO., INC. 
6731 BRYN MAWR AVE. 
Chicago 31, Ill. 








MR. DISTRIBUTOR: 


TAKE “T” SLOT BOLTS 
OFF YOUR “NUISANCE 
ITEM” LIST... 


gtd jtezcogm ini a“ 








GIVE YOUR CUSTOMERS 
FAST PROMPT SERVICE OF 
HIGH QUALITY PRODUCTS 
DIRECT FROM ZIP’S VAST 
AND COMPLETE STOCKS 


Samples furnished upon request 


Geo. H. Seltzer & Co. 


Drexel Hill, Pa. 











Tachometer Unit 


Regulates Motor Speed 
Stabilizes Closed-Loop Circuit 
A new miniature combination 
servo motor and ac tachometer 
generator that operates on 60 cycles 
has been announced 
With integral mounting, back 
lash is zero, and unit is said to be 
especially suitable as either a differ 
entiating or integrating component 
of analog computers, or as a com 
ponent of recording and controlling 
instruments 
Available with motor ratings of 
either 1, 5 or 10 watts output, in 
any one of five gear reduction 
ratios: 191.1 to 1, 76.6 to 1, 32.4 to 
1, 13.8 to 1, and 58 to ] 
Diehl Mfg. Co., Somerville, N. |] 


Tool Holder 


Eliminates 

Carbide Regrinding 

Tool holders for throw-a-wa' 

inserts available in five stvles and 

several sizes for all left or right han« 

turning, boring and facing opera 

tions have been added to the com 
pany's line 

According to the manufacturer 


PROFIT WITH THE 


LINE OF 
SLING CHAINS! 


Guaranteed for a Full Year 


Now you can fill any customer's require- 
ments for Sling Chains from this complete 
lne—Cam-Alloy, High Test Steel or 
Wrought Iron. At the same time, you can 
offer Campbell's “Guarantee and Certifi- 
cate of Test 


Every Campbell Sling Chain (including 
attachments) is proof-tested at the factory 
to a load in excess of the working load 
limit and carefully inspected, link-by-link, 
before shipment 


An identification ring is at- 
tached to the master coupling 
link of each Sling Chain with 
grade, type, reach ond register 
number indicated 


Get in touch with Campbell today! Sell 
the finest in Cam-Alloy, High Test and 
Wrought Iron Sling Chains 

in every type ond size. Copies 

of Campbell'snew Sling Chain 

catalog are yours for the 

asking. 


CAMPBELL CHAIN 
Company 


YORK, PA 


West Burlington, lowe + Portland, Oregon + Secramente, Calif 


Maker of the famous lug-Reinforced Tire Choins 


a | 
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irbide inserts are clamped in the 
hardened steel shank; when cutting 
edge dulls, insert can be indexed or 
turned over. Eight cutting edges 
ire available on square inserts 

Other features claimed include 
separate solid carbide chip breaker 
in be clamped on top of insert; 
replaceable shim under insert pro 
tects holder body in event of insert 
lamage. 


Wendt-Sonis Co.. Hannibal, Mo. 


There’s Always One 
GO-GETTIN’EST 
FROG 


in Every Pond 


EVEN in seasons when bugs are rather scarce, he does O.K. He 


knows where to find *em—and he gets around over the territory. 
Steam Traps 


This makes it tough, of course, for his slower-moving competi- 
Consist of 


tors. They tell each other that business has really never been These Paste 
right since McKinley was President. I'D-50, a new addition to the 
nakers line of Thermodynamic 


Bullfrogs naturally have to get their results the hard way. No team traps which use the kinetic 
tools to increase volume. No catalogs to plant out where fat, cnergy Of steam to close the valve, 
has been announced 

juicy insects come sailing low. Machined from stainless steel bat 
tock, the trap is said to operate efh 


iently on any steam pressure from 
Which reminds us: 10 to 600 psi, on light or heavy loads 
Sarco Co., Im New York 
How are you fixed for a modern business- 


getting catalog? Have you been thinking 
about a new one to give you tighter mar- Pipe Compound 
ket coverage? If so, just holler. We'll be "Gols 


out there pronto to help you build the “C-Lon", a new pipe compound, 
is been developed. 


best one yet. According to the manufacturer, 
the new compound not only pre 
vents unplasticized PVC pipe con 
R.R. DONNELLEY & SONS COMPANY nections from galling but also stain 
‘ ee less, chrome plated and nickel steels, 
Catalog Compiling Department hard rubber and aluminum. 
International Supply Co., Provi- 


350 East 22nd Street, Chicago 16, Illinois - Phone: CAlumet §-2121 dence 
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FOUNDATION 
HOOK ANCHOR BOLT 
PROVIDES FIRM HOLD 

IN CONCRETE 


When builders of homes, garages, and other small structures 


need fasteners for bolting to concrete foundations, or for roof 


supports, sell them Bethlehem's Foundation Hook Anchor Bolt. 


The Bethlehem Foundation Hook Anchor Bolkt is ideal for 
foundation bolting and roof support because of its great 
strength, and because it is specially designed for firm grip. It 
is easier to use than a standard machine bolt, and is more 
economical, as well. 

The anchor bolt has cold-rolled threads for maximum 
strength. It comes plain or galvanized, complete with square nut 
and round washer, 50 pieces to the easy-to-handle corrugated- 


paper carton. It is carried in stock in in. diameter, and 


in 
lengths from 6 in. to 20 in., in 2-in. increments. Other diameters 
and lengths can be furnished promptly. Just get in touch with 


the nearest Bethlehem sales office 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
On the Pacithe ¢ ast Bethlehem produ Li é t Bethichem Pacihe | ast Seei 


Export Drstribut 


Bethlehem Foundation Hook 
Anchor Bolt with typical 90-deg 
bend. Bolt is also furnished with 
45-deg and 135-deg bends. 
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MORE HELP with your 
PUMPING 
PROBLEMS 


NEW cage VIKING 
Siedtalia Manual 


This 
and similar ads 


‘ - 9 ing f 
-  @re appearing in cluding Viking rotary 
pump fundamentals, 


the 10 steps in select- 

27 ing @ Viking pump, 

and a special ~~ 

pny Ty ®- 
PUBLICATIONS the right rotary pomp 


This manual is free 


TO HELP WP nda ter taned ay ee Hydraulic Press 


K nm. 
Open Throat Increases 


YOU SELL “4 VIKING PUMP COMPANY Range of Jobs Handled 


VIKING PUMPS Guten Gilly tein An adjusting wheel at the top 
See our catalog in SWEETS of the frame of a new 174 ton 
hydraulic shop press is said to 


provide fast and effortless adjust- 
ee Oe Et ay © Gane eS Soey, Viliad Pune See ment of bed channels to any 
desired working height. 

Other features include special 
window openings in upright 
channels accommodate long shafts 
ind bars for straightening or service 

ee ee work; full horizontal adjustment of 
ram for off center work is afforded 
by adjustable cross head attachment. 
Owatonna Tool Co., Owatonna, 
Minn 


A new 3-part, 40-poge 
in- 








Lighting 





For Machine Tools, 
Assembly, Inspection 


Named the 20th Anniversary 
Models, a new line of Localites has 
been announced. 

According to the manufacturer, 
increased articulation makes pos- 


Here's @ quality line with real profit possibilities 
To get the most out of it carry the complete 
Champion DeArment-Channellock line. Millions 
of national magazine subscribers will read about 
the Channellock line every month . . . they are 
being told and sold. Use disple boards, stock the 
full line. . . for real profit possibilities You can sell 
more pliers than ever before when you feature the 
complete Champion DeArment-Channellock line 


THE PLIER DESIGHM THAT OBSOLETES ALL OfmEes 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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KNOCKING AT YOUR DOOR 


The Season for 


FLUE BRUSH SALES 
and added Profit 








Milwaukee Flue Brushes for all Standard 
makes of Boilers and furnaces 























© Rigidly constructed . . . specially tempered carbon 
steel wire . .. more wire per brush . . . these are some 
of the many reasons why Milwaukee Steel Wire Flue 
Brushes easily whip the toughest flue cleaning jobs. 
You sell quality that outlasts ordinary brushes several 
times over. Heating plant engineers appreciate the 
economy in using Milwaukee Steel Wire Flue Brushes. 
Be prepared to get a big share of flue brush sales— 
place your stock order early. 





|THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


Send for Bulletin 45-91 
showing an assortment 
of types and styles. 
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for selling Goulds Pumps 
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Aids 


Pump sales sometimes bog down on 
questions that seem more technical 
than they actually are. 

The experience of several pump sales- 
men for Goulds distributors suggests a 
simple, three-step procedure that may 
improve your profit record on pump 


sales. 


Ist step—Find out all the details your 
prospect's pumping problem involves: 
what he’s going to pump, how fast, 
from where to where, under what 
conditions, 

Asking questions shows an interest 
in his problem that no prospect will 
resent—and it answers the unknowns 
that make you shy away from pump 
problems. 


2nd step— Check the appropriate 
Goulds bulletins and manuals for what 
you need to know to help your customer 
select the pump that matches his need. 


Then, if you're still uncertain as to 
whether you've made the best selec- 
tion, write or phone your nearest 
Goulds branch office. They'll be glad 
to help you in any way they can. . 

bulletins — prices — deliveries—and 
any other pertinent information. 


PITTSBURGH + TULSA 
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sible directing the light reflector in 
many positions. . 

New universal arm joints with 
frictional triple disc bearing surface 
provide 135 deg. bend; collar disc 
joints rotate 180 deg. 
rhe Fostoria Pressed Steel Corp., 
Fostoria, Ohio 





Lathe Tools 


For Speed 

And Precision 

I'wo new models of vertical lathe 

tools for fast production cut-off and 
form work have been announced 

Features claimed include an auto 

matic-return type slide which hold 

a standard cut-off blade and a slide 


which holds a standard 4-in tool 
bit; adjustable stops; all working 
irts hardened steel d 


guards adjustable 


Wesco Machine Corp., Sun Valley 
Calit 


Four New Items 
For Varied Markets 


lexcel 33, a new line of ten 


issorted colors of plasti tape, has 
been designed so that anv two colors 
selected blend with each othe: 
The tapes are offered in a new line 
#f packages and displays 

\ new black crepe paper masking 
ipe, P 717, recommended as a 
indling tape for combining in 


lated wires in TV, radio and 

















WHY RUBBER-CUSHIONED 
BRIGHTBOY BUILDS NEW SALES 


which do not conflict with your 
present abrasive business 


Brightboy has created and pioneered an 
entirely new, wider concept of finishing 


Brightboy has substantially increased 
the abrasives market 


Brightboy offers refreshing, inviting op- 
portunities tor customer service 


Brightboy offers STOCK ABRASIVES in 
grains and textures ‘“‘matched” to par- 
ticular job requirements. It largely elimi- 
nates the annoyance, delivery delay and 
expense of made-to-order “’specials’’ 


Brightboy offers excellent, easy repect 
business in increasing volume from ap- 
preciative users 


BRIGHTBOY IS AVAILABLE IN BOTH 
ALUMINUM OXIDE AND SILICON CARBIDE GRAINS 
EACH IN COMBINATIONS OF 
DEPENDABLY UNIFORM TEXTURES AND GRAIN SIZES 
RANGING FROM EXTRA FINE TO EXTRA COARSE 
IN SOFT, FIRM AND TOUGH RUBBER BINDERS 


NOW how you un hel 
supplying widely adaptable Brightboy 
ICK DELIVERY. When they want fir 
Ds hing i e sand = @ 
wit! the 
_ 
nd 





RUBBER CUSHIONED ABRASIVES 


' 
Se 


i 





Profit By These Welcome Words From Your Customers! 


“Boy! Are These 
New Finishing Hints 
A Help!" 


BENEFIT NOW from the 
unbelievably—wider abrasive applications 
pioneered by Brightboy! 


Distributors and their salesmen who never before realized that 
there was a fertile field for broader abrasives uses are now cash- 
ing in on Brightboy’s ENTIRELY NEW, WIDER CONCEPT 
OF ABRASIVE FINISHING. They are using this new fact- 
packed catalog as one of many inviting incentives which stimu- 
late the use of Brightboy. They are building substantial «ales, 
creating mushrooming repeat business. 


Brightboy is widely demanded and used because it is compound. 
ed with a range of abrasive grains and rubber binders which 
work together to produce a unique abrasive action. It offers cre- 
ative-finishing opportunities which cannot be obtained by othe: 
methods. It can burr, finish, clean and polish in one operation. 
Time savings achieved frequently run as high as 50%. 

Alert production men now explore 


Brightboy applications as regular 
routine to find cost-cutting procedure 









on new projects and current work. 
Years of performance on the tough 
est kinds of jobs have sold industry 
on Brightboy'’s refreshing ap 
proach to time saving, quality 
finishing 


W rite for 
the NEW CATALOG so you can convince yoursel) 
of Brightboy’s sensational adaptability! 


Benefit NOW from this big demand. 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 
America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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Easy to sell because 
it's the soldering flux 
that's easy to use. 


household appliance assembly, has 
been introduced. 
| Guaranteed against breakage, 
Texcel 44, a new cellophane pres- 
sure sensitive tape, available in 2592- 
| in and 1296 in rolls, has also been 


Fast selling as well as 
fast acting to properly 
condition metal for a 








Because one 
machinist 
may prefer to 
strike work with 
a rawhide ham- 
mer — another 
with a softer com- 
position . . . still 
others with plastic, 
copper or babbitt, you can 
get all the business with 
BASA “replaceable face” 
Hammers. No room for dif- 
ferences of opinion on this 
point, Mr. Distributor: The 
replaceable faces of his 
choice slip into the split 
head of a BASA Hammer 
in @ flash. It's as easy as 
changing a razor blade 
and holds like a vise. 
Stock up with BASA Ham- 
mers and refills of all 5 
mating interchangeable 
faces. Multiplies scales op- 
portunity 5 times! 


Write for Butletin BE-20. 


GREENE, TWEED & CO. 


announced by the company. 


| film, electrical heat curing tape. 


Permacel Tape Corp., New Bruns- 


wick, N. J. 


Sawing Machines 


Broad Shouldered Overarm 
Compensating Feeding Mechanism 


| Designated the Speedy-Cut 3-S6, 
a new model power sawing machine 
has been announced. 

A companion model to the earlier 
2-S6, the new machine has been 
redesigned to include a full base in- 
corporating a new mechanical gear 
arrangement to enable three cutting 
speeds for wider range of utility. 

Transmission shaft revolves on 

| precision made roller bearings; both 


| | gears and bearings run in a bath of 


| oil. 
Peerless Machine Co., Racine, Wisc. 


_Geared-Head Unit 


High Torque 

In Limited Space 

For heavy assembly and dis- 
assembly work requiring rotary 
effort over 200 Ibs., a new “4to-1” 
geared wrench has been announced. 


An intermediate unit, the “X-4”, | 


| is for use with ratchets, torque 
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The latest addition to the com- 
| pany’s line of “2-in-1” tapes is P 253, 
a new clear | mil Polyester “Mylar” 


strong union. 


Cost less 
in the 
long run. 


Available in lUe- 
uld and paste. 
Customers lize its 
advantages, come 
back for more. 
Rubyfuid will 
make friends and 
build business for 
you. too. 

For steiniess 
steel, sell Ruby's 
Stainless Steei 
Flux — perfected 
for that meta! 


RUBY 


CHEMICAL CO. 
76 $. McDowell St. 
Columbic 8, Ohic 





RANGE 


BIG 


AND YOU 
BUY THE BEST! 


Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-s th steel ond 
heat-treated. Available 
for chain sizes 14”, 5/16", 
ee", te”, Vo", We”. 

SAVES TIME—con be atteched onywhere on 
the job. Only @ poir of pliers needed. 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 


Avoilable in sizes 4%” to 2”. EXTRA STRONG 
—EXTRA TOUGH. -colored or 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 
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SHIP TODAY 


THE BEST SCREW HAS A Southern ACCENT 
ON SERVICE 


You want quality screws to keep your production cost low and your assembly 
line moving. But even the quality screw can cost you money by not being 


there when you need it. 


That's why Southern accents SERVICE: 


Prompt Shipment from 600,000,000 screws in stock. 

Secure Packing in containers especially built and sealed against loss in ship- 
ment. 

One Source for your convenience. We save your time by giving you one source 
for all your wood screw needs. 

Free Lubrication for Screws in bulk. We invite you to benefit from this free 
service. 


Write for free samples and stock list. Box 1360-D2 


Southern Wood Screws, Phillips or Slotted 
Flot Round Ovel 


Brass, Steel, Silicon Bronze, Aluminum, Stoinless Stee! 
& all popular pleted finishes 
Stove Bolts in Slotted Steel—Round or Flot 
SCREW COMPAWNY Mochine Screws @ A&B Topping Screws @ Hangar Bolts 
Roll Thread Carriage Bolts @ Dowel Screws 


STATESWILiC = . RTH CAROLINA 


WAREHOUSES: New York . Los Angeles 
Sold Through Leading Wholesole Distributors 
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Here's what experienced wrenches, sockets and attachments. 
Features claimed include: drop 


riggers say: forged, heat-treated chrome-molys 
steel head; highly stressed parts of 


’ 
for safety S specially heat-treated alloy steels; 


head and shafts sealed and lubri 


sake we use = 2 


Bonney Forge & Tool Wks., Allen 


- 
Genuine an 


LOOK FOR THE 
RED-U-BOLT 





For absolute wire rope safe- 
ty on the job, insist on 
Crossy Cups to safe- 
guard men and equipment. 
They’re drop forged for 
maximum strength and ‘ 
hot-dip galvanized for ex- 
tra durability. 


CROSBY PRODUCTS DIVISION 
AMERICAN HOIST AND DERRICK CO. 


St. Paul 1, Minnesota 
Hoists 
GENUINE Weather- Tight 


Full Enclosure 

Zephyr Lightweight all-steel spur 
geared hand chain hoists now in 
clude 4, 1, 14, 2, 3, 4 and 5 ton 


apacities, and the recently 


THE NAME THAT troduced line has been extended to 


plain and geared Army trolley type 


GUARANTEES SALES Meptations of the basic hoist. 


Features claimed include 





CROSBY CLIPS leadi headroom requirement, lighter 
c , the ea ing seller among drop- weight for portability, S¢ iled con 

forged wire fasteners, are backed by the hardest ection Getieeeeh wearheniom {es 
aa es ° o ' CLOT, I The 

hitting merchandising program in the industry! turing a center planetary gear train 


What better proof of its sales potential! Chester Hoist Div.. The National 


What better reason to ask for your CROSBY CLIP Screw & Mfg. Co., Lisbon, Ohio 
order on every call! 


_ 
' 
! 
' 
i 
' 
' 
i 
i 
a 
) 
i 
) 
1 
4 
i 
! 
! 
' 
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Drilling Machines 


Drill Elements Built-In 
And Conveniently Located 


CROSBY PRODUCTS DIVISION, Dept. iD-é 
American Hoist & Derrick Co. 


OPPORTUNITY St. Paul 1, Minnesota 


FOR NEW 
CROSBY 
CLIP 
DISTRIBUTORS 


Ph nd full infor ion on f chi 
ee —e New 16in sliding head bench, 
floor and multiple spindle drilling 


in my orec 


NAME 
machines have been announced 


FIRM Drills are shipped complete with 


~wror - } 
apoaess m r and controls to overcome 


installation delays, ready to operate 
city.. ZONE STATE : 


nena ’s soon as power leads are connected 
= =_— oh eo 


INDUSTRIAL DISTRIBUTION © AUGUST, 1955 





earth! in the tunnel shown, KAM 
“Featherweight” 8555 Magnesia insulates steam 
condensate return, and hot water lines. The tunnel 
connects the main plant of Coats & Clark, inc., Toccoa 
Ga., with the power plant. Insulation Contractor: Guy 
M. Beaty & Co. Charlotte, N.C 


Underground or far aloft— 
their performance means extra sales for you! 
KeM high pressure insulations 


Above the earth! A! he Okiehome Gas and Electric 
Company's plant in Suiphur, Oklshomse, KOM 
Featherweight” 85 Magnesia insulates equip 
ment exposed to the elements 


For efficiency to 600°F.—K &M 


Wherever they're used, K&M_ insula- 
tions give efficient, heat-saving service. 
K&M “Featherweight"* 85°, Mag- 
nesia—used on the steam lines in the 
tunnel shown above—lasts the life of 
the equipment it serves. It withstands 
moisture, vibration, and frequent tem- 
perature changes. Supplied in various 
sizes and thicknesses, it’s frequently 
used in combination with another out- 
standing Keasbey & Mattison high 
pressure insulation—K&M Hy-Temp. 


These materials, when used together, 
and applied so that joints are staggered, 
eliminate the heat loss that normally 
occurs in single-layer installations— 
particularly when expansion causes 
joints to open. 

For efficiency to 1900°F. — K&M 
Hy-Temp Insulation. Usually applied in 
combination with K&M “Feather- 
weight” 85%, Magnesia. This material is 
made of diatomaceous silica combined 
with heat-resistant mineral fillers and 
asbestos fiber. 


KEASBEY & MATTISON 


COMPANY © AMBLER 


PENNSYLVANIA 


“Featherweight” 85°), Magnesia. 85° 
of this insulation is composed of basic 
carbonate of magnesia, the remainder 
of asbestos fiber 


Where severe water exposure may 
damage insulation, or where high 
humidity and moisture are present, 
K&M “Featherweight” Water-Resistant 
Magnesia is especially effective. It with- 
stands temperatures to 450° 


It's good business to carry these famous, 
well-advertised K&M insulations. Your 
customers know them, want them. And 
you can offer them a complete line of 
high-quality materials for every insula- 
tion need. Write today for details 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT Best material thr } tool 
cutter: Right and Left hand 


Automatic Tightening 


EASY TO HOLD— Extra 
Weiaht well distributed 


for smooth handling 


7 Ol G0 Ol, | @ ame.) 2Olel es. mm elbee 41.1088 0) o 


CALDER MANUFACTURING CO. 


2049 North Prince Street Lancaster, Pennsylvania 


PRECISION 
BALANCING WAYS 


EXTRA PROFITS 


FOR YOU 


‘selling low cost 
high production 
ANDERSON tools! 


Anderson Balancing Ways 
save time, reduce vibrations, 
increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 
in a few months use. 


IMPROVED HAND SCRAPER 


Both high-speed steel and carbide-tipped blades in 
18”, 20”, or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 
they are introduced into a factory, the customer will 
come back for more. You will find these scrapers 
real profit makers. Also, Anderson offers power 
scrapers, and various types of straightening presses. 
Sell the complete Anderson line. 


Write today . . . See 
how you: con profit 


ANDERSON BROS. MFG. CO 
DEPT. A. ROCKFORD, ILLINOIS 
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to factory installed electrical con- 
trols built into head. 

Features claimed include: direct- 
reading depth dial with positive 
stop; full-floating spindle; tilting 
motor bracket for easy spindle speed 
changes. 

Cincinnati Lathe & Tool Co., Cin 


cinnati 


Sprayers 


Wheel Kit 
Easily Attached 


Mobile Kit “909” is said to 
rovide mobility and additional uses 
oO any new or old No. 890 Speedy 
Sprayers manufacturered by the 
OmMmpany 

Che new kit consists of a handle 
with rubber grip, axle, two 6-in diam 
, 


ni-pneumatic rubber tir 


plus mounting bolts and 


W. R. Brown Corp., Chicago 





Drills 


New Line 
Oil Hole Type 

Oil hole drills regularly stocked 
with three sizes of pipe threads— 
4, 4, #-in depending on drill diam- 
eter—have been added to the com- 
pany’s line. 

Shank ends are either counter 
bored, plain or tapped depending 
on use with plain or threaded pipe 
connections Carried from 4 
through 14-in diameter by 64ths in 
straight shank taper length type, 
continuous holes through body and 
shank allow lubricant or air to pass 
freely to drill point 
Chicago-Latrobe, Chicago 


Wrenches 


Six Sizes, 

Stillson Pattern 

Stillson pattern wrenches in six 

sizes ranging from 6 to 24in in 

length have been added to the 
maker’s line. 

No. 11 wrenches are said to be 

drop forged from specially selected 


steel; jaws and operating parts are 


machined for maximum efficiency. 
The Billings & Spencer Co., Hart 
ford 


0) Chittiim 
7 


She SRRNAA\ ee 


VV 
XX 


“supermarket’ 
for socket screws 


SOCKET SCREW PRODUCTS 


Ask any industrial distributor now handling Blue Devil Socket 


Screw Products why he likes them. He'll tell you it’s the com- 


ss of this line, its quality and the speedy factory service 


pletens 
that make it easier for him 
Better find out all about Blue Devil because you'll like what you 


to doa good iob in sox ket screw 


hear. So will your customers. 


Socke! Surew 


Carety Cocxer Corew Lo. 6500 Avondale Avenve Chicago 31, til. 


| SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


Socket Pipe 
Plugs 


Socket Set 
Screws 


tie! Mead 
Cop Screws 


“LED-AOK" Socket Socket Stripper 
Cop Screws Bolts 


Socket Cop 
Screws 


FIND OUT the name of your nearest Blue Devil Distributor 
».. send postcard today! 


Actual cross-section diagram shows 
how cold forming of Blue Devil Socket head 


insures unimpaired fiber continuity 
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COLYMBIAN Hydraulic Vises 
speed up production 


"free both of 
/ « operator's hands 


ERE is a modern vise .. . designed for today’s high speed 
operations. 

Its use enables operators to employ both hands to handle and 
position work. 

Vise is controlled by two simple foot pedals — one for power, 
the other for release. Stop control is adjustable so that the vise 
grips and holds production work with a single power stroke. 

Vise closing speed is %" per pump stroke. Jaws close without 
damaging the “held” object. Full vise opening can be accomplished 
in 3 seconds. 

Maximum hydraulic pressure is 7,000 P.S.I. Maximum jaw 
pressure is 4,000 lbs. Safety valve protects against overloading. 


COLWYMBIAN 
Y 460 ve colwndian Vise & Wig, Co. 


CLEVELAND 4, OHIO 


SLEDGE-TESTED 


SOLD BY LEADING DISTRIBUTORS EVERYWHERE 
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Tapping Machines 


Self-Contained, 
Electrically Controlled 
\. T. U. No. 3 automatic lead 
tapping machines, designed 
precision single and multiple 
pindle tapping and threading, have 

been announced 
Electricity is the onl power 
required for the machine said to 
utilize a new principle of forward 
ind reverse electromagnetic clutches; 
0 reversing motor is required, oper 
can be at extremely high 

peed 


ties Tool La... Brooklyn 


Roof Coating 


All Surfaces 
Except Wood 


Roof coating “3-A”, a new com 
pound of aluminum, asbestos and 
isphalt, said to provide complete 
protection to all types of roofing 
surfaces except wood, has been 
introduced 

Recommended for applications 
wherever long lasting protection 
against moisture, heat and actinic 
radiation is needed, the new coating 
is packed in 1-qt., l-gal., and 5-gal 
cans and 55-gal drums. 

Permite Paint Div., Aluminum In 
dustries, Inc., Cincinnati 





these magazines...’ 


* AMERICAN MACHINIST 

* MILL & FACTORY 

* MACHINERY 

* CANADIAN MACHINERY 

* TOOL ENGINEER 

* TOOLING & PRODUCTION 
PURCHASING 


THIS IS 
SPECIAL 
CHUCKING! 


This message to your customers 
tells the product story of the 
Jacobs Spindle Nose Lathe Collet 
Chuck. It’s a big story and one 
that this new chuck backs up with 
big performance. It’s another 
chapter in the Jacobs history of 
continuing progress “in precision 
chuck design, manufacture and 
@istribution. 


AND THIS 
iS SPECIAL 
DELIVERY! 


This statement of confidence in 
our distributors is displayed in 
every Jacobs ad to your cus- 
tomers. 


The Jacobs Model 91 Spindle Nose Lathe Chuck delivers f: 
four times more torque than any split steel collet chuck and co 
than half as much on a complete-with-collets basis 
Here is the performance of the Jacobs Model 91: 
Unequalled Gripping Power. Mode! 91 has 
2 to 4 times the grip of present split steel 
collet chucks. 
Capacity. Model 91 chucks any bar between 
1/16” and 1-3/8”. 11 Rubber-F lex collets cover 
the gripping range of as many as 88 steel col- 
lets formerly needed 
Unequalled Accuracy. Mode! 91 is the most 
accurate collet chuck in the world today 


Durability. Model 91 has a solid aluminum 
hand wheel. The forged body and all other chuck 
parts are hardened and ground alloy steel 

The Spindle Nose Lathe Chuck and the com- 
plete line of Jacobs Chucks are stocked and 
sold by industrial distributors everywhere. See 
yours, or write Jacobs Manufacturing Co., 
1308 Jacobs Road, West Hartford 10, Conn. 
Ask for Bulletin 54A-LC. 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 
are ready to deliver the chucks you 
need and the service you deserve. 
first in chucks . . . first in service 


acobs 


CHUCK S 


if it's a Jacobs -it hoids 





'| SALES POINTS 


that help you SELL 


Nike)! 


300+ FORGED STEEL 


UNIONS 








GRINDERS 


|. BALDOR Grinders have totally enclosed, splash - 
proof motors protected against dust, dirt, grit 
and metal particies. (less servicing) 

2. Motors are dynamically balanced for smooth op- 
eration, (wide clearance between wheels and mo- 
ter frame for fast, precision grinding) 

3. Large ball-bearings, lubricated for life. 

4. Wide range; % te 3 he.. 6 to 12° individually 
balanced wheels. Bench & Pedestal types for 
sheps and industry. 

Sturdy-bellt fer heavy-duty and fully guaran- 
teed by Baldor—a basic manufacturer of grinders 
for more than years. 

5. Competitively priced—a better value considering 
initial cost and years of service. 


BALDOR ELECTRIC CO. 
4364 Duncon Ave. ST. LOUIS 10, MO. 


Stand 


ASK 

FOR 
BULLETIN 
321-3 


This U.L. Label 


-t Supports Portable 
Guarantees Quality 


Conveying Equipment 
Development of a four-leg folding 
stand, designed primarily for the 


@ Bross or integral 
steel seat 


@ Sizes 1” thru 2” 
ALL forged steel 


® Smoller sizes 
machined from 
solid bear 


@ Close tolerance 


@ Meets off Federal 
specifications 


Available from stock in sizes 
Y¥," through 2”, 3002 steam 
or 20002 cold water, oil or 
gas, non-shock. 


PLUS Capitol’s package 


extra 
protection and 
easier handling 
at no extra 
cost means 


EXTRA PROFIT 


order all your 
fitting requirements from 


CAPITOL 


COUPLINGS — NIPPLES — UNIONS — RADIANT 
HEAT FITTINGS — FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 


company’s Live Rail wheel con 
veyor, has been announced 
It can be supplied for use with 


roller gravity, other types of wheel 


conveyors; with casters, and with or 
without brakes. 

Tubular construction is 
weight, and the stand folds flat 
than 3-in.) for carrying, 
and storage. 


The Alvey-Ferguson Co., Cincinnati 


Steam Traps 


Cast Semi-Steel 
Construction 


“Thriftrap”, a new line of high 
capacity steam traps, has been an 
nounced. 

All are of the inverted bucket type 
and four of the new models feature 
the company’s Duo-Step Leverage 
said to increase capacity without in- 
creasing size of trap body 

Seats and discs are of stainless 
steel and buckets of drawn brass. 
The new traps are available for pres 
sures to 250 psi and temperatures 
to 450 deg. F., with horizontal or 
vertical inlet and outlet 
tions of 4 or }-in. 


| The Clark Mfg. Co., Cleveland 


connec 
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ABOVE: Baldor Bench Grinder, No. 8200 series. 
Ya hp. motor, 8” wheels, List 4° 








light- 
less 


stacking 





You Get More For 
Your Money When 
You ask for SULFLO! 


Thank you 
SANDY! 


Thet’'s right—you get 
more for your money 
Because of the 
special formula used 
in making Sulflo Cut- 
ting Oils, they “stick 
on the job.” and ore 
more ECONOMICAL 
in the leng run. 
Suifle quolity saves 
Time and Tools 


SULFLO No. 1 

For Hand Threading, 
Tapping ond Brush 
On Jobs 


SULFLO No. 2 
For Mochine Use 


Lighter density than THREADING ping 
No 1 Hos some 


properties cs No. | [ms 


SULFLO MACHINE-KUT 
For Pipe Threading Machines ond for the 
machining of high alloy steels. Machine-Kut 
is @ sulphurized fluid type cutting oil, trans- 
porent on work 
SULFLO Products ore sold by 

selective Distributors 
(if you doen't knew whe your tecal Sulfle Distri- 
butor is. write ee—we'll be glad te send you litera- 
tere and put yeu in teweh with him.) 


SULFLO, INC. exizasetH 4, Nw. J. 


THE mOOGaN 


CUTTING on 
for 























— 
> HANDY USE, 


Mallets 


Completely 
Kiln Dried 


Seal Brand mallets, in seven sizes, 
have been added to the company’s 
line. Popular head sizes 13, 2, 23 
and 24-in are packed four each kind 
in display cartons; large sizes, 23, 3 
and 34-in, are packed four each in a 
regular carton; both shipped in out- 
side shipping cartons. 

Made of tough hickory, including 
the mallets are 
coated with clear lacquer finish. 


the handle, new 
Four popular sizes of kiln-dried 

hickory striking tool replacement 

handles have also been added to the 

company’s line—]} x 4, 2 x 43, 23 x 

5, 24-in x 54-in. 

The LaPierre-Sawyer Handle Co., 
Jackson, Mo. 


Carbides 


Precision and Utility 
Throw-Away Blanks 


New throw-away blanks, both pre 
cision and utility, and additional on- 
end ty pes of new steel cutting grades 
350 and 370 carbides as well as of 
standard grades for nonferrous ma 
chining, have been announced 

The new line covers all ranges of 
machining from light finishing to 
Made 

me- 


extreme heavy roughing. 


“ready-for-use” on standard 


chanical tool holders currently in 


KENNEDY oe 


VALVE Check Charts... 
show you at a glance Hoc, When, Where 


to use the correct valve to fit the job! 


Now you can tell at a glance the cor- 
rect KENNEDY Valve to use on a speci- 
fic job . . . and why! These new valve 
Check-Charts 
features of the various types of KEN- 
NEDY Valves and explain their proper 
installation and use. which 
. « list specific Figure 


show you the important 


Show you 
valves go where . 
Numbers for accurate selection 
describe why that valve should be used 

. and even suggest additional uses 
for Kennedy Valves. 


One chart describes Kennedy Bronze 
Valves and its lists 


uses and conditions for lron-Body Valves. 


companion chert 


Designed for fast, easy reference, con- 
tains the answers to most of your valve 
questions. Large enough (16%" wide x 
25” deep) for easy reading and hangs 


right on your wall in your office or shop. 


Check- 


correct in- 


Here are long-needed valve 
Charts that give you quick 
formation and show you how and why 
certain valves are built for specific jobs. 


Get your Kennedy Valve Check-Charts 


KENNEDY vaive mec. co. 


1021 E. WATER ST. 


* VALVES « PIPE FITTINGS «+ 


ELMIRA, NEW YORK 
FIRE HYDRANTS 


OFFICE-WAREMOUSES IN MEW YORK, CHICAGO, SAN FRANCISCO - SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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se, nine basic sizes with different 
radii in triangular, round and square 
shapes are included 
Carboloy Dept. of General FE] 


A Hose Clamp So Easy 
to Attach and Detach! 


new fer0-Seal 


JET! 


e Now AERO-SEAL, the finest hose clamps, have been 
improved with a new exclusive patented feature that 
permits faster installation and removal. 

To attach, just oe the housing to desired position 


on the band, snugly around hose, and threads of the 
worm screw will drop in the slots. Now tighten the 
worm screw to fasten securely. To remove, loosen the 
worm screw; at the same time lift screwdriver head and 
clamp will open. 

But like all AERO-SEALS, it won't budge till you 
want it to. Never snaps open! 

Stick with the finest — at no extra cost! Copy-cats 
can’t be leaders. It's TURNOVER, not discount, that 
makes profits. Ask your jobber about the new AERO- 

| SEAL JET! 


ero Seal C/A ED 


Quick ATTACH aa OSE CLAMP 
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Hoists 


Non-Sparking, 
Corrosion Resisting 
Qhiolite Model 55 hoist, a new 
light-weight, high-speed, spur-geared 
model, is said to be designed for 
se in hazardous atmospheres and 
places where non-sparking properties 
ind resistance to corrosion are vital 
Made of aluminum alloy, the 
hoist is equipped with Alcaloy bery] 
lium copper chain 
Ohio Hoist & Mtg Co., Inc., Clev 
land 


Compressor 


Can Be Installed 
With Minimum Foundation 


125 hp electric-driven air com 
essor has been added to the com 
panys line of air-cooled two-stage 
l'ype 40 stationary compressor 
Features claimed include 
horizontal-flow intercoole1 
shrouding, force-feed 
n; full free-air unloading 
version of the maker's ch 


ersoll-Rand, New York 








Toggle Clamps 


Plastic Grips 
For Most Models 


handle grips of red 

ire now standard equip 

ment n almost all models of DI 
STA-CO toggle lamp 

When jolting manual pressures 

ire applied to clamps during open 


] 


ng or ioOsing iccording to the 


maker, the cushion effect of the plas 


minimize possibility of bruises 
ens worker fatigue 
Stamping Cc Detroit 


e're just going through a phese—o 
sale in the morning, a cancellation in 


the afternoon 


CRANES 


have served industry, 
nationwide, 
for over 


thirty-seven years. 


NOW, AN EXPANDED 
MATERIALS HANDLING LINE 


In addition to engineered cranes, the 
Conco line now, includes I-Beam trolleys 
hand chain hoists, electric hoists, jib 
cranes, hand operated cranes, electric 
cranes, and packaged crane assemblies! 
Distributorships are still open in certain 
high-potential areas. If you are interested 
write us for full details 


CONCO ENGINEERING WORKS 
Division of H. D. Conkey & Company 
Division Street, Mendota, Illinois 
AFFILIATES 


Conco Engineering Works—Domestic Heating Equipment 
Conce Building Products, inc.—Grick Tile, Stone 











a 
A THOUSAND 
FOSTORIA a 


20th Anniversary bly nator oy ‘ 


LOCALITES Ames 


in std. 
pkg. of 4 
List $9.30 ec. 
MODEL 55-BH-701 


NEW Universal Arm Joints — Bend 150°. Large 
frictional triple disc bearing surface. Smooth, 
easy movement. Instantly adjustable by band to 
direct light exactly as needed. 
NEW Collar Disc Joints — Rotate 180°. Com- 
bination of 135° bend joints and 180° rotating 
joints provides amazing articulation for position- 
mg refiector. 
Also NEW Reflector — Deep pear shape design with 
Available 5” x 3454” orifice. Accommodates 100 watt A-21 
with or smaller lamp. 
NEW Bese — Universal for horizontal! or vertical 
mounting. Outlet box base optional. 
NEW Wiring—Heavy duty Levolier switch socket 
interior in high impact plastic shell with Velumoid 
lamp seal. 8 fc. SPT-2 18/2 heavy duty plastic 
rip cord with molded plug. 
NEW Finish —Semi-gloss Vista Green baked 
enamel. Reflector interior, high temperature White. 


WRITE for Complete r 
Catalog of Localite “ 
models for every } . 
industrial use. 7 


THE FOSTORIA PRESSED STEEL he A ) 


CORPORATION © Fostoria, Ohio for Light OM the Job 
Localites are avaiable through . 


u holesalers everyu bere 


SET your machines level 


and KEEP them level! 


for better performance 


. 
. «+ less maintenance 
EMPCO Leveling Jacks provide : solid, adjustable support 


for machine tools dustrial furnaces, tool room and pro- 
duction equipment of all types. Easily installed—easily 
relocated, Empco Jacks cut maintenance costs . Keep 
machine performance at peak efficiency! 
Vi-Sorb Mounting Pads are optional with Empco Jacks. 
They control vibration from within the 
machine itself, and reduce transmitted 
vibrations 
Empco Jacks are available in two styles 
and 6 models. There's an Empco Jack that 
will meet your exact requirements! 
WRITE TODAY FOR ILLUSTRATED BULLETINAND PRICES! 
10 
THE ENTERPRISE MACHINE PARTS CORPORATION 
2711 Jerome Avenve . Detroit 12, Michigan 
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You Can Get More 
Out of Sales Analysis 


(Starts on page 84 





total inventory. Another classifica- 
tion originally contributed more 
than 10% of total sales and inven- 
tory was 6.2% of total inventory. 
Ninety days later, sales had risen and 
so had inventory which then was 
8.51% of total inventory. 

There were 26 product classifica- 
tions which produced individually 
more than 1% to total sales and the 
inventory of these 26 classifications 
was 67.16% of total inventory. Three 
months later, a check revealed that 
this part of the inventory had risen 
to 69.07% of total inventory 


Gross Profit Analysis 

When it came to analyzing gross 
profit earnings, Mr. England concen- 
trated on the 26 best selling product 
lassifications (more than 1% of 
total sales Instead of relating the 
sales of each product classification to 
total house sales, he related sales to 
total sales of the 26 classifications. 
He also added to this ratio, the av 
erage dollar gross profit per line of 
billing, each product classification 
earned during the nine-month period 
under survey. This showed that only 
two of the 26 product classifications 
produced less than $1 gross profit 
per line of billing. 


“We found,” Mr. England said, 


4 


> 


SINCE 1948 when Mr. England began 
sales analysis data accumulation, he has 
turned to the McBee Keysort system 
with gang-puncher. 





“that 15 classifications (illustration 
p. 84) produced $3 and more gross 
profit per line of billing; the rest 
were between $1 and $2, per line. 
As good as some of these results 
looked, nevertheless, we felt it ad- 
visable to drop them because of an 
unsatisfactory inventory to total in- 
ventory ratio. For example: we did 
not think that Classification M was 
worth handling, although there ap- 
pears to be a good profit feature, 
$4.20 per line of billing. Comparing 
that to the associations’ figure of 
$2.82 as the cost of handling per 
line, you might easily come to a con- 
clusion that it was a profitable line. 
But, this classification had a high in- 
more than double 
, and indicated that 


ventory ratio 
that of others 
the cost of carrying stock was too 
Another factor taken into 
you just can’t act on 


high. 
consideration 
figures alone) was that the products 
in that classification were highly 
competitive and involved specialty 
salesmen. This put the cost of sales 
too high for the result.” 


Customer Analysis 


Mr. England’s object in analyzing 
customers was to find out what prod- 
uct classifications principal custom- 
ers were buying and to get a com- 
posite picture of how many of these 
customers were buying classifications 
yielding less than 1% of sales in 
dividually. “We didn’t want to toss 
out a line,” Mr. England explained, 
“if good customers were the only 
ones buying those products.” He also 
wanted to know how good these 
customers’ business was with respect 
to gross profit. 

Mr. England selected 36 of the 
company’s top volume customers 
and potentially good customers. 
They accounted for 48.47% of the 
total business. Each customer’s pur- 
chases were broken down to provide: 
1. number of lines of billing; 2. av- 
erage dollar gross profit per line. 

This showed that sales to these 
36 customers yielded an average of 
$4.60 gross profit per line as against 
an overall company average of $3 
for all customers. By concentrating 
more sales effort on major lines, by 
dropping some lines, adjusting in- 


Exclusive Features 


Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 


| 
| 
| 


Pe 


“CENTER-HOLE” PULLING 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here’s an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 

fully described in catalog 53. 


woere 8 tances mPCOS OF mBusTaiar 


MECHANICAL AND 
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LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


COMPLETE SIMPLEX 
LINE INCLUDES : 


Re-Mo-Trol Lifting Rams and 
Pullers — 10-100 tens 


New Rol-Tee lifts 
full capacity on cop 
or toe 
Screw 
Jocks— 
12-24 tons 


Standard Hydraulic Jacks— 3-100 tons 
Lever Jacks — 5-55 tons 


Special Jacks for Railroads, Mines, Utili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 
2523 Gerdner Road, Broadview, Ill. 





For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


sell top-quality 


ARBOR SPACERS AND SHIMS *¢ 
20 arbor sizes %" to 4” . . . 19 thicknesses 
001" to .125". Specify with or without 
keyways. Also available—hardened and 
ground spacing collars (with standard 
keyway) }4" to } long in all popular sizes. 
For use in milling, slitting and gang-saw 
setups, shimmuing gears and bearings). 


FEELER STOCK ®* Made from tempered 
stock, rolled to close tolerances. 44" x 25’ 
coils packaged in transparent plastic boxes, 
except above .020°. Strips 44" x 12", in 
cellophane. 27 thicknesses. All thicknesses 
from .001" to .032". (For use in precision 
fitting, checking clearances, inspection 
and production work 


SHIM STOCK © Selected from material 
rolled to precision limits, free from burrs. 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .001" to .032". Sheets 
6” x 12°: coils 6” x 120". Available also in 
assortment package of |2 thicknesses 
OI" to 015". 


Write for complete 
deoler information 


332 MIDLAND AVE. © DETROIT 3 MICH, 
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SORTING NEEDLE METHOD of 
electing required data has been re 
fined by years of experience with various 


relationships within the business 


ventories by reducing number of 
slow-moving items carried, Mr. Eng 
land aimed to increase the $3 figure 

Here, also, was further light shed 
on the product classifications yield 
ing less than 1% of total sales. Five 
of the above 36 customers purchased 
from one product classification and 
iccounted for only 17.9°% of sales 
in this classification. The average 
gross profit per line of billing was 
The inventory in this 
of total in 


he line could be dispensed 


only 57 cents. 
classification was .04% 
ventory 


with 


Additional Data 


More was found about the nature 
and character of the 36 customers’ 
buying. Customer A purchased from 
all but six of the 73 product classi 
fications. The average gross profit pet 
line of billing was $2.21 on stock 
shipments to this customer and $1] 
on direct shipments. Customer B 
purchased from only two product 
classifications and had only six lines 
of billing. The gross margin per line 
of billing to this was 
It incicated care 


customer 
had to be 
product 


$33.53. 
exercised im eliminating 
classifications 

But there was Customer B who 
did not appear so well after initial 
scrutiny. In one product classifica 
tion, this customer had 391 lines of 
There was an average 


ITOSS 


billing 
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ap 


POWERFUL 
full-color 

ADVERTISING 

LIKE THIS 


onsistently appearir 
2ading meta 


agazines in 1958 


_ } 
one 


Six TOP 
ADVANTAGES 


enjoyed by 


CARBORUNDUM 
DISTRIBUTORS 


Here are the other five 
@ The industry's best-known 
and accepted brand name. 


@ Outstanding training 
programs to improve 
distributor salesmen. 


@ Expert technical counsel 
from abrasive engineers in 
the field. 


@ Up-to-the-minute 
information on new 
abrasive techniques. 


@ Representation that 
attracts other top-quality 
product lines. 


Brrr Ser 


a ae 


CARBORUNDUM 


c MaRe 


SENSE 
abrasive DOLLAR 


n the 











7,700-s.f.p.m. wheel speed is “stopped” by | 


The right Abrasive Cut-Off Wheel 
Dy CARBORUNDUM will slice through 
metal in seconds...12 to 20 times 
faster than a power hacksaw. You 
get clean, accurate cuts, wichout 
extra deburring and smoothing 
needed after shearing or flame-cut 
ting. For wet cutting, to extremely 


close tolerances, use Rubber Bond 
Wheels...for dry cutting at high 
speeds, use Resinoid Bond. Tough 
CARBOFLEX Reinforced Wheels 
are tops for all portable cutting 
and slotting—combine fast ac 
tion with maximum safety. Your 
CARBORUNDUM Distributor or sales 


Through application “know-how” and product quality 





10,000 sec. stroboscopic exposure. (Wheel guard opened and coolant flow reduced to reveal cutting actior 


man knows how to help you use 
abrasive cutting, profitably, in your 
shop. Call him today. For tree Book 
let #6, "Metallic Cutting Off, 

write The Carborundum ( ompany, 
Niagara Falls, New York. In Canada 
Canadian Carborundum ( ompany, 
Ltd., Niagara Falls, Ontario 


CARBORUNDUM 


REGISTERED TRADE MAREK 


continually puts more in your abrasive 





Your customers 
? Tell them how 
67-8 @ met ado 
/ .+-with more 
money, 
: uses for 


JOHNSON UNIVERSAL BRONZE BARS 


It. surprising how many 


applications for UNIVERSAL BRONZE can be found in 
many plants. There are hundreds of diameter combina- 
tions that eliminate machining to size on inside and out- 
side diameters . . . each bar is completely finished ID 
OD and ends. They are free cutting with ordinary tools 
These advantages often indicate the use of UNIVERSAL 
BRONZE instead of other materials. Tell them, too, of its 


non-sparking properties, its corrosion resistance, its low 
1 


iOng 


coefficient of friction, its quality alloy which assures 
trouble free performance. All of these sales opportunitie 
are, of course, in addition to the usual bearings, bushing 


and washer applications. 


Most complete line 
on the market 


stock sizes of Johnson 


Universal Bronze are 5%” to 8” diameters in solid 

bars, 42" to 7%%4” inside diameters with numerous 

wall thicknesses in cored bars, and 5” to 3” solid 

hexagon bars*. Over 400 sizes . . . Quite a line! 7 x 

Hexagon bars are not machined OTHER 
—_ BEARING TYPES: 
JOHNSON BRONZE COMPANY 
General Purpose Coast 


535 South Mill St. * New Castle, Pennsylvania Sronse Geariags ° Cost 
Bronze Graphited Bear 
ings * Electric Motor Beor- 
ings * Ledaloyl Self-lubri- 

cating Bearings * Babbitt 


eve- J ype 


JOHNSON . ©’ BEARINGS 
Sle Jo 
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profit of only 78 cents per line on 
this business. But this customer 
bought 45 other product classifica- 
tions and all his purchases accounted 
for 1945 lines of billing. The gross 
profit per line was $3.73 which was 
not too bad. The customer ac- 
counted for 11.4% of total dollar 
volume but also for almost 10% of 
all lines of billing. Some effort would 
have to be made to “sell” this cus 
tomer on buying more economically 

Distributors’ experience with an 
alysis, Mr. England feels, should be 
increased. His own efforts are the 
results of experiment, study and con 
ferring with other distributors in 
terested in the subject. He feels that 
they can be improved upon as more 
distributors exchange ideas and tech 
niques, but it will take more work 
ind study by more distributors 





SEASONAL FORMULA 


A four-season formula for selling 
used refrigerators resulted in $100,000 
sales for a Boston appliance dealer 
last yeor, Electrical Merchandising, 
McGrow-Hill publication, reports. From 
January through March, he pushes 
sales to South America, taking advan- 
tage of the Summer season south of 
the border; April through August he 
aims at the booming vacation market 
in New England; September and Octo 
ber are devoted principally to local 
college students seeking used retriger- 
ators for dormitories and fraternity 
houses; and November and December 
are given over to holiday business. 






















“We'll never find another salesman like you, 
I'm hoppy to soy.” 


Leadfoote 
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MACHINISTS’ 
VISES 


Gutlt to carry 


the laad/ 







































Any man who works with metal will quickly recognize the 


functional contours of a Reed Machinists’ Vise. . . with its 
semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock-like solidity, easy operation and long life. 
That's why Reed Vises ‘‘carry the load’’ under the most severe 


conditions. Check these features: 


1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting provess into a per 
fect, permanent union. 

3. Heat-treated carbon steel screw . 
accurately machined for maxiffum bearing 
surface and long life . . . insures strength, 
stiffness and easy operation. 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body . . . to insure perfect align- 


ment, less stress and longer wear 


5. Corrugated clamp bolt fits into cor 
rugations in base plate to permit easy, 


solid clamping. 


6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


Remember, In a vise or pipe tool, if it's a REED... 





it's RIGHTS 





MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA «© U.S.A. 














HOT FORGED from solid, 
rectangular. steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES |! 


Standard & Double 


Extra Heavy 
UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 





i 








\ 6000-Ib. sizes 4” 
to 2”. cal 


ORIFICE) 


UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 














Ib. service j 








a 
(m 


ALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain 
less steel-to-steel or 


orthce seats. 3000-lb. 
service only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or O 
socket weld ends. 














3000-lb. and 8000-Ib, 
service. 


WRITE FOR CATALOG 11 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 





300 MILL ST. - CATAWISSA, PA. 
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on: 


How You Can... 


Western Iron Stores, Milwauke« 
has borrowed an idea from mam 
facturers—a register for all caller: 
Every outsider is requested to sig: 
in, giving his name, his company 


its location, the person he is calling 


on, and time in and out 


This register, which is supervised 
by Louise Helz, receptionist and 


switchboard operator, gives W ester 
record that is valuable 


many ways, among them 


lron a 


1. Callers whose cards have be« 
misplaced can be 
and located at a later date 
Management can 
which suppliers are 


regularly, and with what fre 


identifi 


See prey e 


Rex Le Fevre, warehouse manager 

shown beside a homemade dolly for 
a crescent bed which keeps stock f 
curved upward at the ends 
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determine ( 


calling ing 


ie keep track of callers 


quency they call 
Ihe record can be used as the 
basis for a general mailing list 
Visitors can be immediately 
located within Western Iron’s 
building, in case of long dis 
tance phone calls or other 
emergencies 
[he pages are kept in a loose 
1 leaf binder and are removed at regu 
lar intervals to be filed in the office 
f the sales manager 
limit, 


We 
} 


yet, of the uses to which this record 


reached the 


haven't 
in be put,” says General Manager 
Morgan Curtis, “but in purchas 

and sales particularly, we'v« 


found it well worth while 


nt stock from rolling off 


ll Metal & Supply Co., Atlanta 
ind round stock. The dolly ha 
Stock bins in the rear ar Als 








How to Share 
The Management Job 


Starts on page 86 





must realize how important it 
is to tell his associates wherc 
the company is going, what 
its plans are for the next month 
next “This he 


ind the veal 


must do while wearing his 
idministrative hat, and he must 
be able to switch quickly to 
his executive hat to help solve 
an operating problem.” 
Communication While 
small company obviously mai 
tains a flow of ideas more easil\ 
than a large company, the idea 
of stimulating communication 
from bottom to top should be 
encouraged 
Profits and Costs 
to which a smaller company 


The degree 


can keep an up-to-date record 
varies, of 
How 


system which keeps 


of these factors 


ourse, with its size 
ever, a 
both 


responsible 


top management and 


subordinates ade 
and 


quately frequently in 


formed on profit and cost 


trends is an _ indispensible 
control 
One of the 


section of The Management Team 


contributors to this 


cautions the heads of = small 


businesses against automatically 


rejecting an idea or technique as 
not being suitable for his particular 
This reaffirms the 
The art 


control is an 


type of business 
main point of the book 
of delegation and 
attitude, not an exact science 

John S. Tomajon, president of the 
Washburn Co., 


problem this way 


puts the whole 
“There are those 
who delegate the work, but who 
hug to their chests the essence or 
core of the job. They never really 
delegate in the full of the 


They delegate only with their 


sense 
word 
heads. In contrast, there are those 
who delegate the job wholeheartedly 
and without reservation, the whole 


They 


delegate with their hearts as well 


job with all its satisfactions 


as their head 


Extra large hoist-type hook, 
crosshead and links drop forged 
in accurate dies. 


at 


+ Forged steel 
TT shell plates, cast 
steel sheave. 
Rope cannot jam 
between shell 

and sheove. 


Pressure lubricated bronze 
bearing. Easily accessible fit- 
ting recessed for protection. 


+Her44 t+-4-+-4+ 4444+ t-9+ 


+++ ++ -+-4 4 +-+4 44 situ a iad 


Upson- Walton's unique, simpli- 
fied, one-piece strap construc- 
tion provides greater rigidity 
under hardest working con- 


1 ditions. a 





for EXTRA HEAVY work 


HE Upson-Walton heavy duty trucking snatch 
block is ruggedly built for the jobs which are 
beyond the strength of the regular snatch block. 


ASK YOUR 
DISTRIBUTOR 
TO SHOW 
YOU ONE 





| Werking teed 





7 tons 
9 tons 





Wire Rope Diameter 
%,”’ 
7%” 





i 
96°" an 





THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 
NEW YORK + CHICAGO + PITTSBURGH 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS — ESTABLISHED 1871 
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NEWS 


Starts on page 116 


¢ MORE FOR YOUR 
“PREFERRED STOChS"! 


1. The “99” Junior! 2. Chrome-Plated Pliers! 


Pocket-size edition of the ever- A full line of drop- forged 
popular “99” set. Hos 7 nwt pliers like this No. Utility Plier— 
drivers and 2 Phillips and 2 slotted with permanently ottractive chrome 
screwdrivers, extra pockets for finish. Perfect for selli disploys. 
reamers, etc. Write for new folder Each one sold means ano sotisfied 
and ices on this fast-selling customer! Write for literature and 
XCELITE quality set! modest prices. 














Paul C. Kreuch 


XCELITE, INCORPORATED 
Dept. F, Orchard Park, N. Y. 





Vice-Presidents 


Named by Rockwell 





5 A new idea in 1905 Rockwell Mfg. Co. has appointed 


Paul C. Kreuch, assistant to the vice 


an accepted idea now: resident in charge of the Meter 


ind Valve Division, as a vic e-presi 
& dent in that division 
| N co. Eugene F. Foubert was named 
ice-president—industrial _ relations 


for the company. 
Make your next catalog loose-leaf and give it Mr ‘ 
Unreteuched phote of first extra sales snap with Heinn custom-styled 102 


Kreuch joined Rockwell in 


practical selesmon's sy asa sales enginecr 


a by Heinn | covers and indexing. Sheets that require no 
a : 
od me] changes from printing to printing stay in your 
catalog. Inexpensive inserts provide up-to- 


Distribution Dispute 
Settled in Erie 


One of thousands of — P +. 
modern Heinn-designed dateness that's impossible when you wai! 


ti tal bo nde *.¢ 
hat clemptity selling a months for a new edition of a large, costly 


ao catalog. Thousands of manufacturers and Judge Elmer L. Evans, of Erie, 
wholesalers know the facts . . . and now depend Pa., has approved settlement of a 
on beautifully fashioned, unbelievably durable lispute between two firms in that 


loose-leaf binders and indexes by Heinn. = 
y over selling territories 
Facts at Your Finger- 


NOW «sigs Heinn's heipte! Arthur E. Boldt and his son, 


new booklet fer the » 
catelog plonner. When Arthur S Boldt, owners of R. P. 
writing for your copy, . 

pleose describe your Anderson Co., Ernie, went into court 
cetalog problem 


. 


several weeks ago to seek an iniunc 


HE HEINN COMPANY [ . tion prohibiting M. G. Hood from 


B ey Cneee Oe elling machinery and tools in the 
4 rea. The Boldts had purchased the 
Anderson firm from Mr. Hood last 
fall 
\n agreement between the parties 
Originators of the Loose-Leaf System ended in a settlement of the issue. 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e e CLEVELAND 13, OHIO 


“SHINY HEADS” “HI-CARBS” 
America's Best Looking Cap Screw Heat Treated Black Satin Finish 
Made of high carbon steel — AISI Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- C-1038. Furnished with biack satin 
ished hexagon head cap screws — finish due to double heat treat- 
bright finish. Heads machined top ment. Hexagon heads die made, 
and bottom. Hexagon faces clean not machined. Points machine 
cut, smooth and true, mirror finish. turned; fiat and chamfered. Ten- 
Tensile strength 90,000 p.s.i. sile strength in accordance with 
Carried in stock. SAE Grade 5. Carried in stock. 


“LO-CARBS” SET SCREWS 


Made of AISI C-1018 steel — bright Square head and boodion — cup 
finish. For use where heat treat- point. Case hard Expertly 
ment is not required and where made by the pioneers = pooducing 
ordinary hexagon heads are satis- Cup Point Set Screws by the col 

factory. Hexagon heads die made upset process. Cup points machine 
to size —not machined. Points tura Carried in stock. 

machine turned. Tensile strength 

in accordance with SAE Grade 2. 

Carried in stock 


FILLISTER CAP SCREWS FLAT HEAD CAP SCREWS 


Heads completely machined top Heads completely machined top 
and bottom. Milled slotse—leses and bottom. Milled slots — less 
burrs. Flat and chamfered machined burrs. Flat and chamfered machined 
point. Carried in stock. point. Carried in stock 


a 


“SHINYLAND” STUDS ADJUSTING SCREWS 
All studs made steam-tight on te Valve tappet adjusting screws — 
end unless otherwise apoatited, Hexagon head style — to blue print 
with flat and chamfered machined *Pecilications—hexagon heed hard; 
poiat. Nut end, oval point. Land polished if specified — threads soft 

wee 


m threads shiny, bright to close tolerance— points machine 
mirror finish. Carried in stock "turned; flet and chamfer 


* on 
CONNECTING ROD BOLTS SPRING BOLTS 


Made of alloy stee! — heat treated — Case hardened to proper depth aad 
threads rolled or cut — finished to ground to close tolerances. Thread 
extremely close thread and body end annealed. Saroties in various 
tolerances — body ground where head she . with off holes and 
qgecies. i. - 'y made by the grooves of different kinds, and flets 
fs omens connecting eccurately mill 


pioneers 
tod rod bolte by cold upset process. 


FERRY PATENTED ACORN NUTS 
For ornamental Stee! in- Tapped 1/4” to 3/4” inclusive 
sert — steel cove Finish: plein, Cross section of Ferry patented 
zinc pie ated, codminm plated. Size ecorn nut, showing bow stee! hexze- 
9/16”, 3/4",15/16’ across the flats. gon nut fits enugly into shell 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 





carried by 
LEADING 
DISTRIBUTORS 


* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





CHICAGO 


ACE 


PADLOCKS 


fill that need 


Cut-away view of 
ACE Padlock show- 
ing double locking 
feature and 7-pin 
tumbler mechanism. 








S 
EXCLUSIVE FEATURE 


If you are interested in providing your customers with positive security 
where needed, write for Catalog MS-101. It explains all of the reasons why 
Chicago Locks are right for industrial security. Ask, too, for copies of our 
Folder P-104—suitable for mailing to your customers. 


CHICAGO LOCK co. 
2030 N. Racine Avenve + Chicage 14, illinois 
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Healy Featured 
In Old Sylvania Issue 


Ed Healy, president of Hartfield 
Healy Supply Co., Buffalo, recently 
had the story of his early accomplish 
ments of 25 years retold in print 
when Sylvania Electric Products Co 
re-issued its Sylvania News of March 
1930 

lhe company was celebrating the 
25th anniversary of its mewspaper, 
ind the first issue contained a pic 
ture of Mr. Healy, then with 
Erskine-Healy, Rochester, and two 
feature stories on his accomplish 
ments as originator of sales contests 
for Sylvania products and as record 
breaking sales representative 

lhe paper was circulated among 
the Hartfeld-Healy staff by Sylvania 
luring Mr. Healy’s absence recenth 
on a vacation trip. Each employ 

lso received a letter from H. G 
Kronenwetter, Svlvania advertis 

listribution manager, calling his 
ittention to their _ boss’s past 


iccomplishments 


Metal Exposition 
Planned for October 


Philadelphia will be the site of 
the National Metal Exposition 
planned for October 17-21 in Con 
ention Hall 

lhe Metal Congress will be held 
concurrently. Some 50,000 visitors 
ire expected, iccording to sponsors 


f the event 





AS SALES MANAGER, F. F. Stucke: 
aS { pk ugh through 2 f paper 
vork at Louis Hanssen'’s Sons, Daven 


. low : 





Joseph G. Hrosenchik 


South Bend Manager 
Named by DeWalt 

DeWalt In has appointed 
Joseph J. Hrosenchik district sales 
manager of its South Bend district 





With the company since last year 
as field representative, he has been 
travelling throughout the countn 
as demonstrator and salesman at 


shows and other special events. He 


was formerly promotion manager Ae LAVALLEE & IDE 








for a vending machine firm in Texas 
and more recently operated his own 
trucking and sub-contracting busi 
ness in Connecticut. He is an Ai 
Force veteran 

he South Bend district includes 
Indiana north of La Fayette, th« 
portion of Michigan between Bay 
City and Lake Michigan and Wil 
liams County, Ohio 


District Manager 
Named by U. 8S. Rubber 
United States Rubber Co. has 


appointed Harold E. Giddings dis 
trict sales manager in Milwaukec 





for industrial rubber products. 
Formerly acting sales manager in d 
Boston, he joined the company there ‘a ge 
is a Clerk in 1939. He was a senior 
supervisor before going into sales in 
1945 
Frank I. Lynch, field specialist, if you want more 
was named assistant sales manager reamer sales and profits, 


. = C a = t. Mr. Lynch write fer the avatiol @ mam 
as been With ! company since 
“ “~, L&I story today. 


5 ry bye n » C" , 
1945 whe joined the Chicag rat iladel time YC 
branch aft crving two vears | 


the Navi 
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NEW 
LUG-ALL 


CAR DOOR 
PULLER 








NEW LUG-ALL TOOL OFFERS NEW PROFITS 


MODEL HDR-27 $43 75 


(reach 27 


Every railroad and every ag J Bm | boxcars 
neeus the new Lug-All Car Door Puller. One man 
opens boxcar doors in a jiffy. Weighs only 124% lbs 
—easy to carry, easy to use. Extra long cable (27 
it)}—enough to open 50° boxcars from end of car. 
SAFER—has 3,000 Ib pull when double ri ‘ 
Tested to 100% overload. Safety handle silt Vood 
if Puller is dangerously over-loaded. Eye bolt and 
clevis hook combination at end of frame permits 
right angle anchorage. Write for information > Manufactured and guar 
dealer discounts, etc. TODAY. “ anteed for one year by 
the makers of the 


THE LUG-ALL COMPANY famous Lug-All 


Winch Hoist 
Heverford 11, Penna Phone: Midway 2-0164 


list. FOB 


MODEL HDR-12 $37 75 


(reach 12 
list. FOB 




















jo. PRECISION 
PRODUCTION 


Willey's Tools— standard or special — deliver precis- 
ion production that will satisfy you as to accuracy, 
time per finished piece and pieces produced 
over the life of the tool. 








~ — 


Catalog on Request 


WILLEY’S CARBIDE icele) Mao} 


LLEY’S META 


f MAKERS 


Detroit 1, Michigan 


1342 W. Vernor Highway 
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SPECIAL TRUCK SERVICE handles 

deliveries for three distributors in New 

ark, N. J. Here Harold Callahan, Abra 

e Machine & Supply Co., dispatches 
ad with North Je rsey I xpres 





Wins Merit Award 


Standard Pressed Steel Co. ha 
been presented with an award of 
merit by the Research Institute of 
\merica for its system of two-way 

ymmunications between levels of 
Charles A. ‘Thomas 


the company’s industrial relatio: 


management. 


manager, system, 


developed the 
which provides for a weekly message 
on a question of current urgenc\ 


office 


to 150 members of management 


written from the president's 
Replies and suggestions for improve 
ments are written on the same form 


eekly 





4 BREATHER is taken by W. Beans, 
cad of Industral Supply Co., Denver 


to his loaded desk 





WATSON-STILLMAN 
FORGED STEEL FITTINGS 


afer Tight Connections 


in pressure piping 


BB In high pressure steam lines... process liquid and gas 
piping... hydraulic fluid lines...wherever strong, tough 
pipe joints are needed, Watson Stillman Forged Steel Fit- 
tings provide a safety factor against costly piping failures 
They resist pressure, heat, corrosion, shock and vibra- 
tion because they're drop-forged of high quality steel to 
produce a dense, tough, forged-fiber structure that can 
really take it 

Extra strength is built into W-S fittings in other ways 
too...such as the heavy reinforcing bands extending 
well beyond the threads or sockets. 


Protect your high pressure piping system with Watson- 
Stillman Forged Steel Fittings. Available in carbon, 
stainless and alloy steels, in Screw-End and Socket-Weld- 
ing Types to meet your service requirements, Send today 
for Free Catalogs. 


Bulletin A3-50—Forged Steel Fittings 
Bulletin S-1-55—Stainiess and Alloy Fittings 
Bulletin U-1—Forged Stee! Unions 

Bulletin S-3-55—150 Ib. Stainless Fittings 


Sold Through Leading Distributors 


ang WATSON-STILLMAN FITTINGS DIVISION 


HK H. K. Porter Company, Inc. 
wit 1s Roselle, N. J. 
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\OW -the Coffing Line is 


BIGGER and BETTER 


than ever 


With the large — and expanding — Coffing Hoist line, you 
are able to choose the most efficient and economical unit 
for your job. And you can buy with confidence, for every 
Coffing model is built to meet today’s demands for efficient 
production. Every hoist is factory-tested and fuily guaranteed. 


NEW PRODUCTS WITH A BIG FUTURE 


SUPER POWER RATCHET LEVER HOIST > 


Patented cmpuant | het design of- 
fers new stre nd efficiency. 
The Super Power is the only 5-ton 
hoist using but two load dhaion, 
accounting for its faster opera- 
tion and lighter weight. Handle 

is adjustable for close-quarter 
work and may even be oper- 

ated from opposite side of 

hoist. Coil chain gives com- 

plete flexibility. Two mod- 

els, 24%- and 5-ton ca- 

pacities. 


<< CABLE QUIK-LIFT ELECTRIC HOIST 


This new cable electric hoist has 

all the rugged construction and 

operating features necessary for tough 

production line work. Among its advan- 

tages are dual brakes for safe, instant stops, com- 
pletely enclosed motor, push button control plus 
new speed, smoothness and flexibility. Six models, 
500 to 4,000 lb. Available with lug, hook, trolley, 
or motorized trolley suspension. 





YOU ALREADY KNOW THESE 


QUIK-LIFT ELECTRIC HOISTS, coil chain — seventeen models, 500- to 
4,000-lb capacities. 


SAFETY-PULL RATCHET LEVER HO!STS — nine roller chain models, two 
coil chain models, capacities from 1,500 to 30,000 Ib. 


HOIST-ALLS — two sizes — 2,000- and 4,000-lb capacities. 

SAFETY LOAD BINDERS, roller chain — two models — 3,000- and 
6,000-Ib capacities. 

HOIST BINDERS — 3,000-lb capacity. 

SPUR-GEAR HOISTS — twenty-four models, %4- to 25-ton capacities. 

MIGHTY-MIDGET PULLERS — two sizes — 500- and 1,000-lb capacities. 

DIFFERENTIAL CHAIN HOISTS — two sizes — '4- and 1-ton capacities. 


1-BEAM TROLLEYS — Plain, geared or motorized types, capacities up 
to 25 tons. 


MORE NEW PRODUCTS COMING 


Many new products are now in preparation. Some are in the pilot 
stage, others are on the drawing board. Watch for them they'll 
be coming your way, bringing with them the most advanced think- 
ing in modern hoist design. For full information, write Dept. A 


Cr Coffing Hoist Division 
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General Electric 
Re-organizes Division 


Organization of the staff of the 
newly formed Large Lamp Depart 
ment of General Electric Co.'s 
Lamp Division has been virtually 
completed, Herman L. Weiss, gen 
eral manager, has announced 

The department is the largest of 
six into which the Lamp Division 
was divided recently. It will be 
responsible for development, manu 
facture, distribution and sale of 
general lighting lamp for all uses 
including industrial 

Responsible to the department's 
general manager are Ralph H 
Humbert, manager of marketing and 
Donald J. Mayer, manager of ware 
housing and field 
marketing organization will include 
office 
managers of existing sales districts 
Manager at Nola Park headquarters 
for commercial and industrial sales 

Arthur C. Barr. 

Changes in the management of 


service. The 


ll home managers and 32 


announced: in 
Frederick |! Denny 

Douglas Scarf, 

consultant; Virginia, 
Jenks replaces Willard 
S. Hemker; Ohio Valley, Mr 
Hemker replaces Robert V. Corn 
ing; Mohawk, Joseph B. Foley 
replaces Gomer F. Davis; Buckeye, 
George S. Trotter replaces John M 


9 sales districts were 
( hicago, 

replaces 1 who 
remains as 


Dean N. 


Theodore (¢ 
I rotter: 


Lime; Texas Gulf, 
Lauck replaces George 5. 
New York, Everett G. Agee replaces 
Harold A. Olson; Arthur 
C. Kirchartz replaces Robert E 
and Delta, Gordon E 


Brown replaces Theodore C. Lauck 


Niagara, 


lordan, 


Morse Chain 
Names Ad Manager 
John A. Janikowski has 
ppointed advertising manager of 
Morse Chain Co 

Formerly 
at the 
transfer 


been 


advertising 
Detroit 
advertising 


assistant 
manager firm's 
ofhice, he will 
and sales promotion activities to 
Ithaca, N. Y. and will 
this work for the new Morse Chain 


Co. of Canada 


also direct 





BLEDGES ond HAMMERS 
\\ 


THREESOME at recent North Jersey 
Distributor’s meeting includes Harold 
Abrahams, Raysons Supply Co., Hill 
side; Joe Derrig, C. Muzzi & Co., Ho 
boken, and Fred List, Grayson-List & 
( , Secaucus 





Minneapolis-Honeywell 
Assigns Representatives 
Sales and service engineers gradu 
ating from Minneapolis- Honeywell 
Regulator Co.’s Industrial Division 
training school have been assigned Eyes factory- 
to 27 branch offices in the U. S., fitted for | 
Canada, and Germany tightness ! 
he class, the 47th in the school’s 
history, was composed of 9 new 
salesmen and 27 service engineers 
The new sales appointees are 
Charles L. Dozois, Tulsa; Jerome A 
Hagen, Milwaukee; Charles R 
Hartzog, New Orleans; Thomas B 
Kendall and Raymond E. Sawyer, 


Los Angeles; David W. Kennedy 
Baltimore; Hugh F. O'Hagan, Buf inspected 


falo; James R. Pancake, Charleston by Magniglow 


and Jim E. Vermillion, Dallas 


Among the Veronalloy Tools that regularly ring the cash 
register for distributor salesmen, handled sledges and 
hammers are always dependable producers. The constant 
demand for these items mokes them well worth your 





attention. And the many high-quality fectures shown 
above give you plenty of sales points 

Woodings-Veronc tools have been on the preferred 
lists of railroads and industrial companies since before 
the Civil War! Made of highest quality moterials by 
modern manufacturing methods, Woodings-Verona tools 
meet every industrial requirement 


Made in all required sizes and weights 


WOODINGS-VERONA TOOL WORKS 


. \ \ 
a" AL y _ y 
JACK CARLSEN, sales training dire: Pa os , SZ \ DD J Pail 
tor of Skil Corp., gets a Quarter Cen oo yf Z ates 


r - 
tury pin from Bolton Sullivan, presi Shown obove cre some of the more widely-used Woodings. Verona Tools 


1 Skil in 193 
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With the Mulconroy Hose Coupling System, you can meet 
customers’ requirements for coupled hose of any type... . 
promptly, and with complete assurance that you are furnish- 


ing the strongest, safest couplings for any service. 


THE “HOLEDALL”’ COUPLING 


Attached quickly and easily by the 
hydraulically-operated ‘Mulcoram’, 
this unique coupling is there fo stay 
virtually molded to the hose by oa 
multiple gripping orrangement. This 
super-strong application of hose to 
coupling precludes the possibility of the 
coupling pulling or blowing out of the 
hose, even under highest pressures. 
Furthermore, it is not necessary to alter 
the hose in any way before making the 
attachment . . . no buffing or cutting of 
the cover. 

The two illustrations, above, show 
exterior appearance and internal con- 
struction of the super-strong “Holedall” 


coupling. 


"MULCONROY Siar... 
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THE “MULCORAM”’ 
This is the small but powerful 
hydraulic press used for mak- 
ing the coupling attachment 
It is of plain, compact design, 
and inexpensive. It is easy to 
operate, either manually or 
by power. No mechanical skill 
is required for quick, effi- 
cient operation. 

With the “Mulcoram” and 
“Holedall” couplings, you can 
quickly supply complete hy- 
draulic hose assemblies, using 
wire, rayon or cotton-braid 
hose; or you can furnish any 
wrapped-ply, or rubber- or 
cotton-covered hose with 
couplings attached. 


WRITE FOR BOOKLET 
Completely illustrated, it describes the 
revolutionery MULCONROY HOSE 
COUPLING SYSTEM and how quickly 
easily ond economically it con be 
opercted . in your own shop, with 
ovt skilled labor to provide 
coupled hose of any description, with 
the strongest and most efficient cou- 
plings avoilable. 


WHERE OTHERS 


é 
BUSY HEAD of Crown Supply Co., 
Chicago, n member t Central 


tat Associat Ha Nusbaum 





Carborundum 

Names Specialists 
Arthur FE 
iachine specialist in The Car 


Darcy, abrasive belt 


borundum Co., has been appointed 

inager of the Machine Methods 
Department of the firm’s Coated 
\brasives Division. 

His responsibilities will include 
pplying the company’s salesmen 
vith information on various types 
f abrasive belt machines and ma 
hine recommendations for cus 
mers 

For the past three years Mr. Darcy 
has been a sales engineer for Beals, 
McCarthy & Rogers, Inc., Buffalo, 
N. Y., distributor, where he helped 
to develop that firm’s Machine 
Department \ former industrial 
rts teacher and instructor on me 
hanical units while in the U. S. 
\rmy, he has also been a field engi 
neer for Porter-Cable Machine Co 


Supervisor Named 

Ed Pickett has been appointed 
listrict sales supervisor for Graton 
& Knight in the Southeast. 

He will direct sales of products 
of Graton & Knight Co. and its two 
subsidiaries, International Packings 
Corp. and Dixie Leather Corp 








A, A. pe 


AA CE eeereeannaee nent 


' 


} 


»> 
= 
z 
= 
»> 
- 
— 
> 
> 
- 
~ 
. 
a 
es 
a 
e 


1» Ceacanmme aC RR ee 


is the 


.»- the one that’s 


always ready for you 


STEP OO PTET EEE OT OO 08) etme inn eemeitmemendl 


We're never “out of stock” on any of the popular 
sizes in High Carbon Heat Treated Cap Screws — 
CleCap’s pride and joy among tough dependable 
hex head screws. 

One thing you'll soon learn when you deal with 
CleCap—as cap screw specialists, we haven't so 
many irons in the fire that we can’t keep our pro- 
duction well balanced and maintain stocks to meet 
demands. And we make it a point to stock many 
sizes and lengths not commonly listed. 


It’s good business for you to have these extra tough 
1038s in stock. And it’s good business to order them 
from the hustlers at CleCap. 


Approximate Tensile Strengtt 
(Lbs. per Sq. In. Minimum) 


Stock screws ore double heat treated 
to SAE Grade 5 physical properties 


Up to %"" dia. inclusive 
Over %"" to 1” dia. inclusive 
Over 1” te 14” dia. inclusive 


* Based on mean thread area. 

The Cleveland Cap Screw Co. 
2931 EAST 79th STREET * CLEVELAND 4, OHIO 
VU ican 3-3700 TWX CV42 
Warehouses : Chicege « Philadelphia « New York + Providence + Los Angeles 


BLE 


of the Kaufman NTRUSION Process 
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veohot by the inch! 


This handy storage rack holds four cartons 
of 6” x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat soles. No- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 or more rocks. 


SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 





4108 Union Street, Glenbrook, Conn. 





PROFITS RUBBLE 
GO UP AS GOES DOWN 


BELT-SAVER 
PULLEYS 


Both you and your customers 
can profit from Belt-Saver Pulleys. 

The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 
Sharp lumps and abrasives cannot damage the 
belt. Belt life is increased from 50% to 400% in 
installations conveying abrasive materials. 

Such savings produce greater profits for 
quarries, foundries, mines, sand and gravel plants, 
contracting companies, and others, and can pay off 
for you in steady sales and good will. 

In addition to Belt-Savers, Sprout-Waldron 
offers a full line of sturdy, cast-iron pulleys for 
transmission and conveyor use in a wide selection 
of sizes and types. Write for free bulletins contain- 
ing full information about Sprout-Waldron pulleys. 











3 LOGAN STREET, MUNCY, PA. 
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Jones & Laughlin 
Names Executives 


Jones & Laughlin Steel Corp. has 
appointed David O. Merrill man 
ager of sales for its Container 
Division. 

Clarence J. Pistor has been named 
manager of Jones & Laughlin’s 
Lancaster, Pa., steel warehouse. 

Mr. Merrill succeeds K. M. Lyons, 
who is retiring as Container Division 
head but will remain on the staff as 
consultant. Mr. Merrill has been 
manager of pail sales since he joined 
the company in 1950. 

Mr. Pistor, who has been sales 
manager of the Steel Division’s Cin 

innati warehouse, succeeds Jack K 
Kreutzer as Lancaster manager. Mr 
Kreutzer has been assigned to the 
division’s headquarters staff at 
Inclianapolis 

Mr. Pistor joined the company in 
1936 as clerk in the Cincinnati ware 
house and served as a salesman there 
from 1939 to 1954, when he was 
ippointed sales manager. 





Roderick L. Smith 


Abrasive Engineer 
Named by Norton 


Roderick L. Smith has been ap 
pointed an abrasive engineer in the 
Minneapolis area by Norton Co 
ucceeding W. Grover Snow who 
has retired after nearly 40 vears’ 
service with the company. 

With Norton since 1951, Mr 
Smith has been field engineer in 
Chicago and worked for a time in 





dresser wears longer| 
cutters change quicker, 


W. Grover Snow 


the sales engineering department 
\ graduate of the University of Wis 
consin, he was at one time a foundry 
engineer for Link-Belt Co. 

Mr. Snow joined the company 
in 1915 and has been abrasive engi 
neer in Minnesota since 1919 


: Longer life—by far—plus quicker, easier- 
Pittsburgh Manager than-ever cutter change are basic im 
Named by Delta provements in the patented, new type 
Desmond Huntington dressers. Supplied 
at no extra cost in No. 1, 2, 21, and 22 
pointed Pittsburgh district sales eines. Neate the new construction herd 
manager for Rockwell Mfg. Co.'s ened side washers, press fitted into head, 
Delta Power Tool Division positively secured with slotted hex head 

Former staff assistant in the divi bolts and lock washers. Remove one bolt 


K. G. Smithyman has been ap 


(with wrench or screw driver) to free 
spindle for quick cutter change 

Ask your Desmond industrial distrib 
utor for Bulletin D-48. He can help make 
your grinding wheels perform better 
department longer—with proper dressing 
Desmond-Stephan Mfg. Co., Urbana, O 


Desmond 


THE ONLY COMPLETE LINE OF GRINDING WHEEL ORESSERS AND CUTTERS 


sion’s inventory control and ware 
house departments, he succeeds 
George F. Powell, named to Delta’s 
newly enlarged Government sales 





An r slles-building advertisement from 
mond, addressed. to your prospects 
rough Mill & Fadfory, American Machin& 
ist, Modern Machine Shop, Foundry, and ; 
ther publications. Total circulation m 
FRIENDLY ATMOSPHERE is fea 135,000. For steody repeat busi 


tured at Carolina Machinery & Supply 


Co. Rocky Mount, N. C.. headed by promo 
George H. Booth 
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; ~ the todl you want 


6) AND MORE! 


. 
a 


419-RT 


Albert J. Smith 


Division Sales Head 
Named by MeKay 


Albert J. Smith has been ap 
inted sales manager of the Elec 
«le Division of The McKay Co 
Formerly metallurgical engineet 
the firm’s Technical Service Di 


TESTED ision, he has recently served as as 


for Perfect Threads P f 
Sufecs Shipment? int sales manager of the Elec 


RitaiDb 
PIPE THREADERS °°! Name: Manager 


Ne. 504... easy to set-up “ | he VW on »d Shov el & | ool < 0 
fast te wee precision Today, the craftsman is demanding more from 


made... gives perfect threads the tools he uses. He buys tools based on per- —_ appointed Robert E. Novy as 
every time formance ...accuracy...dependability...and long plant manager succeeding | II 
service life. That's why RIt#{ Tools are num- Rr ° whol tired 
e ber ONE in demand. They are designed and SHINE, WHO HAS Toure 
produced by men who have experience . . . who 
have devoted their lives to the manufacture of 
the finest line of pipe tools available 


Ne. 4P geared die stock gives SPECIFY THE RIGID “502”... 


perfect threads on 2%” to 4 for use on any power drive. Single set of self 
pipe with four sets (5 each) contained dies adjusts quickly to 4” and %“ pipe 
of dies regardless of position of quick opening lever 


<>. SPECIFY THE FRIGEXID “504”... 

for use on any power drive. One set of full 
width dies adjusts to 1”, 1%”, 14%” or 2”. Quick- 
opening dies retract immediately while power 
drive is operating . . . eliminates slow back-off 
Four-jaw work-holder sets to size instantly 

no lead screw jam. 


trode Division. He is a graduate of 
University of Pittsburgh 





Neo. 658 for perfect thread 
ing by hand or with power 
for use on 1” to 2" pipe 
jam-proof kicks out 
automatically when standard 
length thread is cut. 


——— PERPETUAL inventory is a big he Ip 

© at The Henry Walke Co.’s Charlotte. 

MANUFACTURED BY THE RIDGE TOOL COMPANY Clerk Street, Elyrie, Ohic N. C.. branch, says John Sifford Ir. 
494 Cle e y es manager, and John Wagoner 
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Raymond Corp. 
Elects President 

lhe Raymond Corp. has elected 
George C. Raymond, Jr., president 
succeeding his father, George G. 
Raymond, named chairman of the 
board. 

The former president had headed 
the company since he bought con 
trolling interest in 1922. He will 
continue to take an active part in 
the business, it was announced. 

Ihe 


executive vice president and sales 


new president has been 
manager for the past several years. 
He is Ist of the 
Material Handling Institute and 


hairman of the exposition commit 


vice-president 


tee for the Institute’s 1956 expos 


hiot 





HELTON, manager. Sum 

Sumter, S. ¢ wa 
preparing the firm's Home and 
rial Exhibit at the local fa 
ds during Juh 


PAUL D 


Sut ( 








NEW RESPECTABILITY 


A new pattern of respectability char 
acterizes the return of the freezer 
food plan, Electrical Merchandising, 
McGrow-Hill publication, says. Dis 
honest and “sharp” operators killed 
1952 and 1953, the 
magazine points out, but many of to- 
day's food plans ore being promoted by 
leading department stores—a group 
of retailers qualified by virtue of their 
traditions, prestige and respectability 
to convince a doubting consumer thot 
this time the plons will give foir meas 


such plons in 


ure and will fulfill their promise 








Tough, abrasion-resistant 
cover inseparably bonded to a specially com- 
pounded, oil-resistant tube, rein- 
forced with highest quality _ 
CORDURA braided 


rayon cord, 


A single hose to handle 
almost any maintenance 
job. Tough. resilient, 
durable; will carry a 
wide range of materials. 
A general purpose hose 
of long life and low net 
cost. 

Available in standard 
lengths. Red black 
covers. Sizes 4" to 14%” 
I.D. with working 
pressures 125-300 
pounds. See your local 
distributor. 


or 


Since 1870, our engineering, production and sales 


departments have worked. in close cooperation to 
BELTING, 
TUBING, 
MATS, 
PACKING 
AND 
FLEXIBLE 
PLASTIC PIPE 


solve our customers’ hose problems. 


With 85 years’ experience, 


Hamilton manufactures a wide 


variety of hose and other indus- 
trial rubber products to meet 


specific requirements. 





WRITE US TODAY FOR 
FURTHER INFORMATION, LITERATURE AND 
PRICES — NO OBLIGATION, OF COURSE 











Be sure...use Hamilton... Always dependabie! 


HAMILTON RUBBER 


MANUFACTURING CORPORATION 
ty Executive Office and Factories, 101 Meade St., Trenton, W.J. 


SERVICE TO - Branches in 
INDUSTRY 
~ CHICAGO « CLEVELAND « HOUSTON « PITTSSURGH 


INDIANAPOLIS «LOS ANGELES « NEW YORK «SAN FRANCISCO 
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Department Head 
Named by Crane 

Crane Co. has appointed George 
G. Lindholm manager of its valve 
nd fitting department at its Chi 


go headquarters 


THE ORIGINAL Manager of the company’s Chi 
ALLOY STEEL CHAIN go branch since 1948, Mr. Lind 


yim succeeds F. J. Wilkey who 


has been named special representa 





tive of the firm’s industrial sales 

division Mr. Wilkev has headed 
the department since 1944 

@ Herc-Alloy i id i ; Thomas D. Kelly has been named 
erc- oy is So in runn hi . : 

lengths and in al types and sizes | aodinn Wa rpaering i ha re 

of sling chains assembled to 6. Se ——e —— 


@ Herc-Alloy is a special all-purpose 
chain with long-wearing properties and 
high resistance to impact loading. 


manager since 1953 of the Cleve 
ind branch 
Mr. Lindholm has been with the 


ompany since 1919 He was 


customers’ specifications. fs 


issigned to the general office, the 
former Evanston and Northwest 
ide branches, Louisville, railroad 
iles and the Detroit branch before 
being named assistant manager of 
the Chicago branch in 1944 


American Brake Shoe 
Buys Denison Firm 


American Brake Shoe Co. has pur 
hased The Denison Engineering 
Co. and will operate it as wholl, 
owned subsidiary 

William B. Given, Jt hairman 
of the board of American Brake 
Shoe, and W. C. Denison, founder 
ind president of Denison Engineer 


ing, made the joint announcement 
@ Write for Bulletin 100 covering 

Herc-Alloy Sling Chains, including 
helpful information on their ill the outstanding stock of Denison 


American Brake Shoe has acquired 


care, use and inspection for an undisclosed sum 

Mr. Denison will remain as presi 
ent and chief executive officer of 
Denison and no changes will be 
made in its management or opera 
@ CM olso produces a complete : 


ions, 1t was innounced 
line of chain attachments and , . 


welded chain of all types including Denison Engineering, with its 
stoinless steel and bronze sah main pl int n Columbus. Ohio. 
makes hydraulic presses, pumps and 

utomatic controls. It also operates 

COLUMBUS McKINNON : plant at Delaware, Ohio. and has 
e regional warehouses Amen 


Ps 
CHAIN CORP. in Brake Shoe, with headquarters 


Tonawanda, New York 1 New York City, operates 54 

Regional Offices: NEW YORK + CHICAGO » CLEVELAND plants in the U. S.. three in Canada 
In Canada: McKINNON COLUMBUS CHAIN LTD ; , : 

Herc-Alloy® ST. CATHARINES, ONT. ind one in France, making railroad 








HOISTS AND CHAIN 
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SIGNING PAPERS of sale are W. B 
G Jr hairman of American Brake 
Shoe; Kempton Dun, president, and Wil 
liam Denison president of Denison Engi 


equipment and various industrial 
’ ct ts 

Mr. Given said the American 
Brake Shoe management favored the 
purchase to integrate product lines 
ind take advantage of what he 
termed Denison’s growth potential 


Kennametal Names 
Advertising Manager 


George B. Varner has been named 
idvertising manager of Kennametal, 
Inc 

With the firm for the past two 
vears as manager of industrial tool 
division advertising, he has also 
worked for Westinghouse Electri 
Corp. and National Radiator Co 
He will cocdinate all activities of th« 


mpany's advertising department 





MACHINE SHOP is Leonard Mazze 
first ca f the day at Seaboard Mill 
> f New I nswick, N. J 


Hammerlok 


COUPLING LINK 
Greatest Chain Development of the Day! 


A typical Herc-Alloy 
chain assembly mode 
up with Hammerlok 
coupling links. 


@ NO PEENING— The Hom. 
meriok link 1s securely locked 
by the herdened stee! pin 
which bites deeply into the 
twbuler stud. The ee 
errengement + hidden 
imeccessible 


@ SIMPLE ASSEMBLY —Ex- 
<yy is unnecessory This 
ink con be property ossem- 
bled by enyone whe con 
drive o neil 


NOW your customers can make up their own Herc-Alloy 
chain assemblies .. . quickly, simply, safely... with all 
components supplied by you. 


A WONDERFUL NEW SOURCE OF REVENUE FOR DISTRIBUTORS 


No longer do your customers have to wait for custom made (or re- 
paired) alloy chain assemblies to reach them direct from the factory. 
Now they can make up their own assemblies with Herc-Alloy chain, 
Herc-Alloy attachments and Hammerlok coupling links furnished by 
you. Or, if your customers prefer, you can make up the assemblies 
(repairs included) yourself in a jiffy. No special tools or skill are re- 
quired. Hammerlok links save valuable time for your customers and 
opens up a new source of revenue for you. 








Made by the makers of HERC-ALLOY the original alloy steel chain 


a7 7a COLUMBUS McKINNON 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Comodo: McKiNWON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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BIGGER SALES 
BETTER PROFITS 


with 
“WERIERQW 
ALUMILADDERS 


Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes 
them extra rugged and reliable to more 
than meet industry's requirements. 


No. 1400 Series Stepladders, 
4 ft. to 14 ft. 


Holds twelve men yet light enough for one 
man to handle with ease. Wide steps on 
both sides for double convenience . . . each 
braced for sure safety. Heavy rubber feet 
prevent slipping. Substantially constructed 
throughout. 


No. 600 Series 
Platform ladders, 
6 ft. to 14 ft. 


Big 14” x 18” slip-proof 
platform provides lots of 
room for comfortable 
working. Side rails add 
to worker's safety. 
Strong braces support 
every step, add to ri- 
gidity. Holds up to 800 
Ibs. Rubber skid-proof 
feet. 


Also ... for better sales... 
Werner Industrial 


Extension Ladders 20 ft. to 60 ft. 
Single Ladders 6 ft. to 20 ft. 
Step Ladders 3 ft. to 14 ft. 
Swing Stages 8 ft. to 30 ft. 


Write for complete catalog information on 
sales-making, profit-making Alumiladders 
Mfg. representative wanted to 
sell Industrial Distributors 


R. D. WERNER CO., INC., Dept. L-40 
Seles Office: 295 Fifth Ave., New York 16, N.Y. 


TUE RULE Reson: 


en eee ee ee eS 





Dillon Supply Starts Building Project 


New shipping department and platf 
ply Co., Raleigh, N. ¢ hen 


present capacity at Dillon Sup 
th right of the 











Eastern District Head 
Named by Raybestos 


Bruce W. Thomas has been ap 
pointed Eastern district manager of 
the Rubber & Packing Divisions of 
Raybestos-Manhattan, In 

Former special representative 
Manheim, Pa., he will now DEI 
ise sales in the New England, Nev 

wk and Philadelphia terrtori 

th headquarters in Philadelphia 

John McKinlay has been named 
pecial representative with headquat 
ters at Manheim Ile has been 
Chicago territory representative fo 


Ie past four years 





Vapor Heating 


Division 


Vapor Heating Corp. of Chicago 
purchased Industrial Ergineer 
ig Co. of Vermillion, $. D., manu 


icturer of cleaners, heaters and 


] 


ducts, and will operate 


quvision 


has been selling Industrial 


] } 
ning icaners and heaters 


past vear through automo 


id industrial channels. L. H 


Vapor'’s vice-president in 
iles, will direct sales of the 


issisted bi I i] 





Milwaukee Distributor Revamps Displays 


Pe ee? 


IMPERIAL 


ey sw 


Concentrating windows in specifi 


Supply Co., Milwaukee. This 


oa 
_ 
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"+ 


now the policy ot Triplex 
Mfg. Co.’s lines 








Bradford Machine 


Elects Officers rF q PP fo ivi AS T E R 


Jack Paul Lewis, industrial con 
sultant, has been elected president 
and treasurer of Bradford Machine 
lool Co 

Jacob K. Stewart, former presi 
dent, was named chairman of the 
board, and George F. Stewart 
former vice-president retired because 
of ill health, will remain as a direc 
tor, also retaining his stock holdings, 
it was announced. Charles J. Smith, 
secretary-treasurer, has asked to be 
relieved of his office after serving 
the company 47 years in various 
capacities, but will act as a consult 
ant when necessary 

Philip J. Schneider, attorney, was 
clected retary and director 


H. K. Porter, Ine.., 
Shifts Sales Manager 

H. K. Porter, Inc., Somerville, 
Mass., has promoted Harry M 
Webster, former sales manager of 
its Cutter and Industrial Division 
to manager of Trade Sales 

He will direct all cutter, pruner 


and automotive trade sales 


To Sell Kraeuter Line 

Harry \. Moore Sales Co 
Phoenix, Ariz., has been appointed 
to represent Kraeuter & Co. in Ari 


ZONa 





“I’ve been called lots of things in my day-—-some of ‘em 
unprintable—but one thing’s for sure, I’m a pipe man. Have 
been for a lot of years. And, I’m in the business long enough 
to give some advice to others in the trade. All heavy-duty 
wrenches aren’t the same—not by a long shot. Me, a few 
months ago, I tried this new Erie Pipemaster wrench. And, 
mister, I want to tell you it takes the roughest kind of treat 
ment—does its job faster and better than any I’ve ever used 
Most of all I go for that double-action spring that gives a 
speedy grip and release.” 


You too—look for Erie Pipemaster’s completely redesigned 
line of hand pipe tools--wrenches, cutters, vises, stands. All 
parts of all Erie Tools are factory job-tested and uncondi 
tionally guaranteed. At your supply house . or write 








CATALOG and calculator handy, Har- ‘ a LR ERIE ERIE TOOL WORKS 


id Smith, head of pricing and sales, | A 
J. Fegely & Son Hardware Co., Potts ERIE, PA., U.S.A. 
town, Pa., keeps abreast of incoming IPEMASTER IN CANADA—ETF TOOLS Ltd. St. Catherines, Ont 


orders 
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Wolverine Tube 
WHEN YOU SEE THIS ; Moves District Office 
on ae eS wee bom oe ae res Wolverine Tube Division of 
Calumet & Hecla, Inc., has moved 
: its East Central district sales office, 
headed by J. H. Smith, from Day- 
ton, Ohio, to Detroit. 

The divisior.’s new Detroit branch 
office will be headquarters for the 
district. R. B. Flynn succeeds Mr. 
Smith in Dayton as territory super- 
visor, overseeing the Columbus, 
Ohio, and Louisville, Ky., offices 

Jack Gavigan, former sales repre 
sentative in Louisville, will replace 
Mr. Flynn in Detroit and Jack Shee 
han will replace Mr. Gavigan in 


Louisville 


Chicago Office Moved 
... you know you are sell- 
Wolverine Tube has moved its 


ing a tool specified by men i Chicago office to larger quarters at 
who want faster cutting 1580 Sherman Ave. E. J. Camp 


and longer end mill life. bell, Midwestern district manager, 
and E. K. Schutz, M. A. Jackson, 


R. Julin and W. R. Morrisey, sales 
representatives, have their head 


Putnam end mills are the best that years of qustes then 


specialized experience and careful manufactur- ned tee Contierceen 


ing can produce . . . recognized everywhere for Oliver A. Gottschalk was elected 
their dependable performonce. They ore the treasure! controller of The Car- 

borundum Co. at a recent directors 
country’s most complete line of regularly-stocked, meeting. George |]. Zimmerman 
succeeds him as assistant to the 


catalog-priced end mills with more than 1000 president 





standard types and sizes available. 

As a Putncm distributor, you enjoy healthy 
sales and profits, plus greater repeat orders from 
satisfied customers. Putnam's aggressive adver- 
tising, prominently displayed in leading trade 


publications, further assures you increased sales we 


by creating maximum trade acceptance. That's ‘i 

why leading mill supply distributors prefer and 

SELL Putnam End Mills. tee 
5 7 . a 


‘BUSINESS is good because my sales 
men make it good,” says E. Pleasants, 
head of Plant Equipment Co., Denver 
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PEERLESS 


POWER METAL SAWING 
EQUIPMENT TO FIT EVERY 
PRODUCTION PROBLEM 


\ , ’ PLAIN STEEL 


6” X 6” SPEEDY-CUT in Yellow 
Described in Bulletin SC65 : Tubes 


DONALD GRUBMAN, who recently 
joined Patron Transmission Co., New 
York City, now handles Queens terri Patent Pending 


tory for the power transmission house —and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 


10” X 10” STANDARD up End Label 


Described in Bulletin SIOA c . 
Std. 6" x 6” & 13” x 16” in 52A ; Use Them 
Like This 


Bieck bottom up 
for upside-down 
stacking 


— or This 


Yellow tep wp fer 
conventional stock 
me 


MECHANI-CUT 
Described in Bulletin MC-518 
7% «7%; 11% x 11"; 14% x 14” with and 


without Automatic Conveyor nd Th 
JOHN O. MOYNIHAN is anothe: rm is 
Open corten tele- 


newly appointed outside salesman for ssnseé facie cover 


Patron, covering the Bronx. He for with readable right 
4 ‘ side-up End Lote! 
merly sold inside for the firm 


Get Details of 
Distributors TRIAL ORDER 


National Cylinder Gas M-C Lock Washers in Coin Pak 
Names Ad Director are sold to industry only through 
recognized Industrial Suppliers 
HYDRA-CUT Gene Wedereit has been ap If you are not familiar with this 

Described in Bulletin HCSO d dire Modern, F unctional, Small Lot 
y= 7. 4)" 0 D1: 14” 2 14” with cod pointed director of advertising for Packaging of Lock Washers, write 

without Automatic Conveyor National Cylinder Cas Co and its pays ok pe yg egy we be 
divisions and affiliates only. Ask also about JOB-PAK, 
The the new Bulk Package for volume 

users 





Director of advertising for 
Girdler Co. and Tube Turns, 
divisions of National Cylinder Gas 
since 1943, he was formerly vice 
president of The E. F. Schmidt Co 


Named to Sales Post 


Portland Copper & Tank Work 
has appointed Raymond H. Higgins 
as sales engineer, concentrating on 


18” X 18” VERTICAL 
Described in Bulletin V-538 


PEERLESS MACHINE CO. 


1600 Junction Ave. Racine, Wis. 
the pulp and paper industry 
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Allis-Chalmers 


Names Representatives 
Allis‘Chalmers Mfg. Co. has ap 
pointed several field and service 


INDUSTRIAL representatives to new posts. 
McCausey, Jr., Thomas 


es David L. ! ye a # ‘ 
(BRUSHES AND BROOMS — | Blackwelder and Robert D 


James have been assigned as sales 
Best Fill All Industrial Needs representatives in the Tulsa, Okla 
ind New Orleans offices. 
Management is clways interested in equipment thot gives them full Gene Melton has been named 
value for the money. This in turn makes your selling profitable 
Your morkets are in 


field service man in the Midwest 
region, at St. Louis. 


Named sales representatives in the 


Avistion © Motel ndustries grou Western se 

: ; dus g pin estern sechhons 
Working, Packing P] Kimball. lal 
and Power Plants ere easan Kimball, Oklahoma 
® Paper and Tex- City: NN > M. Mitschric S 
a ch © Biles itv; Melville M litschrich, St 
© Dairies @ Hotels Louis, and Albert E. Nicholson, San 
© Schools @ Garages tonis y — 
> ieieents @ i Antonio. Charles E. Sismey was 
ports @ Warehouses ippointed service engineer in the 
© Public Buildings Pacific region, at Seattle 
© etc 
* We urge vsers to 
buy thru their focal 
distributor 


INDIANAPOLIS 
BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH ond BROOM STS. Est. 1890 + INDIANAPOLIS 7, IND. | 











\ 








POWER-BELT 
AND GRAVITY 
CONVEYORS 


William Kail 


Owatonna Tool Co. 
Re-Aligns Territories 


Owatonna Tool Co. has added 


its sales force and realigned 
When you handle Farquhar Conveyors, you have —— ' 
— ¥ =~ 
three distinct advantages. First, because Farquhar eral area assignment 
is a famous name in moterials handling equip William Kail has joined the com 


ment. Second, you ore backed by effective trade . ———— iny to cover southern Texas 
paper advertising and attractive sales aids. Third, ——_ WRITE FOR Walter Noesen, who has been 


application engineering aid is available from Beri X : 
both our territory managers and our main office : ie ta, epresenting the company in North 


Get the facts now! TO . ind South Dakota, northern Minne 
ota, Montana, Wyoming and Idaho, 

OLIVER A. B. FARQUHAR DIVISION will now concentrate on consolidated 

; Aar THE OLIVER CORPORATION territory covering Montana, W yo 


CONVEYORS Conveyor Dept. E-46 618 W. Elm St ming, Utah and Idaho. Max Wilson 
York, P Chi 10.1 
ss — will continue to handle North 
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ss 4 
rio, = 
~. oe 


Walter Noesen 


and South Dakota and northern 
Minnesota 
Mr. Kail 


service manager, and for the past 


has been mechanic, 
manutac 


other 


15 vears, salesman and 


turers representative, for 


nirms 


Hand Hardware 
Exhibits at Show 
Hand Hardware Co., 
N. ]., was an exhibitor recently at 
the second annual Kenilworth Clini 
held by Kenilworth Steel Co. to 
spotlight new production helps in 


Khizabeth 


industry 
More than 


the week-long 


7,000 guest attended 
show, designed to 
appeal to executives, foremen, qual 


ity control imspectors and other 
personnel of the area 
Kenilworth 
The Big 


exhibits 


production 
lhe host 
Steel, billed the event as 
Idea Show 
from other firms in Northern New 
Exhibitors 
ward refreshments and food, which 


‘ ' 
ompan\ 


ind invited 


Jersey contributed to 


were served from a Pennsvlvania 


Railroad dining car parked on the 


steel warchouse siding 


To Sell 


The John M. Russell Division of 
Risdon Mfg. Co. has appointed 
C. W. McLaughlin Co., Rochester 
N. Y., as New York State 
representative for all “Russelling 
weldl = 


Russell Lines 


upper 


product 


Nothing cuts quite like Capewell's Power Hack Saw Blades. They will cut all 
materials, but the real proof comes when you have a heavy feed through 
tough, hard-to-cut metals. 


Capewell blades are manufactured from special alloy steels under con 
tinuous quality control for absolute assurance of precision setting and uni 
formity of teeth . electronically controlled tempering achieves just the right 
degree of hardness . nothing is left to chance. The result is a hack saw 
blade combining maximum cutting efficiency and a long biade life 


Capewell's well-known HIGH SPEED (Tung 
sten), TECHNITE (Special Alloy High Speed) 
and SAFETECH Power Hack Saw Blades are 
fully described in Specification Sheets 1121B, 
11211, and Capewell's “How to Use" book. 

Check These Other Cost-Cutting Capewell Products 


Bond Saw Biodes, Hond Hock Sew Biodes, “Microloy 
Ground Fiat Too! Steel, Pipe Tools, Mochinists Hammers 


SOLD 

ONLY 
THROUGH 
DISTRIBUTORS 


@ your best source of informetion 
—_—_— ee eS Se “~| @ your best bet for promp? service 
THE CAPEWELL MANUFACTURING COMPANY © your best friend in an emergency 
62 Governor St., Hartford 2, Conn 


Please send Specification Sheets and Hack Sows 


Gentlemen How to Use” books on Powe 


Nome 
Company 
Address 


City ond Stote 


INDUSTRIAL DISTRIBUTION © AUGUST, 1955 





Every plant uses 
Pathe) F-Vale 
VALVES 


Wherever there is a smokestack 
there is a need for pressure and tem- 
perature se solenoid valves, 
pressure reducing valves, float valves 
and many others tw control steam, 
air, gas, oil and water 


Are you 
GETTING THIS 
BUSINESS? 


You can if you call on chemical or 
food plants, laundries, hotels, insti- 
tutions, steel mills, greenhouses, re- 
fineries, heating and piping contrac- 
tors, metalworking plants, schools or 
others. 


You can get this extra sales volume 
without a staff of engineers. Many 
industrial distributor salesmen are 


doing it. 


Keckley has a complete line. Fines« 
quality. 40 years’ experience. Excel- 
lent reputation, Keckley will back 
you up fully, give technical assistance 
whenever rad wr | 


MAIL THIS COUPON TODAY 


©. C. Keckley Compeny 
400 W. Medison &., Chicege 6, it! 


Please serd Cotaleog 55-C and information 
about selling Keckley volves 


INDUSTRIAL DISTRIBUTION « 


Weekes Opens New Office and Warehouse 


—~ 


eed nee 
Cement block construction is featured at : 
Son Co., Watertown, N. Y. General + 
* 50-ft. covered loading dock and pij 


Warchouse mterior shows 1 
thon W archous floc t 
heating unit; office 


Refreshments were featured at forn 
ad in local newspaper, plus ma 
Massena line for St. Lawrer 


AUGUST, 1955 


w office and warchousc 


nh 


Ws 


main 


entrance 


f Jol 


off 


n Weekes & 


vate house 





Merchandise Manager 
Named by Carey 


eless power required 


ip Care \tg Co. has 
— , . io 
AH. Begentans, Je. @ stepped-up drive efficiency 
< t o the merchandise 
manager of the Asbestos Depart 


ment to coordinate sales between 
sales engineers and fibre users 

He was formerly Eastern regional 
manager for Insul-Masti Corp. and 
chemist for American Steel Band 
Co 





= , 
is investing ,4 mil 


nd mill facilities for 
rs 


, 
recently 


0d the 


Joins Staff 


W. BI ns has joined the staff 
idise managers of The 
Mig. Co 


} 
nNanyv s 


ill ¢ 950 he 
f the Special Indus 
Si ceeding \ \ 


s been made vice 


reneral manager of 


“with WOOD'S V-BELT DRIVES 


I i Saicsinal 
ind Southwest Problem—This mode! PYC CUT-UP SAW moanvfactured by J. W. 
worked for the Penny and Sons Co., Mechanic Falls, Maine was previously driven 

1 has served by a Flat Belt counter shaft drive which from its power source re- 
quired very long center distances due to the fact that a swinging, 
take-up was necessary. The counter shaft to saw orbor drive in- 
cluded an adjustable idier for take-up. These old drives were 
cumbersome, pulleys were lorge diameter, heavy, and required 
considerable power to reciprocate this weight and overcome the 
tension of the weighted idler on the drive. 


Solution—Wood's V-belt Drives were installed—iong center dis- 
tances and idiers were eliminated becouse provisions for belt take- 
up is built into the machine. As a result, less power is required to 
move the carriage. Wood V-Belt drive is compact and much more 
efficient. Maintenance and frequent take-up adjustments are prac- 
tically eliminated with this present drive. 

YOU, TOO, can increase your customers’ production ovtput and 
expect plenty of repeat business by selling Wood's complete V-Belt 
Drives. 

Every single belt is tested and perfectly matched to assure you of 
uniform class section, proper length and same degree of stretch. 
All sheaves ore of quality grey iron, machined and finished with 
the most modern equipment. 


= T. B. Wood’s Sons Co. 
rg lgpetraee Chambersburg, Pa. 


Cambridge, Mass. + Newerk, N. J. + Dalles, Texas + Clevelend, Obie 








FREDERIC B 
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YOU DON’T 
HAVE TO LOOK FAR 
TO DISCOVER 
IS TOPS IN 
THE PRECISION SCREW 
MACHINE PRODUCTS FIELD. 


CAP SCREWS + SET SCREWS 
— ) COUPLING BOLTS + MILLED STUDS 


our specialty 


YORK, PENNA. 


Ottemiller products are sold 
through Mill Supply Houses. 
Write for free folder and price information. 


v Constant Consumer Demand 
WNo Factory Sales to Users 
Y V Nationally Advertised 
Si vy Firm Resale Price Policy 
} v Highest Uniform Quality 


Y Sold ONLY 
| Through Authorized Distributors 


CLIPPER BELT LACER COMPANY, GRawo RAPIDS 2, MICHIGAN, USA 


— wo gee 
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| Leschen Wire Rope 
Names Representative 


Robert M. Johnson has been ap 
sales representa- 
tive for Leschen Wire Rope 
Division of H. K. Porter Co. in 
New England and eastern New York 
State 

Since 1951 he has specialized in 
wire rope sales for the Pennsylvania 
oil fields as branch manager of a 
He is an Air Force 


pointed district 


supply firm 


veteran 


Carbide Engineers 
Form Chapter 


District engineers in Pittsburgh 
have formed a Pittsburgh Chapter 





of the Society of Carbide Engineers 
with a membership of 38 
Malcolm Judkins, of Firth Sterl 
ing Inc., was elected chairman. Vice 
hairman and secretary are J. J 
Sowko and J M. Stokes 
Firth Sterling. (¢ W 
Carboloy Division of General Ele 
(0. Ws 


also of 


Powell 


treasurct 


Representatives Named 


Edward Valves, Inc., has 
ipp inted F. ] Hearty & Co., Los 
\ngeles, to represent it in Nevada, 
\rizona and California, in addition 


its present territory 





4 BEARINGS EXPERT, S. Weiser 

president of Union Bearing & Tran 

mission Co., Denver, averages a phon 
ry every three minut 





i 


Ellis G. Cram 


Midland Industries 
Elects President 

Ellis G. Cram has been elected 
president of Midland Industries Inc. 
succeeding the late Don M. Mc 
Intyre 

Previously vice-president and 
sales manager, he will continue in 
charge of sales. Richard Sahl, works 
manager, has been elected vice 
president. Mrs. Don M. McIntyre 


becomes chairman of the board 


Quaker Pioneer 
Names Sales Manager 


Quaker Pioneer Rubber Mills, Di 
vision of H. K. Porter Co., has ap 
pointed H. A. Wiley, Jr., as man 
ager of belting and packaging sales. 

Formerly with a rubber manufac 
turer in both production and sales 
engineering, Mr. Wiley joined 
Quaker Pioneer in 1950 as a member 
of its production department 





GLAMOUR BUSINESS 


Ladies in search of youth and gla 
mour, vio hair coloring in beauty 
salons and at home, have created o 
$40-50 million market, Chemical 
Week, McGraw-Hill publication, re 
veals. Today, most color preparations 
ore sold to women who want to pre- 
vent gray hair, but they aren't the only 
ones. It is fashionable to have the 
“right” shade of hair—which is usually 
a brighter, better-defined color (rather 
thon “sort of brownish” or “dishwoter 
blonde” 











it’s Terrific... 


The Perfected Chuck- 
Locks Tight with a 





C pin of the fandurkecl 


@ Your customer will readily appreciate the 
timesaving, sweat-saving features of the new 
“TOLEDO” Spin Torque Chuck. No more 
rocking, socking or hammering. Now you can 
chuck a pipe, rod or bolt, from Ye" to 2” sizes, 
with a spin-of-the handwheel. Jaws are 

flush with chuck — exclusive rocking-wedge 
action of jaws prevents slipping — husky “big 
hand” grip on wheel is easier to tighten — 

no end thrust slippage. Remember— it's made by 
“TOLEDO”, the quality standard for pipe tools. 


THE TOLEDO PIPE THREADING MACHINE CO. 


1445 SUMMIT ST., TOLEDO 4, OHIO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


TOLEDO 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
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T DISTRIBUTOR SALES MEETINGS AND TRAINING COURSES 
are conducted at the Beaver factory and in the distributor's 
own office. Here a group gets a working demonstration and 
first-hand information about Beaver's new Power Grip 
Wrenchless Chuck at the company's Warren, Ohio factory. 


BEFAVYER 


PIPE TOOLS 


istributors 


3 DISTRIBUTOR SALES PROBLEMS GET EXECUTIVE STUDY 
Here Charles Everett, President; Ray Barkley, Vice President 


in charge of Sales; and Russell Herig, Field Sales Manager of 


Beaver Pipe Tools, Inc., discuss ways and means of helping dis 
tributors sell the new ‘'Speed-Cut"’ Abrasive Cutting Machine 


*LACTORY 


MANAGEMENT AND MAINTENANCE 





2 NEW PRODUCTS OPEN NEW 
MARKETS for distributors. Since 
the first of the year, Beaver has 
developed several new products, 
including a Quadra-Type Die 
Head, a Power Grip Wrenchless 
Chuck, an Automatic Knife Pipe 
Cutter, and a New High Speed 
Model-A Pipe Bolt Machine. 





5 CONSISTENT INDUSTRIAL 
ADVERTISING like this, right, 
forms a key part of Beaver's 
distributor-assistance program. 
Salesmen can't be everywhere 
at once, so advertising is relied 
on to carry the Beaver story to 
plants all over the country. 


A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET 


WRENCHLESS CHUCK 


AUTOMATIC KNIFE PIPE CUTTER 


4 CATALOGS, FOLDERS AND 
DIRECT MAIL are all designed 
for most effective use by distrib- 
utors. Emphasis in each is on 
customer benefits, with plenty 
of pertinent facts and figures. 
Ample supplies are given to 
dealers for their distribution. 


DIE HEAD 


Now New Av 
ufo ONT aCts Will ftir You 


© BEAVER'S PRESIDENT, CHARLES 
EVERETT, SAYS: ‘‘We consider 
FACTORY to be one of the top 
publications on ovr advertising 
schedule. It is invaluable to us as 
ao medium for reaching prospects 
among the plant operating men in 
America's manufacturing plants."’ 


Better than any other business 
paper, FACTORY reaches the olant 
operating men who buy from dis- 
tributors. This is the very audience 
salesmen find hardest to see and 
sell. Advertising in FACTORY helps 
you by making your selling easier. 


NEW YORK 36, NEW YORK 





SKINNER gimme FLOATS 


precision bs Ye Oe eCOPPER *MONEL 


eNICKEL e@BRASS 
@®EVERDUR @ALUMINUM 
@STAINLESS STEEL by 


® tanks © coils © bends 
® expansion joints 
® kettles © evaporators 
@ heaters ® coolers 
@ chemical apparatus 





HARRIS has been supplying in 


FOUR SPECIALTY departments of | dustry for the past 71 years 
Samuel Harris & Co., Chicago—air Se ee a 
valves, abrasives, honing machines atin aah elt, Gules 
transmission above ire now h d | \ heavy manufacturing schedules 
in adjacent building e-zn there is an even greater de- 

: mand. Our engineers are ot 


ucts. The demand is alwoys 


your service for consultation 


without charge 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St 
Chicago 7, ili 


- | RRI co. 
accurate « fast ] ane 


safe - dependable 
THERE'S 


“with power to push production” : BIG MONEY 


Available from 6” to 24” with 





forged steel i wi r 
ee ee VARIABLE SPEED TRANSMISSIONS 
3 adjustable, non-adjustable or ser- AIR VALVE department, under Clyde avr 
rated jaws. Double-acting rotating Hall, has more display and demonstra 

: ‘ : : tion space Steel shelving is used 
and non-rotating air cylinders avail- throughout. 
able for all chuck sizes and for 
actuating all types of holding fix- 


tures and tailstocks. 


Write for catalog describing the 
complete line of Skinner power and 
manually operated chucks and ac- 
cessories. Ask for movie “Chucks 


and Their Uses” for free showings. 


GET YOUR SHARE! 
PRODUCTION ENGINEERING SHOW | Dte-ey indwer rospect for STANE 


Nuvy Pier—Chicego, Booth 508 = , E . , v 


\NW 
$ pS 


THE CREST\, | OF QUALITY | 
STANDARD. TRAN 
) Wes! 


und 


® “eile saan 
STOCK 
THE GROUND FLOOR houses cased 
threaded products and bulk materials 
Sam Clark, Jr., adjusts bolt s C | 


CHUCK COMPANY tual stock samples are fixed 4 


205 Edgewood Avenve, New Britain, Conn. throughout storage 


VARIABLE SPEED TRANSMISSIONS 
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Oliver Iron & Steel 
Makes Staff Changes 


Oliver Iron & Steel Corp. has 
made the following promotions, 
transfers and appointments in its 
Pole Line Materials Division: 

Edward S. Norwocd, Southeas- 
tern regional sales manager, at 
Birmingham; Hill R. Crockett, 
South Atlantic district representa- 
tive, Roanoke, Va.; Earl B. Page, 
South Texas district sales represen- 
tative, Houston; V. Edward Brown, 
district sales representative, Indian- 
apolis; Edward H. Sears, district 
sales representative, Cleveland; Paul 
J. Mahoney, sales representative, 
Boston; C. Rea Guthridge, Mid- 
western regional sales manager, Chi- 
cago; J. E. Gibbons, Midwestern 
regional service manager, Chicago; 
C. R. Dudley, Southwestern regional 
sales manager, Dallas; L. D. Swin- 
dell, Southwestern regional service 
manager, Dallas; and Alan R. 
Edminston, district sales represen 
tative, Dallas. 


Goodrich Manager 
Marks Anniversary 


Fifty years of continous service 
with The B. F. Goodrich Co. was 
celebrated recently by Oscar C. 
Mueller, manager of the Pittsburgh 
ofce of the company’s Industrial 
Products Division. 

Mr. Mueller joined the company 
in 1905 as a clerk-messenger at the 
age of 15. In 1912, he was assigned 
as a clerk in the Detroit office and 
returned to Akron a year later to 
become a salesman in industrial 
products. He was made manager 
of the Cincinnati office in 1929 and 
Pittsburgh manager in 1941. 


Oldham-Rust 
Adds to Staff 


Laurence A. McGuirk has joined 
the office staff of The Oldham-Rust 
Co., New York City manufacturers 
representatives. 

Formerly with Federated Metals 
Division of American Smelting & 
Refining Co., he will assist David 
Warren in the handling of sales- 





new 


“HI-GAPS” 


NNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 


a big hit! 


The newest of the ‘Budgit’ Aluminum Chain Blocks — the 
“HI-CAPS” — give “Shaw-Box" Distributors six big profit 
makers! Thoy sell fast for we've built into them all the 


basic advantages of the '/4 to 2-Ton Chain Blocks. e 


Every “HI-CAP” is a light, compact, efficient, spur geared 
hoist with enti-friction bearings throughout. Top hook and 
upper sheaves are supported in an exclusive one-piece 
aluminum alloy frame. Even the lower block is made from 
this same strong aluminum alloy. The top hook is a full 
size larger than the load hook and both ere oversize for 
greater safety. There's extra safety, too, in the tough 
load chain and the big, powerful “full-jeweled” load brake 
that makes lowering easier and faster. It takes @ chain 
pull of only 72 pounds to lift @ 5-ton load! “HI-CAPS” 
have high hook lifts — the distance between hooks, when 
closed hauled, on the 10-ton size is 28% inches 


“HI-CAPS" may be used in any position, even horizontally 
to pull loads. Regardless of the pulling angle, the load 
chain is fed into the lift wheel without gagging or bind 
ing. The entire “HI-CAP" mechanism is in «@ housing 
sealed against dirt and grit. Even the operating wheel is 
enclosed. No keys — all connections are splines, 
“HI-CAPS” are easier to maintain, may be dismantled 


and re-assembled without the use of special tools. 


Our Distributors’ salesmen have many more features to 
talk about . . . features that demonstrate it's easy and 
profitable to sell “Shaw-Box" Products bearing the name 
"Budgit’. 


“SHAW-BOK" DISTRIBUTORSHIPS NOW OPEN in « few 
localities with good potentials. One may be in your locality 
We invite your inquiry 


MUSKEGON, MICHIGAN 


Builders of “Shaw-Box” and ‘Loed Lifter’ Cranes, "Budait’ and “Load Lifter’ 


Hoists 
Valves 


and other lifting specialties. Makers of ‘Acheroft’ Geuges, ‘Wahcock 
Consolideted” Safety end Relief Valves, “American” and ‘American 





" or tre : 
men activities. é Microsen’ Industria! Instruments. and Aircraft Products 
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A NEW 


AUTOMATIC 
VALVE 


TO SOLVE YOUR 
TANK OR DRUM 
FILLING PROBLEMS 





Here is the solution to your container 

—e roblems. It is the DAVIS two- 
ap selena valve especially designed 

<r accurate weighing and filling. No 

more guesswork, no more spillage, no 

more waste. You get faster filling that 

always keeps step with production. This 

valve is ruggedly built to withsiand 

years of hard service. Standard or 
losion - proof housing available. No 

matter what liquids you are handling 

DAVIS can meet your need, giving you 

the most efficient, economical opera- 

tion possible. 

Here is = valve you can sell to 

many different industries Sol 

vents, chemicals, additives, petrol 

om products, and 


have filling —_ 
complete details today 


DAVIS REGULATOR COMPANY 


War Surplus V-Belting Gets the Torch 


When the Government started selling World War II belting in cheap surplus 


disposal moves, Manheim Mfg. & Belting 


make and burned them up 
distributors and the company’s name 


Co. bought up large lots of its own 


Company officers felt this was the best way to protect 
ince the belting, 10 years old, 


and made to 


synthetic wartime standards, no longer measures up to present-day quality, though 


it’s sold as “new, unused” 


by Governmen 


t agencies 





Stanley Electric Tools 
Promotes Representative 


Frank P. Lucier has been ap 
pointed an assistant sales managet 
of Stanley Electric Tools, 
of The Stanley Works. 

With Stanley since 1950, he sold 
in the New York metropolitan terri 
tory and in 1952 was appointed 
representative in northern New 
Jersey and eastern Pennsylvania 
During World War II he was an 
aerographer in the Navy. He will 
have his headquarters in New 
Britain, Conn. 


div is1i0n 


Morse Chain Names 
Sales Vice-President 


Donald H. Spicer has been ap 
pointed vice-president in charge of 
sales of Morse Chain Co., a Borg 
Warner subsidiary. 

Formerly vice-president of sales 
for American Bosch Arma Co., and 
that president of World 
Bestos Corp., a Firestone Tire & 
Rubber Co. sunsidiary, he will direct 
all Morse Chain’s industrial and 
automotive sales at its three plants as 
well as sales of Morse Chain of 
Canada 


before 





Rockwell Building New Kentucky Plant 





Ground has been broken for new plant at Rus 


all Rockwell products. Costing n 
ompletion early next year 


sellville which will turn out parts for 


a1 million dollars, it is scheduled for 


2544 South Washtenaw * Chicege &, Iilinois 
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British Concern 


Merges Tool Firms Simple, rugged construction 
Standard-Modern Tool Co. has of Ingersoll-Rand MOTORR PUMPs 


been organized in Canada as a 
merger of five machinery manufac- 
turing firms to exploit Canadian and 
U. S. markets. 

Owned by Stavely Iron & Coal 
Co., of Great Britain, the new firm 
integrates five Canadian companies 
acquired by Stavely over the last 
few years. They are: Modern Tool 
Works, Toronto; Standard Machine 
& Tool Co., Windsor; A. R. Wil- 
liams Machinery Co., Toronto; A. 
R. Williams Machinery Western 
Ltd., Vancouver; and Pacific Tractor 
& Equipment Co. 

Modern Tool and Standard Ma 
chine & Tool form the manufactur 
ing division of the new company. 
The other three firms will function 
as the sales division, but will con 
tinue to use their own names. 

H. J. A. Chambers, who has head 
ed Standard Machine & Tool since 
1946, is president of the new com- 
pany. He said the merger should 
enable the new firm to use the com 
bined machine tool knowledge of 
Britain, Europe and North America. 
Standard-Modern, he said, will draw 
on the knowledge of the Stavely 
firm in Britain, which also includes 
Geo. Richards & Son and the James 
Archdale Co., manufacturer k ma and sae |-R MOTOR PUMPs 


chine tools and automation equip 
ont. : } 
- Meet Every Industrial Requirement 


Cash in on the wide acceptance of I-R Motorpumps in the meat 
packing, baking, beverage, air conditioning, all-inclusive manufac- 
turing industries, and many more vertical markets. Here's why 
I-R Motorpumps se// and keep selling to users everywhere in your 
territory: 





® An efficient, trouble-free pump that stays on the job longer 
with a minimum of maintenance. 


@ Operates equally well in any position 


@ Full range of capacities from 5 gpm to 2800 gpm; heads 
to 650 ft 


@ Prompt delivery from factory and branch warchouse stocks. 
Write for full information on the complete line of I-R Motorpumps 


for all industrial requirements 
9.149 


OWNER of Colorado Industrial Sup- 
ply Co., Denver, which is approaching 
its 30th anniversary, is K. MacDole 


bats ersoll-Rand 


11 Broadway, New York 4, N. Y 
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Save Valuable Show Time! 


Write for your FREE Chicago, Illinois 
Sept. 6th to 17th 


Admission Form Now! 


Fill in this blank. Cut it out and 
mail it to us now. We will send Con 
you a complimentary admission r ~ “/SEUg, 
ticket to the Coliseum Machinery ree ag MACH, 
Show. By presenting a filled-out She Ssign ¢ VERY Sly 
admission ticket at the entrance to 423) 2 On 5 Orvien Ow) 
the show, you will save all regis- Conn taeeMNe coy 
tration ¢ delays and entrance fees. | to the ei a Oe 
seum Machinery Show is on olf 

your way from theLoop” io the Machine | “ome _ ‘eum 

‘ool Show.) Compan, eee 

Stree, ° 


Ci 
More Time to “See All Three*/""—_ ; 
1, Machine Tool Show ASO ny, ny 7 
(International Amphitheatre) Q ~— Ooo Robert J. Fikes 
2. COLISEUM Machinery Show te 
3 an See eae 2” ee Mochi org et 7 Safety Socket Serew 
Opens New Warehouse 


'Idre, 





ad 7 


(Novy Pier) 
Safety Socket Screw Co. has 
opened a new warehouse at 19665 
Mt. Elliott Ave. in Detroit to serve 
ustomers in the Detroit area 
Robert J. Fikes is in charge. Off 
street parking and leading is 
rovided for distributor pickups. 


Sales Representative 
Named by Disston 
Henry Disston & Sons has named 
|. M. Jernigan as sales and service 
engineer for its industrial division 
throughout Southern sawmill areas 
He has had 20 years’ experience 
with wood-cutting band and circu 
lar saws and recently completed a 
study of Disston production 
methods at the company’s Philadel 
phia plant. 
Write for these 
new catalogs to 
preview our “tool in action” 


display at the Coliseum Machin- 
ery Show, Booth #702 


e. 


$e ncn the wide ronge of Sheldon 
precision teolroem and production lathes, 
milling machines and shopers you wont to 
be sure te see 


HECK the important features of 
these modern mochine tools thot you will 
wont demonstroted 


Ar wecn-in at Sheldon Booth No 
702, Chicage Coliseum Mochinery Show 
Toke your own test cuts. Test, for o~ 
= Be the performance of these new 

cost-saving machine tools 


Builders of Sheldon Lathes, Milling Machines, Shapers and Sebastian Lathes 
SHELDON MACHINE CO. Inc. @ 4232 North Knox Ave @ Chicago 41, ih 
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Hardware Square 
Elects Officers 


Albert Lange, Mid-Island Supply 
Co., Long Island City, N. Y., has 
been elected president of the Hard- 
ware Square Club of New York 
succeeding Louis W. Appell. 

Other officers are: Arthur D. 
Morris, Bayonne Bolt Corp., Ist 
vice-president; Fred Cordes, Minne- 
sota Mining & Mfg. Co., 2nd vice- 
president; Galvin Daiser, Harmon & 
Dixon, 3rd_ vice-president; P. P. 
Howard Jungkind, secretary; Rich 
ard Hubler, Universal Screw & Bolt 
Co., financial secretary; Harry Kam 
instein, Kambro Hardware, treas 
ure! 

Mr. Appell was named to a five 
year term as a director. Past presi 
dent Charles Pincus, The Stanley 
Works, presented him with a travel- 
ling bag. Other past presidents were 
honored with plaques. 

The group plans its annual stag 
outing and clambake September 14 
at Reinhard’s Park Bayville, Long 
Island 





George W. Huandinger 


New Bedford Cordage 
Names District Head 


George W. Hundinger has been 
appointed manager of the Gulf 
States district for New Bedford 
Cordage Co. with headquarters in 
New Orleans 

He will be responsible for both 
the Gulf:States and Oil Fields terri 
torics, with warehouses in New 
Orleans and Houston He has 
handled Oil Fields sales for the 
past 15 years 


NEW EASE OF CONTROL 
WITH THE WELLS MODEL 1200 
METAL CUTTING BAND SAW 


Yeseweeeesceesesssesessoeseseo seen ee eee 


CONVENIENT FINGER-TIP CONTROLS 
now operate at 110 volts 


The Wells Model 1200 is a rugged, new horizontal band saw for heavy- 
duty production cutting in any shop. The Model 1200 incorporates all 
the proven advantages of the Wells No. 12, plus such outstanding ad- 
vancements as “Feather Touch” Finger-Tip Control and greater safety 
with 110 Volts at the controls. Metal cut-off actually becomes a preferred 
job with this machine because operation is so easy. In addition to ease 
of operation, the Model 1200 has the versatility to handle big jobs or 
little jobs with efficient, economical, fast and accurate action 

Flip a switch and the Model 1200 becomes a completely automatic 
machine with continuous operation for duplicate cutting when used 
with a Wells-O-Bar Feed Master stock projection unit. 

Check the following select features and then request Job Engineer- 
ing assistance on your specific cutting requirements 


Select Features DESIGN DETAILS 


APPROVED ELECTRICAL SYSTEM @ Lorge Capacity—Rounds, 12%"; Rectangular, 
12” x 16", 11" = 18”. 


~~ ee OC _— ® For Die Blocks: Clearance bed te blade, 18". 
OVERLOAD AND LOW VOLTAGE SAFETY e its 12%” depth cut of lorge blocks 

NEW HYDRAULIC UNerT © Selective Speed Ronge: 60, 115, 200, 300 fr. 
AUTOMATIC CUTTING CYCLE gor eiante 

NEW BLADE PRESSURE CONTROLS ® Ample Motor Power: 1 HP. Blede Drive; 
SPECIAL CHIP FLUSHING UNIT % HP. Hydrovilic System 


| NEW HEAVY-DUTY BLADE GUIDES ® Parallel to bed cutting action. 


FOOL-PROOF BLADE TENSIONING © Adjustable stops for depth cutting 
NEW POWERFUL COOLANT UNIT ® Automatic frame return and shut-off 


| RIGID POSITIVE STOCK STOP © Shipping Weight: Approximetely 1950 Ibs, 


See ws in Chicage in September, Booth 644 at the Coliseum 
The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 


weits MANUFACTURING CORPORATION 
606 Adoms Street Three Rivers, Michigan 
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MODEL 104. Cork lined protective drawers . . . 


one turn of the key fastens cover and all 

drawers with patented lock . . . smooth, stream- 

lined, easy-to-keep clean . . . holds a full 18” 

scale. 1934" long, 1334" high, 834° deep. 

MODEL 105. A “king-size” chest for tools up 

to 24". 9 drawers. Size 2634°x14 "x12". 
By the Makers of HUOT DRILL INDEX 

Write fer Catalog Pages 


HUOT MANUFACTURING CO. 





551 North Wheeler St., St. Poul 4, Mim 


MAGIC-TYPE CHUCKS 


save operating time 


MAGIC-TYPE CHUCKS 


Banquet for employees of Buffalo, N. Y., 
company director and investment banker, 
& Rogers president, and Charles W. Shipm 


York City financier 


Beals McCarthy & Rogers, Inc., 
Buffalo, N. Y., will celebrate its 


130th anniversary next spring, 


according to plans announced at 


the firm’s recent banquet for em- 
ployees and their families 
Paul W. Evans, company presi 





Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring. counter 
boring. drilling. reaming. tapping. etc. can be performed practically con 
tinuously. 

Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


"Call COLLIS For Service” 


THE COLLIS COMPANY seem 


Dept. A, CLINTON, IOWA 
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firm was addressed by David G. Baird, 
flanked by Paul Evans, Beals McCarthy 
an, company board chairman and New 


dent, was named general chairman 
of the anniversary celebration com- 
mittee 

Speakers at the banquet included 
David G. Baird, company director 
and senior partner in Baird & Co. of 
New York City; George A. New- 
bury, company director and presi- 
dent of Manufacturers and Traders 
[rust Co.; Charles W. Shipman, 
hairman of the board; Dr. Fraser 
D. Mooney, director of Buffalo 
General Hospital, and Raymond W. 
Puffer, of Cornell Aeronautical 
Laboratory. The talks stressed the 
future of business in the Niagara 
Frontier area, the firm’s history and 
the need for aggressive selling. 

Three employees, Raymond J. 
LaPlante, Warren Meyer and Joseph 
Pawlak, were honored for 25 years’ 
service with the firm. 

Promotions of Robert E. Mills to 
vice-president and Carl W. Gregory 
to secretary were announced. 


Manufacturers Admitted 


The Automotive Warehouse Dis 
tributors Association has ratified a 
new constitution permitting afhliate 
membership for manufacturers who 
sell through distributing members 
The association is composed of 
warehouse firms that sell only to 
qualified 1utomotive jobbers 





Bristol Co. Names 


Field Sales Manager 

Ernest Nuber has been promoted 
to general field sales manager for 
rhe Bristol Co. 

With the company since 1929, 
he has been Pacific Coast manager, 
export manager, manager of applica- 
tion engineering, and, since 1954, 
sales manager. 


Ernest Nuber 





Hartfield-Healy 
Names Executive 


Frank J. Grunder, a former sales 
manager of R. C. Neal Co., Buffalo, 
has joined Hartfield-Healy Supply 
Co., Buffalo, as assistant to the presi 
dent, Edwin E. Healy. 

For the past five years Mr. Grun 
der has been Industrial Division 
sales manager for Onondaga Supply 
Co., Syracuse, N. Y. He was R. C. 
Neal, sales manager from 1947 to 
1950. Previously, he held sales posts 
with supply firms in Pittsburgh and 
Tulsa, Okla. 


Factory Supply 
Elects Officers 


Norman H. Pickle has been 
named president of Factory Supply 
Co., Muskegon, Mich. Lawrence 
E. Pickle is chairman of the board. 

Also appointed were: Edwin | 
Schalk, secretary; Charles E. Strib 
ley, vice president and sales man- 
ager; Clayton C. Kaiser, vice 
president in charge of abrasives, and 
William F. Ambry 


treasurer 


BRISTOL'S Factory and Main Office at Waterbury, Conn. 


Bristol boosts capacity to 
keep up with demand 


That’s good news to Bristol distributors and their customers. 

The increased productive capacity that Bristol has installed over 
the past two years means better service and delivery to you and your 
customers — more profits because quicker shipments will enable you 
to get more orders. Matter of fact, we're not only making more 
socket screws — we're making them better. Bristol's new high- 
precision machines and expanded inspection facilities take care 
of that. 

Still a limited number of distributorships open. Write for com- 
plete information. Asa 





COAST-TO-COAST SERVICE. 
Bristol's 32 branch offices 
locatea throughout the 
country give distributors 
and customers better, 
faster service. 


emsTou's 


BRISTOL 


THE BRISTOL COMPANY, Socket 


socxer SCREWS 


Screw Division, Waterbury 20, Conn 
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Pictured above is a six spindle Greenlee automatic screw machine using a 
Ross “Master” Internal Collet. Installation of internal collets has helped users 
reduce waste and increase efficiency. 


Production Up From 50 to 250 Units 
Per Hour Using Internal Collets 


Customer satisfaction with original order 
results in 15 repeat sales in 8-week period 


Daenen efficiency on a large volume 
ordnance project has been increased 20 
per cent at Harvey Aluminum, a divi- 
sion of Harvey Machine Co., Torrance, 
Calif., since Ross “Master” Internal 
Collets were put into use on their 
Greenlee, Acme-Gridley, Brown & 
Sharpe automatic screw machines 

Formerly, the plant used external 
collets on this contract on a work and 
turn basis creating a problem of eccen- 
tricity. Now, by using Ross “Master 
Internal Collets, once hard-to-do jobs 
are turned out as simple, routine work. 

On another important job, a shift to 
internal collets has resulted in a pro- 
duction increase of from 50 units to 
250 units per hour on machine work 
on a special internal combustion en- 
gine piston. 

Harvey Aluminum now uses Ross 
“Master” Internal Collets on an aver- 
age of 100 hours a day where only a 
short time ago none were employed. 
During this period, they have adapted 
10 different sizes, %&” to 24” in diam- 
eter, to their use. 

The way Ross “Master” Internal 
Collets are helping Harvey Aluminum 
increase output and reduce production 
costs, as shown in the above examples 
can be repeated many times through- 
out industry. And that’s where you as 
a distributor or dealer can create new 
profits for yourself and at the same 
time help your customers improve 
their production methods by making 
Ross “Master” Internal Collets avail- 
able to them. 

As in the case of Harvey Aluminum, 
where 10 different sizes are now in use 


200 


by Js 
St 


Included in Ross “Master” Internal 
Collets line are, at lefz, one for Green- 
lee automatic screw machine, and, 
right, Hardinge 5C internal collec. 


in quantity, once your customers use 
the internal collets those profitable re 
peat orders will follow. There is no 
doubt that there is a definite market 
ready to buy these internal collets 

The Ross “Master” Internal Collets 
are the new multi-purpose tools for ef- 
ficient and accurate internal holding 
They are precision made for use on 
Logan, South Bend, Atlas, Hardinge 
Clausing, Le Blond (Regal), Elgin, 
Monarch, Porter Cable, Rivett 
Schauer, Sebastian and Sheldon lathes 

The line includes standard size 
working body diameters of .750, .875 
1.000, 1.125, 1.250. All lengths are 
1.250. Custom tools may also be or 
dered to customer specifications for 
any regular or special application 

For information on dealer and 
distributorships, write Velocity Engi- 
neering, a division of Morris and 
Batchelor, Inc., 555 West 


Glendale 3, Calif. 


Arden, 


INDUSTRIAL DISTRIBUTION 


* AUGUST, 1955 


Henry L. Ernstrom 


Robert P. Cooper 


Haseltine & Co. 
Promotes Executives 


J 


Ure., 


I 


Haseltine & Co.., 


has promoted Henry 


Glenn E. Wilson 


Portland, 


I 








Fascinating! 


Patrick J. Hurley, Ir. 


Ernstrom from sales manager to 
vice-president in charge of sales. 

Robert P. Cooper, former assist- 
ant sales manager, has been named 
sales manager. Glenn E. Wilson 
succeeds Mr. Cooper as assistant 
sales manager. Patrick J. Hurley, 
Jr., has taken Mr. Wilson's former 
post. 

Gilbert Tucker continues as field 


= =— : = 
sles supers SHIMMY and SHAKE 


Mr. Ernstrom has been with the 
company since 1919 and sales man- once you choose it— 
ager since 1927. Mr. Cooper joined you won't loose it! 
the company in 1936. Now recuper 
ating from an illness, he is expected PUNCH-LOK HOSE CLAMPS 
to return to his duties this month. Dee Punch says, “Here’s a hese 
Mr. Wilson is former manager clamp you can recommend and sell 
of the Spokane branch. with confidence, thereby giving your 
customers that extra value they look 
to you to supply.” 


Associations Plan 
Cincinnati Forum 


An “Industrial Distribution 
Forum” has been scheduled for 


September 22 and 23 in Cincinnati A 
Fastening hose or seizing tough 


under the sponsorship of the “The sign of wire rope—Punch-Lok clamps 
National and American Associa- © SOCS Here Clea” do the jobs with equal facility! 
tions. Write Today for Our Distributorship Plan! 
Starting with a cocktail party at 

5:30 p.m., September 22, the pro- 

gram will include a forum-type 

meeting the following day in the 

Gibson Hotel. The meeting is 

being held in place of regional meet 

ings held in past years by the two Dept. U, 321 North Justine Street * Chicago 7, Hiinols 


associations 
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FENWAY PORTABLE NIBBLER—14 Gauge 


arouses interest 


wherever metal is cut 


Rugged, Versatile: Here's a 10", 8 tb 
portable Nibbier with guts enough to chew 
through 14 gauge stainiess—without dis- 
torting either side. Perfect for irregular 
shopes, templotes; cuts corrugoted sheet, 
openings in pipe, without domaging con 
tour. Will cut ao %” radius. Hondy in tight 
places 


< ® 
(32 Jue 


pony IN 


Sells Everywhere: The Fenway Portable 
Nibbler gets you a hearing almost any 
where sheet metol or pipe is cut dem 
onstrates impressively. in both production 
and maintenance work, Fenway Nibbiers 
have solved problems, soved money for 
hundreds of users including Otis, Corrier 
Esso, RCA, GM, DuPont, GE, North American 
Aviation, Kirk and Blum. 


Complete Line: Right now, Fenway offers 
the 14 govge Nibbiler, a light-duty 18 
gouge Nibbier, and o special 90° head for 
either. Coming soon—on 8 gouge sheor, 
a powerful 8 gouge Nibbier, and o portable 
jig saw ond file. Send now for literature 
on the profitable, nationally advertised 
Fenwoy Nibbier line and for information 
on distributorships. Fenway sells only 
through distributors. 


FENWAY Machi 


Edgen 
Please send more information on 

] Fenway Nibblers [] Distribvtorships 
Nome 
Compony 


Address 


Standard Pressed Steel Completes School Year 


his class of distributor repr 
Stee! Co first vear of in-plant 
the country. Three-dav co 


tr 





- 


Thomas Trowbridge 


Behr-Manning Division of Norton 
Co. has announced three new sales 
executive appointments. 

l'homas Trowbridge, former sal« 
manager of the Eastern region, was 
named assistant general sales man 
ager. 

William J. Bennett, former indu 
trial trades manager, becom« 
Eastern region sales manager 

Victor F. Perreault, former ine 
trial sales manager of the Pittsburgh 
and Buffalo divisions, succeeds Mr 
Bennett as industrial trades manager 

Mr. Trowbridge, since he joined 
the firm in 1922, has been field 
engineer in Detroit and the New 
Jersey territory, product engineer 
sales manager in New York and 
Philadelphia, and manager of p1 
duct engineering. Mr. Bennett has 
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Behr-Manning Names Executives 


—s (di 


Ye 


William J. Bennett 


Victor F. Perreault 
been with Behr-Manning since 1939 
is salesman, engincer, 


Detroit sales manager and manager 


product 


of product engineering. Mr. Per 
joined the Behr-Manning 
lepartment in 1944 


reault 





Central States Sets Date 
For 23rd Convention 


The 23rd annual convention of 
the Central States Industrial Distri- 
butors’ Association will be held at 
the Edgewater Beach Hotel, Chi- 
cago, Sunday and Monday, Novem- 
ber 20 and 21. The contact booth 
program will be continued as in the 
past. 

Central States President, C. W. 
Helstrom, Globe Machinery & Sup- 
ply Co., Des Moines, extended an 
especial invitation to the executives 
of manufacturing firms, and also 
thanked the association’s manufac 
turing friends for their past support. 


Ohio State Holds 
Training Sessions 


A new educational program for 
business executives will be started 
this summer by Ohio State Uni- 
versity. 

Sponsored by the Commerce Col- 
lege in cooperation with the Ohio 
Manufacturers Association, the first 
session will run from August 29 to 
September 10 and another will be 
held next year. The 14-day inten- 
sive course is designed to provide 
“tools and techniques” for handling 
administrative problems and will 
analyze problems “from a company- 
wide rather than from a personal or 
departmental point of view,” accord- 
ing to its sponsors. Only 40 execu 
tives will be admitted. 


American Pulley 
Buys Trucks Line 


American Pulley Co. has pur- 
chased from Standard Pressed Steel 
Co. the rights, tooling, equipment 
and inventory for its line of pressed 
steel platform trucks, which have 
been marketed for the past 27 years 
under the “Hallowell” name. 

American Pulley officials said the 
acquisition rounds out the line of 
its Materials Handling Division to 
include all types of manually oper- 
ated equipment. In May the com- 
pany purchased Safeway Industrial 
Equipment Corp. of Chicago, manu 
facturer of hydraulic lift trucks 


add these up 





Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose in all workable metals — %” 
= 36” I.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 
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COMPARE 
MATERIALS 
DESIGN 
CONSTRUCTION 








woe 
4704 HEAVY MACHINIST Vises. 7 


Red Seal Vises are built to stand up under the 
hardest use. Compare it feature for feature with 
any other vise. You'll find that your customers 
will recognize and prefer Red Seal Vises, too. 
Their high quality makes them easier to sell! 


Features: Acme threads for screws for easy 


a ret ng replacement. 
steel. © Convertible! 


power. 
tandard stationa 
* Rear jaw broached. + jaws faced with senna 


to insure perfect fit high grade tool 
with sliding bar. steel over entire ae owe 
vise by addition of 


. face. Knurled, heat- 


on all 4 sides. ensided end Gan be ents > 


* Screw of cold-rciled grooved. Attached tionary by removing 
steel with deep cut to jaw faces with base. 


One of our mony foctory representatives is near you to serve your needs 


Write for Complete Price and Discount Schedules on These Fast-Seling Vises 
AMERICAN SCALE & VISE CO. 
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24-Industry 
Review and Preview 


(Starts on page 100) 





1950—but not by very much. If 
more cars on the road are any indi- 
cation of more gasoline consump- 
tion, then this year will see peak 
gasoline consumption. All in all 
the petroleum industry is expecting 
1955 to be its best year. 


17 Paper output has followed 
e the pattern of industrial 


production very closely, as it has in 
the past. Production of paper and 
allied products was up 11% over the 
first half of 1954, while industrial 
output increased 10%. The biggest 
increase has been in building paper 
and board because of the boom in 
residential and commercial con- 
struction. During the balance of the 
year paper production is expected 
to level off at current high levels. 


Rubber products manufac- 
18. turers have increased output 
20% over a year ago. Most of the 
increase has come from a substantial 
gain in original equipment for autos 
this year. This is tied in with nearly 
5 million new cars and_ trucks 
produced in the first six months of 
the year. As auto production is 
expected to be down in the second 
half, the demand for original equip- 
ment for cars will be lower too. 
However, the replacement market 
is getting a good lift from the 
development of tht tubeless tire. 
Output and sales of tubeless tires 
for replacement purposes will in- 
crease substantially but not nearly 
enough to prevent some decline in 
the rubber industry during the next 


six months 


19 Output of lumber and 


products is running about 





12% ahead of a year ago. Actual 
number of board feet cut this year 
is only slightly higher than the 
footage cut in the first six months 
of 1954. But millwork and plywood 
output have increased substantially. 
Gains in these two industries are 
tied to the building boom. For the 
second half, production figures will 
be much higher than last year’s 
because this industry went through 
a strike last summer. 


Construction materials out- 
20. put is at an all-time high. 
Glass, cement and clay products are 
5% to 15% above their previous 
peaks. Construction activity for the 
first six months of this year topped 
$19 billion. It is 15% higher than 
it was in the first six months of 
1954. Of all the major types of 
construction, only industrial and 
farm construction are off so far this 
year. The outlook for the next six 
months for construction—and thus 
for the materials supplying this in- 
dustry—is excellent. Housing starts 
will probably hold during the 
balance of the year at current rates. 
Commercial construction is expect- 
ed to do even better in the next 
six months than in the past six. 
Industrial construction probably 
reached its low point for the year and 
is now on the way to recovery. 
These trends suggest that the 
value of construction put in place in 
1955 will probably top $42 billion, 
compared with only $37.6 billion 


in 1954. 


Furniture production was 
21. 7% higher than in the same 
period last year. Retail sales of 
furniture are also up 7%. House- 
hold furniture has made a better 
gain than office furniture so far in 
1955. Output of household furni- 
ture is up 11% over a year ago. Office 
furniture production shows virtu- 
ally no change from a year ago. The 
outlook for the furniture industry 
for the next six months is fine. 
Housing completions, as mentioned 





“NATIONAL” 


~ 
Lt 
sd 





x 
oe 
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Kugged- Dependable 
Block Sandon 


National makes a complete 
line of portable sanders... 
air or electric driven with 
either straight-line or orbital 
action. Their simple and 
rugged construction, illus- 
trated by the cut-away draw- 
ing of the Model 400, means 
long years of dependable oper- 
ation to the user... and 
satished customers to the dis- 
tributor. Thousands of these 
machines are now being used 
in manufacturing and mainte- 
nance work. See how you can 
fit into National's distribution 
system in a profitable manner. 


Write today. 


SELL NATIONAL’S COMPLETE LINE... 


Three prerubric ated 
bel! beerings no 
other points of friction. 


cronbsheft 


Completely seeled 
rubber hoviing 


Crenksheft assembly 
only moving pert. 





NATIONAL AIR SANDER, INC. 


2820 AUBURN STREET, ROCKFORD, ILLINOIS. 
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“WILTON MEANS DEPENDABILITY TO OUR CUSTOMERS!” 


Mr. Robert J. Hauswirth, General Manager, Waterston’s, Detroit, 
Mich. “During the ten years we have been stocking and selling Wil- 
ton Tools, we have never yet had occasion to replace a single part for 
a Wilton Vise. That's real product dependability! Add the fact that 
Wilton keeps us well informed, handles our special problems 
promptly and protects us with our customers, and you'll see why Wil- 
ton is one of the most profitable, easy-to-sell lines we carry.” 

Attach This Ad to Your Letterhead and Mail for New Wilton Catclog! 

“The Finest Name in Vises” 


WILTON, 100i wre. co. ws. 


9525 Irving Park Road, Schiller Park, Illinois 





..-when your customers want 
Tool & Cutter Grinding 
Capacity... 


The NEW 


STERLING 


Model “RK-2” 
is the answer! 


It provides More Capacity 
for grinding tools and cutters 
at about '4 the cost of a Uni- 
versal Grinder because it is 
designed—for Tool and Cut- 
ter Grinding ONLY. 
New principle eliminates 
heavy, expensive tables re- 
quired for “Universal”’ grind- 
ers; makes possible a compact, 
easy-to-operate, tool and cutter grinder that is ideal 
for shops needing tool and cutter grinding capacity. 


Protected Dealer Franchise. Write TODAY 
for complete information and literature. 


McDONOUGH MFG. CO. cavcthine wis 
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earlier, will be very high in the last 
half of 1955, and a tremendous 
number of new office buildings are 
being completed every month. 


The textile industry has 
22. been operating at the high- 
est rate since early in 1953. Dur 
ing the first six months output was 
ibout 12% ahead of a year ago. 
Synthetic fabrics have made sensa 
tional gains in the first six months 
of this year. Wool textiles have 
recorded good gains as compared 
with a year ago. And cotton con 
sumption and knit goods have in 
creased about 5% over a vear ago. In 
the last six months of the year, 
production will be lower than it is 
now because the textile industry has 
recently started its downturn. The 
number of inactive spindles is in 
creasing. And textile prices are no 
longer rising. 


Production of apparel has 
23. increased 4% over the first 
half of 1954. Men’s wear output 
has held up better than women’s 


wear during the first six months. 
Apparel inventories are relatively 
low, as output and sales have stayed 
in pretty good balance during the 
January-June period, With consum- 
er incomes going up sharply over 
the next six months, the outlook for 
the apparel industry continues to be 


TOSS 


Food and beverage produc- 
24. tion inched up over the first 
half of 1954. Output of food prod- 
ucts was up 1% while beverage pro- 
duction showed no change. The 
reason for the rise in food output 
was a substantial increase in proc 
essed meat production. With both 
population and consumer incomes 
increasing more than was expected 
earlier this year, it is now anticipated 
that the volume of food and bever 
ages produced this vear will hit an 
ill-time high 








Have You Heard This? 





Shadow of Suspicion 


“It is not enough to say that the 
custom (of gift giving) is harmless 
or harmful, that it implies bribery 
or it does not, that it is in some 
cases bribery and in some cases it 
is not. The fact is, the custom puts 
the whole field of purchasing under 
a shadow of suspicion. Whether or 
not that suspicion is justified does 
not matter . . . We not only have 
to be right in this case; we have to 
look right too or a loss of prestige 
result’—The Chicago Pur 
1955 


is the 


chaso1 June 


Small Firms the Backbone 


“It would be a tremendous trag 
edy if the small company ever were 
to disappear from the American 
scene. The small company is and 
always has been the backbone of 
our free economy.” Roy C. Inger- 
soll, president of Borg-Warner 
Corp., remarks before Institute of 
Appliance Manufacturers. 





The Buyer Looks 
at Business 





Composite opinion of, purchasing 
agents who comprise the N.A-P.A. 
Business Survey Committee 


Business Still Excellent 


Industrial Purchasing Agents 
report that business in June con 
tinued to be excellent. There were, 
however, indications of a leveling 
in the upward trend. Only 36% 
report increased production and 
33% increased new orders. We 
have to go back to the summer of 
1954 to find lower figures. On the 
other hand, relatively few (7% on 
production and 14% on new orders 
report a worse situation than the 


iT STARTS LIKE THIS 


Here is an inexpensive but 
efficient OTC pulling tool 
doing one of the many jobs 
of which it is capable. 

With less than $40.00 invested 


the shop has an amazing time, 


tool and part saving puller 
that can pay for itself in less 
than a week 


With the OTC Hydraulic POWER-TWIN 
odded the unit now pulls o flexible 
coupler from a 50 h.p. motor 


AND SALES CONTINUE 


The versatile OTC POWER. 
TWIN adapts itself to still 
another type job by merely 
adding a push-puller and 
adaptors. OTC's unexcelled 
“on the job” performance 
guarantees bigger sales and 
profits for you 


GET STARTED 
ole 





WITH THE 











Removing a counter shaft gear ond beor- 
ing with OTC mechanica! Grip-O-Motic 


AND THEN THIS 


As jobs get tougher and more 
power is required the shop soon 
buys an OTC POWER-TWIN 
Hydraulic Ram and conversion 
idaptors which fit the original 
Grip-O-Matic. More big jobs 
sre pulled, more money is saved 
by your customer, and your 
profits grow with each additional 
OTC sale 


With the oddition of the push-puller the 
OTC POWER-TWIN Hydroviic unit now 
removes poper shearing mochine drive 
geor easily ond avickly 


PULLING SYSTEM 


and it will continue to pull repeat sales for you! 


Write for the complete Hydraulic story! 


OWATONNA TOOL COMPANY 
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Sell these 3 Great Names| 
in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 
PROFITS TO YOU! 


..» the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Belts made up | 
in any length to fit any drive, the fast | 
economical way. 


ALLIGATOR CONVEYOR BELT LACING 


is universally used to join flat conveyor belts 
of any width. Only a hammer required. 


REMA, the new 
and amazing self-vul- 
canizing rubber re- 
pair material that 

adds years of life 

to conveyor 


belts. 

The FLEXCO-ALLIGATOR Prestige Line 
—sold by key distributors everywhere 
FLEXIBLE STEEL LACING CO. 
r<t _ 7% 44, Wi 


previous month. This substantiates 
the fact that business is good. 

Purchasing executives view the 
supplemental unemployment in- 
surance granted by Ford and GM 
in their recent labor negotiations 
with both relief and concern. They 
are relieved in that they believe these 
settlements greatly lessen the danger 
of an immediate marked produc 
tion decline due to the shutdown 
of any major segment of our indus 
try. This strengthens their opinion 
of last month, that business will 
remain on a high level during the 
balance of 1955. They express con- 
cern in that they believe the settle 
ments will result in further infla 
tion. They are sure that some 
prices will increase and they are 
wondering how much effect these 
higher prices will have on con 
sumer demands. Those with smal- 
ler companies are worried about the 
effect of the plan on their com- 
panies’ operations. 

There is price strength in the 
industrial materials market. Stocks 
of purchased materials are again 
reported up from the previous 
month. For the most part, pur- 
chasing executives have stabilized 
their buying policy and are operat- 
ing in the 30-90 days’ range. 

Employment remains high and 
the balance of 1955 is still viewed 
with optimism. 


Price Changes Are Upward 


Although, generally speaking, 
commodity prices are keeping with- 
in a narrow range, purchasing execu- 
tives report that most changes are 
unward: 44% state that prices are 
higher; 55%, the same, and only 

%o report that prices are lower. 
On most items, competition con 
tinues to be keen and numerous in- 
stances of lower than “book” prices 
are cited. 


Inventories Increasing 


Inventories of industrial 
chased materials continue to 
crease. This current trend toward 
higher inventories is largely the re- 
sult of higher production schedules 
and deliberate planning of bigger 

| stocks of materials that are in a tight 


pur- 


in 
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supply situation, such as copper, 
steel and nickel. This willingness 
to add to stock is further evidence 
of confidence that, in the immedi- 
ate period ahead, production will 
continue at a fairly high rate. 


Employment Continues Up 

Industrial employment was up 
again in June. More than five times 
as many members report adding to 
their employment rolls as report 
decreases. The skilled labor market 
remains tight and new college gradu- 
ates are finding jobs plentiful. There 
is some indication of increased over- 
time in order to meet high produc 
tion schedules. 


Buying: 90 Days or Less 
There is little change in the buy- 
ing policy situation from the pre- 
vious month. Some 92% of report- 
ing members are operating in the 
90-day or lower range in procuring 
their production materials. This is 
identical with May’s figure. Some 
96% are in this 90-day or lower 
range on their MRO supplies. As 
expected, capital additions require 
advance planning and for these 
items 57% of committee members 
report buying for delivery six 
months or more into the future. 


Specific Commodity Changes 


There were substantially more 
“ups” than “downs” this month. 

On the up side were: Steel, rub- 
ber, tin, scrap copper, zinc oxide, 
phenol, glycols, paper goods and 
paper, box board (cartons), tools, 
drills, taps and cotton textiles. 

On the down side were: Soya 
beans, steel scrap, bronze and auto 
mobiles. 

In short supply were: Nickel, 
aluminum, copper, brass, steel, zinc, 
cement, paper, titanium dioxide, 
phthalic anhydride and selenium. 





TV IN FAR EAST 


The number of licensed TV sets 
in Japon totaled 48,125 in February, 
an increase of nearly 10,000 since the 
beginning of the year, according to 
Electronics, McGraw-Hill publication 

















NEW LINES Standardize on Crounings 


taken on by ONE SIMPLIFIED 


DISTRIBUTORS 





Rust-Oleum Corp. has appointed 
the following distributers: 
© Bering Cortes Hardware Co. 


Houston, Texas 
eN. F. Chapman 
Pecos, T exas 
¢ Brod Dugan Co. 
St. Louis : 
Ne 
AA 


ig eS ‘ 3 ee #i ; 7 : Pe y 
¢ Fulton Supply Co. by a ie -- . <e 
Atlanta, Ga. ; ~" ss By 
¢ Graham Oil Field Supply Co. ° ; ba a 4 


A 


Graham, Texas 
eU. L. Harman Co. q 
Marydel, Md. rd, ee 
e J. Heller & Sons BROWNING 
Newark, N. J. GRIPBELT 
© New Jersey Engineering & Sup 
ply Co. 
Passaic 
¢ Ben Williamson & Co. 
Ashland, Ky. 


Standard Supply & Hardware Co., 
New Orleans, has been appointed . ' = saounene 
distributor for Atlantic Metal 4 : PAPER PULLEYS 
Hose Co. , — 
BROWNING 
Brady Supply Corp., Elmira, N. Y., ys a POLY-V SHEAVES 
has been named distributor for the 
“ a of General The Most Complete One-Bushing Line of 
tlectric Co. 
Power Transmission Equipment 
Raysons Supply Co., Hillside, N. J., The Browning line is a complete line, profitable to sell, 
has been appointed distributor for easy to handle, economical to use. With the advantages of 
Skil Corp. Browning's exclusive malleable split taper compression bushing, 
you can stock thousands of size and bore combinations, yet 
lower your inventories, save space and time, simplify orders and 
deliveries. And the Browning bushing is so designed that it 
‘ cannot be assembled incorrectly! Locks tight with ordinary open 
Correction end wrench; will not loosen even under extreme pressure, yet 
Hope Rubber Co., with ware disassembles easily, swiftly. 
houses in Fitchburg, Holyoke, and Learn why distributors and users everywhere are specifying 
Watertown, Mass., was listed in the Browning. Write for complete information and your copy of 


May issue under “New Lines” with outaieg GCIO1. 
the incorrect address of Providence, 

R. I. The firm does not have an 

office in Providence. Hope Rubber 

Co. was recently named a distribu- 

tor for The Parker Appliance Co. 
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BARNES SAW BLADES 


On-the-job sales assistance 
increases distributor soles. 


Bornes is a specialty manufacturer. All facilities are devoted 
entirely to the perfection and production of top quality band 
and hack saw blades. Inventory is high to assure you prompt 
delivery of each order. Costly follow-up procedures are eliminated. 


Barnes sales engineers are trained, metal cutting experts. 
They give your salesmen on-the-job selling assistance and 
advise your customers on metal cutting problems. This service 
increases your sales efficiency and creates good will for your 


company. 


Barnes advertising and publicity programs pre-sell Barnes 
blades to your customers. Your salesmen know that the Barnes’ 
reputation eliminates sales resistance. 


Barnes sales aids help your salesman produce sales. The 

Handbook of Metal Sawing” and the “Hack Saw Production 
Calculator” plus effective technical literature build sales for Barnes 
distributors. 


Constant research keeps Barnes engineering abreast of latest 
developments. This creates customer confidence in Barnes 
blades and in your service as a Barnes distributor. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


when cutting counts <)> count on Barnes 
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FROM THE 


ove FILES 


25 YEARS AGO 


The Joint Merchandising Commit- 
tee’s program was gaining wide 
support—in numerous pledges 
and a steady trickle of checks. 
So far 143 firms had promised 
to get behind the drive. 





Major Reed G. Landis of Chicago, 
author of the industry merchandis 
ing prospectus, “Your Commit 
tee Recommends,” urged distri 
butors to take advantage of the 
bright promise of the aviation 
business. A World War I fiving 
ace himself, the major was direc- 
tor of the National Air Races, 
then running its 10th meet 


Several distributors were disturbed 
by the emergence in the market 
of a foreign-made saw selling at 
what they described as a “ridicu- 
lously low” price. Made cf cheap 
material, it would not hold an 
edge, they complained, and the 
blade was pitted. Yet many cus 
tomers were being hoodwinked 
into buying it. 


E.. S. Stacy Supply Co., Springfield, 
Mass., took on the Graton & 
Knight line. 


Chandler-Boyd Supply Co., Pitts 
burgh, celebrated its 25th anni 
versary 


[he Milwaukee Brush Mfg. Co 
completed renovation of its quar 
ters which had been badly dam 
aged by fire 


Wendell H. Clark, Samuel Harris & 
Co., Chicago, returned from an 1] 
weeks’ European tour. He said 
European industry was adopting 
\merican methods as a result of 
the opening of many American 
industrial branches there 





25 Years Ago (Cont'd) 





An Eastern distributor warned the 
industry about a new kind of thief- 
confidence man. The house had 
been victimized by a man who 
phoned in orders, giving the name 
of a well-known customer, and 
then sent a colleague around for 
an emergency pickup. The loss 
was not discovered until bills were 


sent out 


Woodbury & Wheeler Co. Port 
land, Ore., renovated its offices 


Machinery & Supply Co., 
published a new 


Care, 
Baltimore, 


catalog 


10 YEARS AGO 


With \V-E day now history, employ 
ment in munitions industries was 
declining at the rate of more than 
100,000 a month. 


An anonymous distributor com 
plained in print that his salesmen 
were not “scouting” any more for 
new lines. In the old days, he 
said, when a salesman found a 
line going well in the territory, 
“he would come back and jump 
on my neck about it and keep nd 
ing me until we got the line or its 
equivalent.” Made him wonder, 
he said, what salesmen were going 
to do after the war. 


Professor Charles A. Livesey of the 
Harvard Business School aroused 
some comment with his article in 
the Harvard Business Review, 
“Appraising the Mill Supply Dis 
tributor.” Among other short 
comings, he cited distributors’ 
alleged lack of service. Big cus 
tomers, he said, were dissatisfied 
with paying resale prices on goods 
shipped direct from the factory, 
and were chaffing to bypass the 
distributor at the first oppor 
tunity 


A. Crowder, of H. N. Crowder, 
Jr., Co., Allentown, Pa. 
tributors would have to return to 
“first principles” after the war and 


said dis 


pay more attention to their sales 


BEARCAT ELECTRIC HOIST CUTS SCRAP HANDLING TIME. Loading scrap at this 
plant was formerly done by hand. It took two men the better part of a day to load one 


truck. Now, with a BEARCAT and tilt-bins, the same job is done in about 20 minutes 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from 44 
to 60 tons. 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying ', to 2 
ton loads on I-beams 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-stee! 


model, with no sacrifice 
of any other quality 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
dium loads — 170 to 4006 Ib. 


PEERLESS PACKET ALL. 
STEEL HOISTS for lifting 44 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate. 


HARRINGTON |-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 
4 to 20 tons. 


Markets for these cost-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist producta. 


THE HARRINGTON company 


Makers of Hoists Since 1876 
Gravers Roap at Tre Turnerxe, Prymovurn Meertine il, Pa. 
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ARMSTRONG-BRAY & CO. | 


for joining Power or Conveyor Belts anywhere 


HINGED PLATEGRIP 


for separable conveyor belts of 
from %” to 2” thickness, any 
width. Permit instont changes 
of belt length. 


STEELGRIP 
Flexible Belt 


Locing 
1) sizes for light conveyor 

ass ond power transmission 

sain belts from 1/16"—%” 


thickness, any length. Ap- 
plied with hammer any- 


Write for Catalog 


Permits natura: trough- 


+ ARMSTRONG-BRAY & CO. 


5356 Northwest Highway Chicago 30, Ill. 








A copy of this quick-reading, 8-page booklet is 
yours for the asking. It contains many facts on the 
benefits derived from your business paper and 
tips on how to read more profitably. Write for the 
“WHY and HOW booklet.” 


McGraw-Hill Publishing Company, Room 2710, 330 Wes? 
42nd St., New York 36, N. Ve 
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10 Years Ago (Cont'd) 





force. “We have taken the sales- 
man for granted during the war, 
used him as a leg man to drop 
around to plants and pick up 
orders.” 


Paul Evans, sales manager of Beals, 
McCarthy & Rogers, Buffalo, 
N.Y., stuck up for the general line 
supply house in an interview. “I'll 
admit that the salesman for a 
specialist firm probably is better 
versed in his products than the 
average general mill supply sales- 
man,” he said. “But, if I order 
from him I still have to go to the 
general supply company for my 

other needs.” 


A new word, “de-programming,” 
joined the wartime lexicon. WPB 
used it to explain how it expected 
to give up programming all but 
military requirements by the first 
of the year. 


Taking effect in August was a new 
Interstate Commerce Commis- 
sion decision designed to elimin- 
ate some of the freight rates 
advantage of the East over the 
West and South. 


Charles H. Besly & Co. celebrated 
its 70th anniversary. 


Hunter & Havens, Inc., Bridgeport, 
Conn., sold its Hartford branch 
to a new firm, Sullivan Tool & 
Supply, Inc. 


Erskine-Healy, Inc., Buffalo, N. Y., 
celebrated its first quarter-century. 


Campbell Hardware & Supply Co., 
Seattle, bought out the Seattle 
branch of Keystone Tool & Sup- 
ply Co. of Los Angeles. 


Page, Steele & Flagg Co. New 
Haven, Conn., marked its 25th 
anniversary. 


W. F. Hughes purchased controlling 
interest in Peerless Supply Co., 
Shreveport, La. from H. C. 
Efurd. 








D-A-T-E-§ 
TO REMEMBER 


Sept. 6-16—Production Engineering 
Show, Navy Pier, Chicago. 

Sept. 6-17—National Maehine Tool 
Builders Show, International Am- 
phitheatre, Chicago. 

Sept. 617—Metalworking Ma- 
chinery & Equipment Exposition, 
Coliseum, Chicago. 

Sept. 1821—National Builders 
Hardware Exposition, St. Louis. 
Sept. 19-22—National Packaging & 
Materials Handling Show, Kings- 
bridge Armory, New York City. 
Sept. 19-24—Pennsylvania Industrial 
Exposition, Farm Show Build- 

ings, Harrisburg, Pa. 

Sept. 22-23—Industrial Distribution 
Forum sponsored by the National 
Industrial Distributors Association 
and the American Supply & 
Machinery Manufacturers Asso- 
ciation, Gibson Hotel, Cincinnati. 

Oct. 17-21—National Hardware 
Show, Navy Pier, Chicago. 

Oct. 17-21—National Metal Exposi- 
tion and Congress, Convention 
Hall, Philadelphia. 

Oct. 23-26—American Hardware 
Manufacturers Association Joint 
Convention with National 
Wholesale Hardware Association, 

Atlantic City. 

Nov. 14-18—Exposition of Power 
& Mechanical Engineering, Ameri- 
can Society of Mechanical Engi 
neers, Coliseum, Chicago. 

Nov. 20-21—Annual Convention, 
Central States Industrial Distri 
butors Association, Edgewater 
Beach Hotel, Chicago. 

1956 

Jan. 18-20—Annual Mid-Year Meet 
ing of the Southern Industrial 
Distributors Association, Palm 
Beach Biltmore Hotel, Palm 
Beach, Fla. (by invitation). 

Feb. 6-S—Marketing Conference, 








Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop . . . and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades .. . slitting saws . . . cutoff blades .. . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham'’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by returo mail. Write today. 


American Management Associa 
tion, Hotel Statler, New York 
May 20-23—Annual Triple Indus- 

trial Supplv Convention, Atlantic 144400 WOODROW WILSON . DETROIT 3, MICHIGAN 
City | WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 


Gorham TOOL COMPANY 


. “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 
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ONLY Tru-Set 


CHUCKS 


can guarantee accuracy 
to .00O02 T.LR. 


have rugged Meehanite bodies 
GUARANTEED FOR LIFE 


have 3 operating pinions for 
INSTANT PERIPHERAL LOCATION 


are available in both 3 & 6 
jaw styles in diameters to 12” 


are packed in 
reuseable airtight 
metal containers 


A complete line — TRU-SET, WIND 
SOR and HORTON — is sold only 
through authorized Horton Distributors 
who have the advantage of selling the 
widest range of chucks of highest 
quality with tailored economy. New 
booklet “Our Sales Policy” tells why 
it’s practical and profitable to sell 


saaeure. WINDSOR LOCKS, CONN. 


INDUSTRIAL DISTRIBUTION © AUGUST, 1955 





Obituaries 





Russell E. Gregory 


Russell E. Gregory, 
Holo-Krome Screw 


Russell E. Gregory, 60, manager 
of the Chicago office of The Holo 
Krome Screw Corp., died June 21 
it his home in Glenview, III 

Active in the industrial supply and 
hardware business for many years, 
he started his career with the old 
Dalamater Hardware Co. in Detroit 
ind later worked for Boyer-Camp 
bell Co., Detroit. He represented 
The Allen Mfg. Co. in the Chicago 
und Midwest area from 1924 to 1929 

With W. C. Stauble and W. A 
Purtell, now United States Senator 
from Connecticut, he formed The 
Holo-Krome Screw Corp. in 1929 
While he severed his connection as 
1 company official in 1932, he 
remained an active member of thx 
sales force. 

He is survived by his wife, Hazel 
Gregory; his daughter, Mrs. Charles 
Ortmann; his son, John Gregor 
ind six grandchildren 


John R. Pauly, 


Triplex Supply Co. 


n R. Pauly, president of Tri 
plex Supply Co., Milwaukee, died 
June 28 of a heart attack. 

Mr. Pauly served as treasurer and 


| 


ilso on the board of directors of the 





John R. Pauly 


Central States Industrial Distribu 
tors Association, and was also active 
in the Milwaukee Industrial Distrib 
utors Association, 


Benjamin Cadbury, 


Hajoca Corp. 

Benjamin Cadbury, 81, former 
secretary of Hajoca Corp., Philadel 
phia, died June 24 at his home in 
Moorestown, N. J. 

Mr. Cadbury was the son of Joel 
Cadbury, a partner of Haines, Jones 
& Cadbury, one of the founding 
firms of Hajoca Corp. At the time 
of his retirement this March he had 
completed almost 62 years of service, 
35 of which were spent as secretary 
He attended William Penn Charter 
School and Haverford College. 

A member of the Society of 
Friends, he was for many years clerk 
of the Monthly Meeting at 20 South 
12th St., Philadelphia. He belonged 
to the Philadelphia Philatelic 
Society. 


Rhodes D. Swinburne, 
Wheeling Steel 

Rhodes D. Swinburne, 57, comp 
troller of Wheeling Steel Corp., died 
June 16 at his home in Wheeling, 
W. Va., after a heart attack. 

With the company as comptroller 
since 1927, he had also been with 
Ford, Bacon & Davis Engineering 
Co. and Price Waterhouse & Co 
He was a member of the committee 
on statistics of the American Iron & 
Steel Institute 


f 
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ARRO EXPANSION BOLT CO. 


@yTrel lis ane 


The following is the Operating and Selling Policy of 
Arro Exponsion Bolt Company, manufacturers of 
quality fastening and drilling devices for masonry — 
for over twenty-five years. 

DISTRIBUTION—Arro products are sold nationally through quali- 
fied Wholesale Hardware, Industrial Supply, and Electrical Supply 
Distributors. 

INQUIRIES—AIll inquiries are referred to our distributors in their 
respective territories. 

PRICES—Arro products are reasonably priced to promote their 
broad use by consumers. Distributor mark-up on the Arro line 
insures an attractive profit 

RESALE—Arro distributors are urged to respect our suggested resale 
prices. Every lawful method is used to encourage this fair practice 
of merchandising 

STOCK—Arro offers its distributors a complete line of fastening and 
drilling devices for masonry. Distributors are expected to maintain 
a sufficient stock to adequately serve their trade 


SERVICE-—Ten branch warehouse stocks are maintained in key 
cities, strategically located throughout the nation. All orders are 
shipped immediately from factory or branch warehouse stocks with- 
in 48 hours. 
GUARANTEE—Arro products are fully guaranteed against defects 
in material and workmanship. Returned goods are accepted on 
authority of the Marion office only 
SALES AIDS—Arro helps promote sales for distributors by supply- 
ing a variety of sales literature, displays, and catalogs; by cooperating 
with their salesmen; and by regularly advertising in nine leading 
trade journals. 
PARTICIPATION—Arro is an active member of leading industrial 
and trade associations. 
This has been our Sales Policy since our birth in 1930. We 
believe that this policy, possible only under the American 
system of free enterprise, has been an important factor in our 
substantial growth and friendly relations with our distributors, 


ARRO EXPANSION BOLT CO. 


1230 Boone Ave., MARION, OHIO 
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THE M OMPLETE SOURCE 


SCREWS 


BOLTS NUTS 
WASHERS 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 

| SPECIFICATIONS 


se) 


Stiinfess 


SCREW & BOLT CORP. 
’ % 


Fuller F. Barnes 
Associated Spring 

Fuller F. Barnes, 68, president 
| and chairman of the board of As- 
) sociated Spring Corp. until last year, 

died June 18 in Bristol, Conn. 

He had headed Associated Spring 
from its organization ‘in 1923 until 
his retirement. Previously president 
of The Wallace Barnes Co. in Bris- 
tol, founded by his grandfather in 
| 1857, he had been instrumental 

with his brother, Harry C. Barnes, 
in bringing together three spring 
| manufacturers, Barnes, William D. 
Gibson Co. of Chicago, and Ray 
mond Mfg. Co. of Corry, Pa., to 
| form Associated Spring. 
Mr. Barnes was also active in the 
| management of Veeder-Root, Inc.; 
The E. Ingraham Co.; Bristol Brass 
Corp.; Washburn Wire Co.; South- 
| ern New England Telephone Co 
and Connecticut Light & Power Co. 
He had been a director of the Na 
tional Association of Manufacturers 
and the Connecticut Manufacturers 
Association, president of The Spring 
Manufacturers Association, and a 








LIKE MONEY 
IN THE BANK 














> ¢ 





director of two banks and an insur- 
ance company. 

He was an organizer of Bristol 
Hospital and its president for 30 
years. He was also a director of the 
Multiple Sclerosis Society, director 
and vice-president of the Newing- 
ton Home & Hospital for Crippled 
Children, member of the advisory 
committee of the Yale Medical 
School and past president of the 
Covington Trust at Yale University. 

He served in the Connecticut 
State Senate from 1929 to 1933 and 
also on numerous public bodies of 
the state government and city of 
Bristol. He organized the Barnes 
Foundation in 1946 which has since 
been active in a wide range of charit- 
able, religous and educational activi- 
tes 


Ernest Howell, 
Capital City Supply 

Emest Howell, 85, president since 
1921 of Capital City Supply Co. 
died June 15. 

Son of the late Clark Howell, first 
president of the company, he gradu- 
ated from the University of Virginia 
Engineering School and became gen- 
eral manager of Capital City Supply 
in 1902. He became president on 
the death of his father and con- 
tinued also as general manager until 
1944 

Mr. Howell was president of the 
Southern Industrial Distributors As- 
sociation in 1916 


Alton W. Healy, 
Continental Screw 


cooperation and fair-dealing that make the 
Alexander franchise highly profitable to the 
distributor. If you are not satisfied with your 
present line, we suggest that you write to us 
There may be on opening in your territory 
that will put more “money in the bank” for you 
Send for literoture. 


Alexander distributors have found this famous 
trode-mork means “money in the bank” for 
them. The Alexander trade-mark carries with 
it a long established reputation for quality 
and service thot makes Alexonder Leather 
Beltings, Packings and related products easiest 
to sell. lt also stonds for complete factory 


Alton W. Healy, 65, senior mem 
ber of the sales staff of Continental 
Screw Co., died July 12 after a long 
illness 

With the company 36 years, he 
was a director and past president of 

| the New England Hardware As 
| sociates and belonged to the Yankee 
| Hardwaremen’s Association He 


ALEXANDER BROTHERS BELTING COMPANY 
_— ‘- — » World War I veteran 


was 
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Manufacturers’ 
Activities 


Starts on page 112) 





tives dispense samples, literature, 


and information 


HOSE—Flexhaust Co., New York, 
has issued a set of new bulletins 
(nos, 40, 41, 42, 43, 44) covering the 
design, installation, or purchase of 
flexible hose used in dust and fume 
control, air conditioning, and ma- 
terials handlings. Other data: gen 
eral information, accessories, instal 
lation, application, etc 


PROTECTIVE COATING~—Atlas 
Mineral Products Co., Mertztown, 
Pa., has issued a report on the “cdm 
parative properties of protective 
coatings,” containing data on 14 
types of coatings used industrially 
Physical and chemical data and a 
three-page section on application 
are included 


TOOLS—Cincinnati Lathe & Tool 
Co., Cincinnati, has issued a new 
folder on its 16 in. sliding head 
box column drill, picturing various 
features of the machine. The firm 
has also issued a manual on installa- 
tion, operation, and maintenance of 
the unit, together with a parts list 
A third publication announces the 
firm’s new radial drills and lathes 


TRANSMISSION - Stearns Magne 


“A BUDA JACK 
FOR EVERY NEED” 


means that you can sell more jacks 
.~.. to more customers . in more 
industries . . . when you carry 
the BUDA line! 


It lifts safely, it lowers safely! The 
design of Buda Ratchet Lowering 
Jacks is functional and rugged for 
long operating life. And, because of 
their high lift of the load on either 
the cap or the strong, compact toe, 
they offer wide versatility in indus- 
trial plants, railroad maintenance, 
construction work, oil fields, ship 
yards, and other general lifting work. 


Buda field and service tested Ratchet 
Lowering Jacks raise only on the 
down stroke of the lever bar. Change 
the reversing lever to the “Down” 
position and the load is lowered 
notch by notch. 

Heavy safety springs hold the pawls 
in positive contact with the rack 
bars, so these jacks can be operated 
safely at any angle. 


Write Buda Division, Harvey, Illinois tor 
facts on @ Buda Jack Distributorship 


auus-c HALMERS 
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tic. Inc.. Milwaukee, has issued a 


looking for the answers? bulletin (no. 226D) covering its 


line of magnetic brakes and clutches. 
The bulletin offers selection data, 
’ j j ° and includes specifications of the 

When you're looking for the answers to such questions as: pe 
- ue new companion line of magnetic 
brakes for rerated NEMA frame 


Where is Boice-Crane Company located? tees 
Who manufactures collets? VIBRATORS-—Gifford-Wood Co., 


Hudson, N. Y., has issued a bulletin 


What is the complete address of The Holo-Krone Screw Corp.? illustrating and describing the firmn’s 


“Oscilveyor” vibrating conveyor. 
Who makes “Rimco” bench tops? The bulletin explains the product’s 

operation and points out features 
Does Capitol Manufacturing & Supply Company make pipe couplings? making it adaptable for handling 

flakes, chips, grains, powders, etc. 
What manufacturers make a complete line of chucks? 


Who uses the trade name “Asarcon 773”? 


reach for 


industrial Distribution’s 


Mid-December Marketing 
and Products Number, 
the marketing and products 


Brammer Offers Rack 


reference in the For Belting Display 


Brammer Corp., New York, has 


industrial supply field. brought out a display rack for its 


line of belting. Finished in three 


Keep rT | handy colors, the rack will hold up to 400 


feet of asserted belting sizes, and 
for constant reference. will fit on a counter. Front panel 
has an 18 in. ruler for measuring 

off short belting lengths 


SPEED CHANGER~—Allis-Chalm- 
ers Mfg. Co., Milwaukee, has issued 
a bulletin describing its “Vari-Pitch” 
speed changers. The bulletin ix 
cludes arrangement diagrams, 
selection table showing recon 


Serves the a who Supply industrial Clmerica. mended unit size for standard 


motors, and a speed-range table. 


[ @ STRAPPING-Signode Steel Strap 


A McGraw-Hill Publication ping Co., Chicago, has issued a 
330 WEST 42ND ST. NEW YORK 35, NEW YORK 44-page booklet showing how to 
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apply strapping to containers, brace 
open top and closed freight carloads, 
barricade car doorways to pro-| 
tected packaged and bulk commod- | 
ities. The booklet also pictures the} 
firm’s line of hand- and power-| 
operated strapping tools and ma-| 
chines, strapping, seals, and acces-| 
sores. 

GRINDERS -— Standard Electrical 
lool Co., Cincinnati, has issued a 
catalog (no. 20) offering engineering 
data sheets on its line of its various 
grinder components. 


HANDLING—Elwell-Parker Elec- 
tric Co., Cleveland, has issued a 
bulletin detailing its new hydrauli-| 
cally-operated attachment for auto- 
matic dumping of skid boxes or 
racks and used with its low-lift | 
platform trucks. The bulletin con 
tains complete application, design, 
and operational information, to 
gether with operation photographs 





Vaco Has Kit 
For Nut-Driver Line 


Vaco products Co., Chicago, an- 
nounces a “serviceman’s kit” holding 
seven “color-keyed”  nut-drivers. 
Made of blue plastic, the kit will, 
according to the firm, stand up, 
hang up, or fold up 
VALVES—Versa Products Co. 
Brooklyn, N. Y., has issued an cight 
page catalog covering the firm’s linc 
of “Versa All the 
firm's actuating devices are explained 


control valves 





“We have been manufacturing metal awnings in the South for 
the past eight years, and in that time we have used RAWL 
PRODUCTS extensively. We have found your RAWLPLUG a most 
versatile and all-around anchor. 

“Recently, we experienced a very outstanding feat with your 
RAWLPLUGS. We installed an awning on one of the largest 
hospitals in Atlanta. A “%” thick aluminum angle was fastened 
to brick with #12 x 1” RAWLPLUGS on 18” centers. This made 
a simple and secure installation. Sometime later, we had a very 
violent wind storm here, and the storm was so severe that our 
awning was torn off of the metal angle. In that the awning was 
a part of the metal angle, the angle was torn in two, and the 
awning was rolled up like a piece of paper. The impressive fact, 
was that the metal broke, but your RAWLPLUGS held. 

Your product hos served us well, and therefore we think that 
it is worthy of much praise. 


Yours very truly, Sidney H. Vicknair, Jr., President 
SUPERIOR ALUMINUM AWNING COMPANY 
Atlanta, Go. 

Write for Catalog and prices 











THE 
RAWLPLUG Co., Inc. 


271 Church St., New York 13, N. Y. 
oa ; 
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AUTOMATIC EMERGENCY LIGHT 


Model 
2ATW 


» 


x 


It's the most COMPLETELY DEPENDABLE emer- 
gency light ever built! When regulor lights 
fail... this new Big Beam turns on instantly 
— provides hours of illumination. The battery 
is charged to capacity of all times by an en- 
closed trickle charger. Your customers deserve 
Big Beam quality ond dependability. 


7 Pay , 
OY 4 44 / LI 2 
PORTABLE ELECTRIC HAND LAMPS 


Model 166 
This sealed beam model is one 
of many types of Big Beam 
portable electric hand lamps 
used in thousands of plants 
ond werehouses throughout the 
country, Learn more about the 


complete Big Beam line. 


@® Write for Literature Today 
U-C- LITE MANUFACTURING co. 


1032 West Hubberd 





as well as various valve types, and 
Versa solenoid actuated valves and 
manifold valves. 


CARBIDES— Kennametal, Inc., 
Latrobe, Pa. has issued a brochure 
describing the reconditioning of its 
drill and cutter bits, grinding and 
wheel care, and maintenance of ma- 
chine, drill, roof, earth, and rock 
bits. 


PLASTIC PIPE—Reflin Co., San 
Diego, Calif., has issued a folder 
illustrating and describing its cor 
rosion service pressure plastic pipe 


FASTENERS—Allmetal Screw 
Products Co., Garden City, N. Y., 
has issued a brochure describing its 
stainless fastener styles and sizes in 
stock. Included are data and illus 
trations of screws, bolts, 
washers, rivets, etc. 


nuts, 


HYDRAULICS—Parker Appliance 


Co., Cleveland, has issued a catalog 





Have A pick of 7,000—that’s 


**—sizes 
alert OFF” OFF THE SHELF! And 
thet’s not all. sa saci 


> it. We mill, drill, grind, 
slot , head, oa 
t off te @ quick 


TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
ELF TO YOU: 


STAINLESS STEEL 


“Write, wire, or phone for your 
copy of the new STAR catalog. 


5 OC STAR STAINLESS SCREW CO. 


645 Union Bivd., Peterson 2, MW. J. + ‘phone: Little Falls 4-2300 
{DD Direct New York Telephone: Wisconsin 7-9041 
MARUFACTURERS REPRESENTATIVES: A Few Cholee Territories Open inquiries tovited 
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(no. 1536) illustrating and describing 
its line of accumulators for storing 
energy, absorbing shock, and sup- 
plementing pump capacity in 
hydraulic systems. 


VALVES—A. W. Cash Co., Deca- 
tur, Ill., has issued a bulletin on its 
Cash Standard Type 345 high pres- 
sure reducing and regulating valves. 
Photographs and _ cross-sectional 
drawings, recommended uses, con- 
struction and operation features, etc 


ire included. 


(OR SEPOWTR MOTORS 


PHS COOGLEES Fete talrt COmrnet 
oe Ome 


Peerless Bulletin 
Details Motors 


Peerless Electric Co., Warren, O., 
has issued a catalog describing the 
firm’s line of 4 to 30 hp. single- 
phase, polyphase, and DC motors. 
The bulletin (no. SDA-155) gives 
data on selection, what to know 
about motors, enclosures, special 
mountings, etc. 


“RAFTER METER” — DeWalt, 
Inc., Lancaster, Pa. is offering a 
dial-type meter which explains the 
operations involved in cutting the 
common roof rafter. Although 
designed primarily for use with the 
firm’s radial saw, the meter can be 
used with any type of equipment. 
Made of heavy cardboard, it deter- 
mines angles for level and plumb 
cuts without employing a carpenter's 
square, 


Pressed 
has is- 


FASTENERS — Standard 
Steel Co., Jenkintown, Pa., 





sued a folder on its “Flexloc” self- 
locking nuts. Drawings illustrate the 
locking action of the product. Ap- 
plications are shown in small draw- 
ings. 


PUMPS—Rice Pump & Machine 
Co., Belgium, Wisc., has issued two 
bulletins, one detailing specifications 
on its new 4 in. diaphragm pump, 
the other describing its “Milwaukee” 
die filer. 


REAMERS-—Lavallee & Ide, Inc., 
Chicopee, Mass., has published a 20- 
page “Comparative Reamer Selector 
containing dimensional data on all 
standard reamers, blanks, and cut- 
ters. The publication is arranged by 
decimal equivalents, which lead 
reader to price information and 
pertinent dimensions such as overall 
length, flute length, etc. 


SPACER—Hartford Special Ma- 
chinery Co., Hartford, Conn., has 
issued a 20-page catalog covering its 
12- and Sin. “Super-Spacer” and 
accessories. Catalog gives instruc 
tions, specifications of both the units 
and accessories, and pictures units in 
various machining operations. 


PRESSES—Famco Machine Co., 
Kenosha, Wisc., has issued a 12-page 
catalog featuring its line of power 
presses. Complete specifications 
are given for each model, together 
with data on accessories. 


PLASTIC HOSE — Resistoflex 
Corp., Belleville, N. J., has issued a 
four-page bulletin on its line of plas- 
tic hose and hose assemblies, sheets, 
and molded products. Bulletin lists 
physical and chemical properties of 
the material (“compar”) including 
its permeability to gasses. Applica- 
tions are also discussed. 


VALVES—Ohio Injector Co, 
Wadsworth, O., has issued two 
folders, one covering its union 
bonnett, bronze gate line of valves, 
and the other its industrial line of 
iron body gate valves. Both folders 
are illustrated with cutaway draw- 
ings, and tabular material sets forth 
dimension and other pertinent data. 


6 typical 


examples of how 
Millers Falls “Adjustomatic’” 
Clutch Electric Screw Drivers 


are saving time and money on 
thousands of assembly lines 


EYE GLASS FRAMES. Driving tiny op- 
tical screws traditionally an “impossi- 
bie" job for a power driver. Yet Millers 
Falls drivers cre doing it ~~ ond citing 
labor costs 64%. 


TV TUNERS. High power combined with hair-fine 
torque control — those ore the qualities that won 
Millers Falls the nod over competing drivers on this 
exacting application. 


WINDSHIELD WIPERS. 
tiple-driver installations like this ore one 
secret of the success of o leading manv- 
TRAVERSE TRACKS. Drive screws too tight — focturer in this highly competitive field. 
and tracks crush. Not tight enough — and stops 
loosen. Millers Folls’ record on this job: Rejects, 
nil — speed, up 400%. 


MINIATURE MOTORS. Preblem: To drive tiny > 
self-topping screws without stripping or splitting a 
thin plastic housing. Selution: Millers Folls No. 
52's. Result: Production up 110%. 


~ 


q HEATING CONTROLS. Speed, ocv- 
recy, economy — on oll three counts, this 
monviocturer chose Millers Falls after 
extensive tests with other elecric and 
prneumotic drivers. 


There’s a Millers Falls Driver that's Right 
for Practically Every Driving Problem 


Write for full information on the profit pos 
sibilities offered by Millers Falls drivers and 


MANLERS FALLS COMPANY 
Greenfield, Mass. 


She Mark f Syporioiy 
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FRADE MARK 


REGISTERED 


W. A. WHITNEY 


CHICAGO STEEL 


SLITTING SHEAR 


A dependable tool from the 
dependable W. A. WHITNEY line. . 


@ This shear has an adjustable hole down— 
main frame made of one plece steel drop forg 
ing. Blades made of high grade tool steel. Un 
surpassed for cutting %” angle tron-—gives 
very little distortion—slitse long sheets and 
cuts steel bars, angle iron, brake linings, belt 
ing, etc. and has «a capacity of 3-1/16" x 2” 
bare—10 GA. Sheets. 
your jobber or write for 

our complete catalog. 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL. 











ime eles toe) 


DYKEM 
STEEL BLUE 


“making 
Dies and 
Templates 


THE DYKEM COMPANY 


Establihed 1920 
2305A North 11th St. + St. Lewis 6, Mo. 
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HIGHWAYS 





and BYWAYS 


DIETZ TUBULAR 
LANTERNS 


RED says DANGER - 
DIETZ LANTERNS say 
STOP. A complete line of 
economical, long burning, 
ruggedly made kerosene 
lanterns available with 
Ruby, Clear, Blue, Green 
or Amber globes, backed 
by the world’s largest and 
oldest makers of portable 
light 


“NIGHT WATCH” 


A miaiature beacon — 
with “Pencil Beam” — 
visible from any direc- 
tion, near and far 
Longest burning well 
over 100 hours on pint 
of kerosene 


DIETZ-EMBURY 
“TRAFFIC-GARD” 
SAFETY LANTERN 


““Magailied-Beam 

seen for great dis 
tances. Wide, non-tip 
base. Long burning, 
economical. Stands 


rough usage 


DIETZ HIGHWAY TORCHES 


Complete liae of 


Embury Red 
cam lock mod- 
els. Tops ia 
rugged quality. 


Send for Descriptive Folders 


R.E. DIETZ COMPANY 


SYRACUSE 1, %. Y. HEAcaaL 


EST. 


223 








You a target? 


Let's face it...we're all targets! 


If your plant is not ready with a disaster plan, 
better act now. There’s not a single American 
plant that’s out of range of an intercontinental 
bomber—and fires, floods, tornadoes or explo- 
sions can kill you just as dead as an atom bomb. 
It costs next to nothing to take a few simple 
steps which may save hundreds of lives. Here 
they are. Check them off today. 
() Call yeur local Civil Defense Director. He'll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with commu- 
nity Civil Defense action. 
() Check contents and locations of first-aid kits. 
Be eure they're adequate and up to date. Here, 


again, your CD Director can help. He’ll advise you 
on supplies needed for injuries due to blast, radi- 
ation, etc. 

) Encourage personnel to attend Red Cross First- 
Aid Training Courses. They may save your life. 
[} Encourage your staff and your community to 
have their homes prepared. Run ads in your plant 
paper, in local newspapers, over TV and radio, on 
bulletin boards. Your CD Director can show you 
ads that you can sponsor locally. Set the standard 
of preparedness in your plant city. There’s no 
better way of building prestige and good com- 
munity relations—and no greater way of helping 


Act new. . . Check off these four simple points... 
lives are at stake... have you a right to delay? 
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ds ~~~ 1 
Starrett 
NEWS, IDEAS AND INFORMATION > 


™SALES LEADS 


TRIBUTORS AND THEIR SALESMEN 
SINCE 188O WORLD'S GREATEST TOOLMAKERS -« 


— 
¢Oo@Ss% 
7 # 
MECHANICS HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS « GOFAL IDICATORS 


STEEL TAPES - PRECISION GROUND Fal STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 





THE L. S. STARRETT COMPANY «+ ATHOL, MASS U.S.A 


New 
SAFE-FLEX 
High Speed-Welded Edge 


HOLE SAWS 


ay 


(Above) A typical applice 
tion cutting hole in pipe 
(Right) Showing hole sow 
removed from arbor 


illustration shows 2” hole 
saw and A2 arbor with 4" 
hexagon shank. 


Shatterproof, double-welded con: 
struction — identical with the same 
advanced design used in Starrett 
SAFE-FLEX Hacksaws — makes 
these hole saws the safest, fastest- 
cutting, most durable hole saws 
you've ever sold. They're double 
welded to combine an extra tough, 
shatterproof body with a high 
speed steel cutting edge — a com- 
bination that is practically unbreak- 
able and defies tooth stripping. 

Available in a wide range of sizes 
from %” through 44” diameter to 


cut clean round holes in any ma- 
chinable material including steel, 
brass, bronze, cast iron, aluminum, 
wood, plastics or sheet metal, as 
well as cast iron or steel pipe. Can 
be used with portable power tools, 
lathes, drill presses, radial drills, etc. 


INTERCHANGEABLE ARBORS 


A wide range of saws fit four in- 
terchangeable arbors which in- 
clude a 4” high speed pilot drill. 
Arbors are available with 4” and 


%%” hexagon or 4” round shanks. 


Arbor screws into the saw cap and 
is locked by two drive pins which 
provide a positive, flexible drive. A 
12” long extension is available for 
arbors with 44” hexagon shank. 

These new Starrett Hole Saws are 
an important addition to the com- 
plete line of Starrett Hacksaws, 
Band Saws and Band Knives. They 
offer you new opportunities to ex- 
pand your sales and to increase 
volume and profit on every call. 
Stock them, display them, feature 
them in all your selling. 


FOR COMPLETE INFORMATION, SEE NEW STARRETT 


75TH ANNIVERSARY CATALOG — 


-PAGES 378-379 
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ACCO Registered’ Sli 


WHAT - 
“ACCO REGISTERED” 
MEANS... 


The best material 


Unit safety factor (on bodies, 
rings, links, hooks) 


Proof test of complete sling 
to twice the working 
load limit 


Actual field service test 
of each design 


Metal identification ring 
on each sling 


Signed Registry Certificate 
with each sling 


2 

7 

‘ . —— A 
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Look for this 
Sign of Safety 


~~ 


Photo courtesy Allis-Choimers 


Make money preventing accidents 


e Your hair stands up straight when you see 
the makeshift slings used in plants in your 
territory. It may be your fault... at least you 
could prevent some of the accidents. . . if you 
sold slings as safe as ACCO Registered Slings. 
For instance, you can sell a variety of ACCO 
Registered Sling Chains, to the length needed, 
with a choice of sling, grab, or foundry hooks 
and fittings for special or general purpose use. 
You can offer ACcOLOY sling chains in sizes 
from 4” to 14” that have four-leg working 


ACCcO 


*Trade Mark Registered 


load limits from 9,500 lbs. to 199,000 Ibs. at 
a 60° angle. These are not theoretical limits. 
They are based on actual proof-testing of each 
completed acco Registered Sling Chain to 
insure safe operation. 
* @<e¢e 

If you sell material handling equipment, 
you should sell sling chains... ACCO Regis- 
tered Sling Chains. They'll let you make 
money preventing accidents. Write our near- 
est district office today for information. 


American Chain Division 


AMERICAN CHAIN & CABLE 
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